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Vitt Backs Uniform 
Rating Procedure 
On National Scale 


- SEUA President Says Streamlined 

Price Structure Must Come With 

Multiple Line Writing 

RATE LEVELS IMPORTANT 

' Feels Multiple Peril Forms Must 

Be Developed With Full Reali- 
zation of Existing Problems 


" 


In an appraisal of problems associated — 


with development of multiple line under- 
writing, B. C. Vitt, president of the 
South-Eastern Underwriters Association 
and also of the American Insurance 
Company of Newark, N. J., holds there is 
a need for uniform rating procedure on a 

' national scale, embracing all lines. These 
would include fire, automobile, marine, 
casualty and surety. However, he stresses 
that this does not necessarily mean a 
national rating bureau. 

Addressing the 40th semi-annual meet- 
ing of the SEUA at Pinehurst, N. C,, 
President Vitt said that a “streamlined 
pricing structure must follow the gradual 
development of streamlined products if 
the customer is to receive the full benefit 
of our labors. I am confident that patient 
cooperation with full consideration for 
our many viewpoints will produce a 
unified, all rating procedure in the pub- 
lic interest. 


Need At 


“Multiple peril forms and policies must 
be developed in an atmosphere of calm- 
ness and co-operation—an atmosphere 
permitting the exercise of underwriting 
judgment and utilization of whatever 
eis and information may be avail- 
able.” 

In the recent past individual companies 
have shown a tendency to place a variety 
of multiple peril forms and poliices on 
the market, Mr. Vitt observed. There 
has been relatively little uniformity in 
the wording of the forms or in the rates 

_ charged for such coverage. If this ten- 
_ dency continues unabated, it will turn 
the clock back to the days when each 
company drafted its own forms and 
named its own rates. The consequences 
will be a repetition of the old evils: non- 
concurrence in the settling of claims, 
and uncontrollable rate wars, with the 
added probability that politicians who 
desire to nationalize the insurance busi- 
ness will step in. All such developments 
would be detrimental to policyholders 
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Liberty Bell 


The Liberty Bell—this month celebrating the 200th anniver- 
sary of its origin—is a relic known and loved all over the world. 
But at the time of its 100th anniversary its appearance was not 
familiar to many people for the reason that the bell itself was out 
of sight. In 1851, cracked and retired, the Liberty Bell was no 
longer in commission as the bell of Independence Hall and rested 
in a room of the tower of that building. ; 


But in the first year of its second century the bell was brought 
down from the tower and placed on exhibition on the first floor 
where the bronze message it carried was clearly visible. Since then 
a million people a year have come to see it. 


Until people could actually see the bell its message to “Pro- 
claim Liberty Throughout All the Land” had become almost as 
silent as the cracked bell itself. 


Thomas Jefferson once said “Eternal vigilance is the price of 
Liberty.” There has been no time when that thought was more 


true than it is today. 
foal 
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Central Standard of 
Chicago Has Bought 
Illinois Bankers Life 


Merged Companies Will Operate 
Under Name of Central Stand- 
ard Life Insurance Co. 


MacARTHUR IS CHAIRMAN 


Combined Assets, $84,000,000; 
Each in Past Has Bought Num- 


ber of Life Companies 


mouth, Ill, has been taken over by the 
Central Standard Life of Chicago and 
the consolidated company will operate 
under the Central Standard’s name. This 
announcement was made on October 29 
in a joint statement by Alfred Mac- 
Arthur, chairman of Central Standard, 
and E. H. Henning, president of Illinois 
Bankers. Mr. MacArthur will be chair- 
man of the consolidated company. The 
Monmouth company’s business will con 
tinue to be handled in its old headquar- 
ters by its regular staff. Details of the 
transaction were approved on Friday 
of last week by J. Edward Day, Illinois 
Director of Insurance, and by a com- 
mittee from National Association of In- 
surance Commissioners consisting of 
Frank Sullivan, Kansas Commissioner 
and president of NAIC; Walter A. Rob- 
inson, Ohio Commissioner, and Director 
Day. 


History of the Companies 


Chairman MacArthur said in a state- 
ment that the assets of the merged com- 
panies are approximately $84,000,000. 

The Central Standard, incorporated 
under Illinois law, commenced business 
in 1907 as Central Life of Illinois. In 
May, 1951, it bought control of Stand- 
ard Life Insurance Co. of America, Pitts- 
burgh. Over the years these compa- 
nies were reinsured: National Aid Life 
of Springfield, Ill, Rural Bankers Life 
of Dixon, Ill, Life Insurance Co. 
Detroit and Conservative Life of South 
Bend, Ind. At the end of 1950 the Cen- 
tral Standard had $132,000,000 insurance 
in force and assets of $38,551,000. 

The Illinois Bankers had assets of $32,- 
321,000 at end of 1950 and insurance in 
force of $126,171,000. Illinois Bankers 
Life was incorporated in 1929. During 
its career it reinsured Our Home Life 
of District of Columbia, Abraham Lin- 
coln Life, Springfield, Ill.; Northwest- 
ern Union Life, Ottawa, Ill, and Peer- 
less Life and Accident, Kansas City, 
Kan. Vice President and director of 
agencies of the company is Orville F. 
Davis; secretary, Nellis P. Parkinson. 
The late Hugh D. Hart, for years one 
of the noted men in the business, was 
head of production of Illinois Bankers 
for some time. 
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A young man’s career was 
signed, sealed and delivered in 


E were sitting around after lunch the.gther 

day — Bill Howell, Frank Parsons and I— 
having our coffee and talking about this and that, 
and the subject got around to how we all got 
started in the work we were doing. 


I’d told them how winning an essay contest in 
school had put me on the road to being a writer of 
sorts instead of the engineer I thought I was going 
to be, and then Bill Howell explained how, as a 
young lad, he had become interested in architec- 
ture through watching them remodel his father’s 
grocery store. 


I turned to Frank Parsons and said, ‘‘Looks as 
if you’re the only one here who followed his father’s 
footsteps, Frank. Was that by accident, or by 
choice, or what?’ 


Frank tamped some tobacco in his pipe and 
grinned. ‘“‘Well, it’s quite a story, but if you’re 
really interested, I’ll tell you. . .” 


He held a match to his pipe and puffed thought- 
fully for a moment and then went on. “My dad 
always wanted me to go into the same business he 
was in, but he never tried to talk me into it. He 
wanted me to do whatever I thought I could do 
best, and let me have my own way about choosing 
a career. 


“One day after I got out of college back in 1920, 
I stopped at Dad’s office to tell him I was going 
across town to see about a job I’d heard was open 
at the mill. Dad said that was fine and wished me 
luck. Then he picked up a couple of envelopes from 
his desk and said, ‘As long as you’re going over 
that way, Frank, would you mind dropping this 
off for me?’ He handed me one of the envelopes, 
shoved the other in his coat pocket and said, ‘I 
want to deliver this one myself because it’s pretty 
important—and it will save me some time if you 
take the other.’ ” 


Frank Parsons put down his pipe and said, “I 
never did get to the mill that day—or any other. 
After I delivered the envelope I went back to Dad’s 
office and asked him how soon I could start work- 
ing for him.” 

Bill Howell leaned across the table and said, 
“What happened that made youchange yourmind?”’ 


Frank Parsons smiled and said, “It was that en- 
velope. It was addressed to a woman who lived on 
the way to the mill, and she opened it while I was 
standing there. Inside it was a check from New 
York Life. Her husband had died just a short while 
before and left her with four small children, and— 
well, I guess you just never know what life insur- 
ance is all about until you see what it means to 
people...” 


Bill Howell nodded. ‘‘That was a pretty smart 
stunt of your father’s—sending you on an errand 
like that, knowing that it might be the one thing 
that would swing you over to being a New York 
Life agent like himself.” 











We pushed back our chairs, and as we were leav- 
ing the table Frank Parsons said, ““That’s the funny 
part of the whole thing. Dad was in such a hurry 
and the envelopes looked so much alike that he 
gave me the wrong one! He thought he’d sent me 
over to pay the gas bill!’ 
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Annual 


Meeting of Life 


Advertisers 


at 


Williams burg, 


Va. 





———— 


Officers Elected by Life Advertisers 


At the annual meeting in Williamsburg, 
Va. this week, the Life Insurance Ad- 
vertisers Association elected the follow- 


ing officers: 
President A. L. Cawthorne-Page 
Vice President David W. Tibbott 
Secretary Royden C. Berger 
Treasurer Al B. Richardson 
Editor Kenneth K. Wunsch 


A. L. Cawthorne-Page 

A. L. Cawthorne-Page, M.B.E., is 
Canadian manager of the Publication 
Division at the Canadian head office of 
Metropolitan Life in Ottawa, where he 
supervises advertising, publications, and 
general public relations for the company 
in Canada. His entire business career 
has been in the life insurance business 
and his experience includes sales pro- 
motion and sales education work prior to 
his present responsibilities. 

He came to the Metropolitan on Janu- 
ary 1, 1930, from the Continental Life in 
Toronto where he was engaged in sales 
‘promotion and advertising work. He has 
been active for 20 years in the institu- 
tional advertising campaign conducted by 
the life insurance industry in Canada, 
and for four years was chairman of the 
committee responsible for the planning 
and execution of the campaign, and has 
continued as a member of this com- 
mittee. 

During the war he was loaned by his 





ROYDEN C. BERGER 


company to the Canadian Government in 
190 as publicity director of the War 
Savings Committee until it was merged 
with the War Finance Committee in 1941. 
He then served, on a loan basis, with 
the Wartime Prices and Trade Board 
for nearly three years, first as executive 
assistant and then director of informa- 
tion. He was made a Member of the 
Order of the British Empire in recogni- 
tion of these services. 

Mr. Page is a past president of the 
Ottawa Kiwanis Club, and of the Ottawa 
Council of Social Agencies, and has been 
active in YMCA and Community Chest 
work, He is also a member of the 


Canadian Institute of International Af- 
fairs. 

He has been a member of the Life 
Insurance Advertisers Association for 14 
years and was annual meeting chairman 
in 1947 when the association met in 
Quebec City, and was made a member 
of the executive committee in 1949, last 
year becoming vice president of the as- 


sociation. 
David W. Tibbott 
David W. Tibbott, director of adver- 
tising for New England Mutual Life, 
has a broad background in advertising 
and sales promotion. Graduate of Prince- 
ton University class of 1917, he served 





DAVID W. TIBBOTT 


in the Navy in World War I and prior 
to joining New England Mutual in 1939 
was sales promotion manager for the 
Boston Globe. He had been an account 





KENNETH K. WUNSCH 


executive in the Boston office of Batten, 
Barton, Durstine & Osborn, was New 
England advertising representative for 
Saturday Evening Post and had been 
vice president of Barta Press. 
Currently he is a director of the Asso- 
ciation of National Advertisers and the 
Advertising Club of Boston. He has 
served as chairman of the Newton School 
Committee, chairman public relations 
committee Newton Community Chest, 
chairman insurance committee the Bos- 
ton Jubilee 1950, president of the Prince- 
ton Alumni Association of New England. 
He has been an LAA member since 
1939; conducted Research Project on 
Public Relations, 1947; co-chairman Life 
Insurance Public Relations Forum, 1948; 





L. CAWTHORNE-PAGE 


secretary LAA 1949-50; chairman com- 
mittee on constitutional Revision, 1950; 
chairman annual meeting committee, 
1951. 

Royden C. Berger 


Royden C. Berger, CLU, director of 
advertising for Connecticut Mutual Life, 
is a graduate of Trinity College, Hart- 
ford, and has spent practically his en- 
tire business career with Connecticut 
Mutual. He joined the Publications De- 
partment, was later made editor of pub- 
lications and since 1946 has been director 
of advertising. He was secretary-treas- 
urer of the Hartford CLU Chapter dur- 
ing the period 1946-49. 

Mr. Berger is a charter member of 
LAA, was a member of the executive 
committee in 1938-39; chairman of the 
Eastern Round Table in 1938; member 





AL B. RICHARDSON 


of the education committee through 1941- 
46; and chairman 1950-51. 
Al B. Richardson 

Al B. Richardson, director of public 
relations for the Life Insurance Co. of 
Georgia, entered journée ilism after gradu- 
ating from Emory U niversity serving as 
reporter and later copy editor of the 
Atlanta Georgian. He was managing 
editor of a regional weekly newsmaga- 
zine before joining the Atlanta Bureau 
of the Associated rress where he served 
as an editor for six years. For a time 
during the war he was Eastern public 
relations representative of the Aeronau- 
tical Training Society, AAF-civilian pilot, 
training liaison organization. He was an 
account executive in an Atlanta adver- 


Exhibit Awards 


Winners of LAA Certificates 
of Excellence 


Class 1—Material to Motivate Agents 
Bankers Life of Nebraska, Great 
Southern, Monarch Life, Mutual Benefit, 
New England Mutual, New York. Life, 
and Postal Life of New York. 
Class 2—Sales Aids © 
American Mutual, American United, 
Colonial Life of America, Equitable Life 
Assur. Soc., John Hancock Mutual, Man- 
hattan Life, Metropolitan Life, Mutual 
Life of New York, Pan- American Life, 
Prudential, Standard Life of Indiana, 
Union Mutual. 
Class 3—Prestige and Goodwill 
Builders 
Life Insurance Co. of Georgia. 
Class 4—Recruiting Material 
Equitable Life of Iowa, Farm Bureau 
Life. 
Class 5—Direct Mail 
Mutual Benefit Life, Mutual 
New York. 
Class 6—Wall Calendars 
Connecticut Mutual Life, Home Bene- 
ficial Life, Travelers Insurance Co. 
Class 7—Greeting Cards 
No awards. 
Class 8—Annual Reports 
Connecticut Mutual, Fidelity Life 
Assoc., Fidelity Mutual, Great Southern 
Life, Liberty Life, New York Life, Pan- 
American Life, Penn Mutual. 
Class 9—Policyholder Material 
Imperial Life of Canada. 
Class 10—Brokerage Material 
Bankers Life of lowa, Columbian Na- 
tional, Continental, Assurance, Union 
Mutual Life, United States Life. 
Class 11—Field Publications Addressed 
o Agents 
Atlantic Life, Connecticut Mutual, Fi- 
delity Mutual, John Hancock Life, Life 
Ins. Co. of Georgia, Monarch Life, Pa- 
cific Mutual, Peninsular Life, Prudential, 
Union Central Life, Woodmen Central 
Life. 


Life of 


Class 12—Employe Relations 
Business Men’s Assur., General Ameri- 
can Life, Sun Life of Canada. 
Class 13—National Magazine Advertising 
John Hancock Mutual, Massachusetts 
Mutual, New England Mutual, Travelers. 
Class 14—Newspaper Advertising 
Continental Assurance Co., Liberty 
Life, Life & Casualty, London Life, Pru- 
dential, Shenandoah Life, Inc. 
Class 15—Insurance Journals 
Aetna Life, American United Life, 
Continental Assurance Co., Mutual Life 
of Canada, Occidental Life of Calif, 
Philadelphia Life, United States Life. 
Class 16—Public Relations 


Mutual Benefit Life, Northwestern 
National Life, Peninsular Life, Travelers. 





tising agency before joining Georgia Life. 

Mr. Richardson has served as president 
of the Atlanta Chapter of Sigma Delta 
Chi, professional journalism fraternity; 
was a member of the journalism advisory 
council and public relations council of 
Emory University. Currently he is a 
member the public relations committee 
of the Life Insurers Conference and of 
the public Information Committee of Life 
Insurance Agency Management Associa- 
tion. 

In LAA Mr. Richardson was Southern 
Round Table secretary in 1949; chair- 


(Continued on Page 19) 


Additional Reports on LAA Meeting 
on Pages 18 and 19. 
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Public Relations Talk 
To N. W. Mut. Employes 


H. J. JOHNSON MILWAUKEE VISIT 





Also, Tells Company’s Trustees Meeting 
of Public Relations Program 
of Institute 





Holgar J. Johnson, president, Institute 
of Life Insurance, had a busy day in 
Milwaukee, October 24. He addressed 
group meetings of home office employes 
of Northwestern Mutual Life in the 
morning to which Milwaukee general 
agents and life managers of a number 
of companies were also in attendance. 
At noon he had luncheon with home 
office officials and trustees of North- 
western Mutual Life and in the after- 
addressed the quarterly 


noon trustees 
meeting. At the latter he discussed the 
public relations program of the Insti- 


tute of Life Insurance, always conducted 
in behalf of the business. 

In commenting on public relations be- 
fore the employes Mr. Johnson said 
among other things: “Your own public 
relations activities constitute the meas- 
urement not only of how you are re- 
garded by those you interview, but they 
affect the business as a whole. Remem- 
ber, that public relations is an attitude 
of the mind and a desire to generate 
good will and make friends. The more 
good will you generate and the more 
friends you make the more valuable fac- 
tor you become to the entire insurance 
fraternity.” 

Commenting upon the life insurance 
companies’ payments to living Wiscon- 
sin policyholders, which reached $4,600,- 
000 last year, Mr. Johnson said that this 
was 57% of the year’s total life insur- 
ance payments to Wisconsin families. 
He said that more people own life in- 
surance policies than vote. This he at- 
tributed to the general American phil- 
osophy of providing for family survivors 
“as long as they live”; to the fact that 
the American worker makes enough to 
save and to the great American agency 
system in life insurance production which 
has been so successful in convincing the 
people that they should own adequate 
life insurance. 


Detroit Life Council Has 
Stuart Smith as Speaker 


The Detroit Life Insurance and Trust 
Council held its quarterly dinner meet- 
ing at the Detroit Yacht Club on Octo- 
ber 16 with the Council president, Lantz 
L. Mackey, officiating. 

Stuart F. Smith of Hartford, vice 
president of Connecticut General Life, 
was the principal speaker, his subject 
being “The Philosophy of Estate Plan- 
ning.” 

As his company’s leading 
from 1924 to 1933, Mr. Smith 
life membership in the Million Dollar 
Round Table. His appointment in 1934 
as manager of the Connecticut General’s 
Philadelphia office brought that 
agency into national prominence and led 
to his election as vice president and di- 
rector in 1947, 

E. Joseph Gryson, Detroit 
of the Connecticut General, 
Mr. Smith to a capacity 


producer 
attained 


soon 


manager 
presented 
audience. 


New Officers of Actuaries’ 
Club of Southwest Elected 


At the annual meeting of the Actu- 
aries’ Club of the Southwest, held in 
Dallas, these following officers were 


President, 
president and 
president, H. 


elected for the ensuing year: 
Lloyd K. Freidman, vice 
actuary, Girard Life; vice 
Raymond Strong, vice president and 
actuary, Combined American; secretary 
and treasurer, Thomas M. Mott vice 
president and Group actuary, Republic 
National Life; members of executive 
committee: J. D. Churchill, vice president 
and actuary, Universal Life and Acci- 


_ dent; and W. W. Wilson, Jr., vice presi- 
dent "and actuary, Atlas ‘Life. 


Massachusetts Mutual Life 
Group Representative Here 





Massa 


pointed 


Group representative in New York City 
at the company’s Group office at 500 
Fifth Avenue. 

Mr. Root has 18 years of sales expe- 
rience and has specialized in Group in- 
surance sales work since 1944. He is a 
native of Richmond, attended Short: 
ridge, N. J., High School and Indiana 
University, where he majored in business 
administration. 


Berkshire Names R. L. Leslie 


Underwriting Consultant 
Berkshire Life of Pittsfield, Mass., has 
appointed Robert L. Leslie advanced 
underwriting consultant for the field 
force. Mr. Leslie, until recently, was 
associated with the James B. O’Brien 
Agency, Albany, N. Y., as administrative 
vice president and a top leader in pro- 
duction. 

He is a veteran of World War I 
(Navy), was educated at Columbia Uni- 
versity and is a Chartered Life Under- 
writer. He entered the life insurance 
field with the Equitable of New York 
in 1931 after extensive experience in the 
investment security business with the 
National City Co. of New York as man- 
ager of the Albany, N. Y., and later the 
Chicago offices. 

Long active in the Albany association 
of Life Underwriters, Mr. Leslie served 
as president of the Life Underwriters & 
Trust Council of Eastern New York, 
which is composed of trust officers, at- 
torneys and life insurance men. 





RALPH C. ROOT, JR. 


Mutual Life has ap- 
Root, Jr. a district 


chusetts 
Ralph C. 











a series of advertisements outlining advantages enjoyed 
sé field underwriters of the Equitable Life of lowa 


EQUIPPED FOR 


SUCCESS 


I ield associates of the Equitable Life of 
A direct ‘mail 
system and a constructively developed range of pro- 


NUMBER THREE 


lowa are equipped for success. 


motional material provide effective pre-approach 
and prospecting assistance. Selling aids in the form 
of sales literature and proposal forms are available 
for point of sale use, while many and varied are the 
good-will and prestige-building iterns supplied for 
follow-up purposes. Of major importance among all 
Equitable of lowa sales aids is the KEY TO 
SECURITY service, a comprehensive programming 
plan of amazing effectiveness. 


Ho UITABLE 


Life Insurance Company 
OF 1OWA 


FOUNDED IN 1867 IN DES MOINES 














WANTED 


Ambitious life underwriter to assist 
General Agent in live wire agency, 
Opportunity of learning full agency 
management. Drawing account. 
Box 2053 
The Eastern Underwriter 


41 Maiden Lane, New York 38, N. Y. 











N. C. Deputy Goes With 
Reserve Life of Dallas 





WOFFORD F. HUMPHRIES 


Raleigh, N. C—Wofford F. Humphries, 
formerly chief Deputy Insurance Com- 
missioner of North Carolina, has joined 
the executive staff of Reserve Life of 
Dallas, as vice president. 

Mr. Humphries had been chief deputy 
of the North Carolina Insurance Depart- 
ment since 1942. A native of Asheville, 
he received his law degree from the 
University of North Carolina in 1934, 
He practiced law at Asheville for sev- 
eral years and in 1940 moved to Raleigh 
to become director of publications for 
the State Department. 

Reserve Life ranks among the first ten 
companies in the United States in vol- 
ume of accident, health and hospitaliza- 
tion premium income. The company op- 
erates in 38 states and the District of 
Columbia and has branch offices and 
agencies from coast to coast. The com- 
pany is also aggressively expanding its 
life department and now offers a full 
line of adult and juvenile policies through 
its general life agencies. Home office of 
the company is in Dallas, and there is a 
regional home office in Cincinnati. 


Mayer Angstreich Dead 

Mayer Angstreich, district manager of 
the metropolitan agency of the Macca- 
bees, 60 East Forty-second Street, New 
York City, which is in charge of George 
Shelley, director of the company’s East- 
ern division, died last week. For some 
years he had been one of the Macca- 
bees leading producers and on occasions 
having paid for more than $1,000,000 
annually. 

A native of Poland he came to this 
country when age 16 and he spent 47 
years of his life in the insurance busi- 
ness. He was president of Temple Lem- 
berger Schul in East Fourth Street and 
was an honorary member of several 
lodges, including a Masonic one. He is 
survived by a widow, three sons, 4 
daughter, a brother and three sisters. 





















1951 





las 





November 2, 1951 





5S ERAN TAP DEO WA 






a, Se 


THE EASTERN 
UNDERWRITER 














oo 


Letter From Wm. A. Poissant 


Dear Mr. Lounsbury: I have read with 
interest your article on “Deficit and 
Non-Deficit Government Spending” ap- 
pearing in The Eastern Underwriter 
Gold Book. 

Following the opening paragraphs, this 
rather astonishing statement appears: 

Even when limited to this basic 
concept, it is obvious that those who 
work for the Government actually 
produce nothing in the way of goods 
or services which people desire and 
are willing to purchase. 

Further on, these additional statements 
appear: 

Then, those who would otherwise be 
Government employes paid by our tax 
money would get no income unless 
they produced something. If they pro- 
duced just as much as they consumed, 
there would be more left for the rest 
of us. 
As an actuary of the Veterans Admin- 
istration engaged in the same business 
that you are I need added proof to con- 
vince me that my labors are economically 
unproductive and that I am a parasite 
on society living off the production of 
non-Government workers. Countless ex- 
amples abound of services performed by 
the Government which people desire and 
are willing to purchase. The very _ex- 
istence of these services at the Gov- 
ernment level is incontrovertible evi- 
dence that the people desire them, for 
otherwise the theory of representative 
government has no meaning. ; 

To mention but a few of these services 
which the Government renders consider 
the following examples: ; 

Postal services; Government insurance 
facilities; varied functions, such as re- 
search, performed by the Departments 
of Agriculture, Commerce, Labor, etc. 
Also, Social Security. 

I am certain that you would be the 
last one to say that the labor involved 
in these services is economically unpro- 
ductive and does not contribute to the 
sum total of human happiness and com- 
forts. Your statements on their very face 
are so patently untrue that I am at a 
loss to understand how they could pos- 
sibly be defended. — ; 

As a former private insurance em- 
ploye now doing pretty much the same 
















kind of work for the Government, I find 
it difficult to let your statements go 
unchallenged. I am sure that upon fur- 
ther reflection you will want to correct 
the erroneous impression created that 
all Government employes are parasitic 
consumers, economically speaking. The 
civilian employes of the Defense De- 
partment and the military personnel may 
perhaps be placed in that economic cate- 
gory, but the former are but a fraction 
of the total and the military are not gen- 
erally considered or included in the clas- 
sification of Government workers. 
WILLIAM A. POISSANT, 
Assistant Director, 
Actuarial Service. 





L. W. Bauerle, long time member of 
the Wichita Association of Insurance 
Agents and president of the Southwest 
Federal Savings and Loan, held open 
house celebrating his 35th anniversary 
in the business at Wichita, Kan. 





Gold Book Article Correspondence 


William A. Poissant, Assistant Director, Actuarial Service, 
Veterans Administration Resents Comments Made by 
Ralph R. Lounsbury, President, Bankers National Life; 
Copies of Letters They Exchanged 


In The Gold Book of Life Insurance Selling, which was part of The Eastern Under- 
writer edition of October 5, Ralph R. Lounsbury, president, Bankers National Life, 
wrote an article which carried the headline, “Deficit and Non-Deficit Government Spend- 
ing.” In it he offered some comments on Government employes which statements were 
resented by William A. Poissant, assistant director, actuarial service, Veterans Admin- 
istration who, after reading the article, wrote a letter on the subject to Mr. Lounsbury. 
Copies of the letters of Messrs. Poissant and Lounsbury are here published: 


Mr. Lounsbury’s Reply 


Dear Mr. Poissant: Thanks for your 
interesting letter with respect to my ar- 
ticle in The Gold Book. 

Just ahead of your first quotation, I 
would ask you to insert the second para- 
graph preceding your quotation in my 
article. That paragraph reads as follows: 
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When at its best, Government is lim- 
ited in function to the regulation of 
the citizens’ conduct toward one an- 
other and the protection of all its citi- 
zens from foreign assaults. 

If you will picture in your mind a gov- 
ernment whose functions are limited to 
the regulation of the citizens’ conduct 
toward one another and the protection 
of its citizens from foreign assaults, you 
ought not find any statement as aston- 
ishing as you say it is. While protection 
Irom toreign enemies might be neces- 
Sary, it certainly cannot be pictured as 
productive. When it is necessary for one 
able-bodied man out of ten or out of 100 
or out of 1,000 to devote his time to the 
warding off of enemy attack, it must be 
clear that he is not producing anything 
which either he or his fellow citizens can 
consume or enjoy. Human nature being 
what it is, however, there must be those 
who devote themselves to this type of 
activity, and they must be fed and 
clothed and housed and given some of 
the pleasures of life out of the produc- 
tive effort of the rest of us. 

The function of regulating each citi- 
zen’s conduct toward the other citizens 
is one we cannot do away witb- until 


every person understands what is meant 
by and is willing to live by The Golden 
Rule. It is quite obvious again, how- 
ever, that those people who are required 
to devote their time to the setting up of 
those proper regulations and enforcing 
thereof are diverted from truly produc- 
tive effort, and they, too, must be fed; 
clothed, and housed by those who are 
producing food or clothing or houses or 
the other types of services which people 
will voluntarily pay for. 

If our Government were limited to 
this basic concept, there would be no 
Veterans Administration and you would 
not be an actuary of the VA. I said in 
my article, and I believe it to be true, 
that practically everything Government 
does, beyond the two functions which I 
said would be the limit of Government 
when it was at its best, are involved in 
the enforcement of special privileges for 
some individuals or group of individuals. 
VA exists because Congress saw fit to 
give special privileges to veterans. The 
people who work for VA are busy either 
administering or enforcing those special 
privileges. 

It happens that in this nation practi- 
cally everybody wants special privileges 
for himself and his family, and little by 

(Continued on Page 6) 





Prudential Security Plans Sell Because They Serve 





A home for keeps. That’s what Howard Benton has guaranteed his family. 
Even if he should die tomorrow, his Prudential mortgage insurance plan would 


provide enough cash to cancel his home mortgage. 


at 85 


Benton has an $8,000 plan: ¢ $2,000 of Whole Life Paid-up 
@ And a 20 year Decreasing Term rider for $6,000 


(initial amount) 


At age 32, this plan costs him less than $21.00 quarterly. 


ay 

iH} 
Jim Sleight, Prudential man who sold this plan, says, “Give me Prudential’s 
Decreasing Term riders every time for closing mortgage insurance sales, They’re s 3 


flexible, low cost, and easy to sell.” 


Prudential’s Decreasing Term riders are available for 10, 15, 20, or 25-year_. 


periods. Ask your Prudential Agency for details. 


The above facts are based on an actual case, but of course true identities are not given. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 





WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 


CANADIAN HEAD OFFICE 
TORONTO, ONT. 
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Mutual Trust General Agents Meet 


The General Agents’ Association of 
Mutual Trust Life held their annual 
business meeting and election of officers 
recently in Chicago. The first day’s 
program included talks by Stuart Hecox, 
general agent at Detroit on the subject 
of “Recruiting”; Bernard Bergen, 
eral agent at 
“Brokerage Business” 


gen- 
Brooklyn on developing 
and Raymond Ol- 


writer must also be enthusiastic, the 
speaker said, and he must have imagina- 
tion and strength of character, or possi- 
bilities of developing his strength of 
character. If he lacks these major requi- 
sites, Mr. Hecox said, he cannot possibly 
hope for a successful career in life in- 
surance selling. 


Bernard Bergen Talk 


Mr. Bergen, who for the first nine 





Left to right—Bernard H. Dunlevy, Bernard Bergen, William N. Hesse, Harry D. 
Fagin, Harold Rapalee. 


son, Mutual Trust’s president, on “Yard- 
sticks for Measuring Agency 
ment.” 


Achieve- 
Guest speaker was Earl M. 
Schwemm, CLU, manager for 
West Life in Chicago. 

New Officers 


New officers of the General 


Great- 


Agents’ 
Association are Harry Fagin, CLU, De- 
Bernard Bergen, 


Bernard 


catur, president; 
Brooklyn, vice president and 
Dunlevy. Springfield, Mass., 
president. The combined office of secre- 
Harold 
This year’s board of di- 
Hecox, Detroit; 
Arthur Tiedemann, New York; M. O. 
Solberg, Eau Claire and Past President 
William Hesse, New York. The new ad- 
President 
Homann, 


second vice 


tary and treasurer is held by 
Rapalee, Elgin. 
rectors include Stuart 


visory committee consists of 
Fagin, William Hesse, Carl J. 
Madison, the association’s first president 
and Roy Pease, general agent in Iowa. 
Mr. Hecox emphasized the fact that 
in hiring men, the general agent must 
have a complete picture of the prospec- 
tive agent’s background and much of 
this, he pointed out, can be obtained 


from the man’s wife. A potential under- 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








months of this year, has been the lead- 
ing general agent for the company in 
volume, is of the belief that business 
from general insurance men can be ob- 
tained in other than the large metropoli- 
tan centers. His reasoning on that being 
that in the larger populated centers, the 
bidding for brokerage business is very 
active, whereas in the smaller communi- 
ties the competition is not so keen. 

Mr. Bergen recommends the training 
of small town brokers by placing at 
their disposal the educational facilities 
that are offered to the operators in 
larger cities. “As long as there are gen- 
eral insurance men_ throughout the 
United States who must provide fire and 
casualty protection to the industries and 
business all over the nation,” he con- 
tinued, “these men can be trained and 
equipped to do a more thorough protec- 
tive job for their assureds by helping 
to solve their life insurance problems.” 

The general insurance man, Mr. 
Bergen remarked, is the trusted repre- 
sentative of his property insurance 
clients and is the ideal person to recom- 
mend life insurance. Also the business 
from this source, he said. is of excellent 
quality, from the view of high average- 
size policy, as well as from the standard 
of average-size premium, average collec- 
tion frequency, persistency and mortal- 


$10 Monthly Income Disability 
50-Year Family Income Rider 
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Further emphasizing the potentialities 
in this field, Mr. Bergen called attention 
to the impressive volume of life insur- 
ance accounted for by the general insur- 
ance man, which he said, in some cases 
represents the majority of the total pro- 
duction of some of the large life insur- 
ance agencies in various cities through- 
out the nation. 

Mr. Olson, in his talk, touched on 
many highlights of the company’s prog- 
ress, its growth in the last ten years 
and its excellent financial position. He 
pointed out that agencies with high 
average size policies have a low lapse 
ratio, using the company average as a 
yardstick. ; 

Mr. Schwemm, addressing the after- 
noon session of the meeting, stressed the 
fact that the payoff in the life insurance 
business is not what you know about life 
insurance, but what you know about 
what affects people’s lives. The payoff 
in our business, he remarked, is the ca- 
pacity to interpret these outside influ- 
ences, economic conditions and trends. 
In evaluating the possibilities of a new 
man, Mr. Schwemm said that the first 
thing to ascertain is whether or not he 
is a salesman. If he is not a salesman, 
he said, training and education will not 
make him successful. 

The forum session was concluded by 
Carl Homann, general agent at Madison. 
In a talk on training the new man, he 
emphasized that continuous training is 
equally as important as basic training. 
He said that more men fail in the busi- 
ness because they are given the basic 
training without a follow-up, than for 
any other reason. “We must train them,” 
he said, “not only to know life insurance, 
but how to sell, when to sell and to 
whom to sell.” . 

C. E. Menor, Jr., vice president and 
secretary of the company, gave a brief 
talk on the company’s work simplifica- 
tion program on Charles H. Kiefer, 
agency secretary, expressed the com- 
pany’s anpreciation for the cooperation 
and loyal support of the General Agents 





ity. Association. 
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ACTUARIAL SUPERVISOR—wMale: For large Eastern pension consultant. Should have 


experience in Employe Benefit Plans (particularly pension plans). 


e salary expected in first letter. 
41 Maiden Lane, New York 38, N. Y. 


Replies kept confidential. 


Give all personal data and 
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Poissant-Lounsbury Letters 


(Continued from Page 5) 


the special privileges have been enacted 
into law, until today in the Federal, 
State, and local governments we have 
between three and four million people 
administering and enforcing these spe- 
cial privileges. The fact that they exist 
does not, in my opinion, justify their ex- 
istence, 

I am the beneficiary of a good many 
special privileges and I admit I enjoy 
them, but I am willing to question my 
right to them. Privilege by its definition 
means that someone enjoys benefits or 
advantages at the expense of somebody 
else. Unless you can justify this prin- 
ciple of discrimination, your belief in 
what VA is doing, or any other Govern- 
ment agency, must be pretty thoroughly 
shaken. Those who enjoy special privi- 
leges, such as the veterans or the farm- 
ers or organized labor (and a thousand 
others which you can add) are willing 
to have people devote their time to the 
administration or enforcement of these 
privileges, and those engaged in that 
work take out of the total production 
available for consumption a_ sufficient 
amount to keep them reasonably happy. 
I must repeat, however, that if it was 
not for these special privileges which 
have been set up, those who work at ad- 


ministering and enforcing them would be 
doing other work which would add to 
the total of goods and services available 


to everybody. 


There is much more which I could 
write you on this general subject, and if 
I would like, 
however, if you will, to ask that you give 
a little further thought to this concept 
which I have tried in a very inadequate 
way to set forth. Quite possibly, you will 
find that you are not in as violent ee 
thin 


you desire I will write it. 


agreement with me as you now 
you are. 














BARCLAY 
7-1070 
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Sales quotes 


» from “Provident Notes’... 





Shoemaker, Stick to Your Last! 


A motivating story—as related by Provident 
Mutual’s General Agent in Albany, Ernest H. 
Perkins, C.L.U. 


E continually advocate that business and profes- 
sional men stick to their work, make their money 
in the field for which they are trained and experienced, 
buy life insurance with their surplus earning power and 
let the professionals in the life insurance home offices 
worry about the investment. Occasionally we find a pro- 
fessional man who thinks he knows how to invest his 
surplus money better. We have such a case before us now. 
He was a most distinguished doctor in our territory. 
His practice and income were large. He had surplus 
money which he liked to invest with the hope of large 
profits, considering himself to be a benefactor to friends 
in need of temporary capital. In 1922, at age 49, one of 
our agents persuaded him to hedge on one of these invest- 
ments in a printing business by buying $25,000 of ordinary 
life. That was all he would take, although he could have 
afforded much more. 

The business had troubles continually. Our doctor 
devoted much time and money to it and in 1929 borrowed 
$1000 on his policy to raise more money. In 1932 he 
changed from yearly to quarterly premium payments. 
In 1939 when he was age 66 he borrowed $700 more. His 
earned income began to fall off, his investments dwindled 
and he has had difficulty earning enough money to pay 
his living expenses, premiums and interest. Since 1941, 
or since age 68, further loans have been made periodically 
to make up this needed difference. He has now borrowed 
more than $15,000 on his policy and at age 78 has used 
up all the cash value; his reserves both in and out of 
life insurance are gone; and his earning capacity is not 
enough to pay living costs, let alone premiums and 
interest. We are at the end of our ability to serve further. 

Over the past years I have tried to counsel with him, 
personally, by letter and through the agent. By the 
time he would listen to me, it was too late. He is at the 
end of his rope and there 
is nothing more we can 
do, except to remind ae 
others who are younger Provident oles © May wi 
where the pathway leads. 
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New Bldg. for United American Life 


Denver Company to Have Opening Ceremonies November 
8-9 and Public Opening November 9; Company 
Operates in Nine Western States 


CEO LIEN 


United American Life, Denver, Colo., 
will hold official grand opening cere- 
monies for its new home office building 
November 8 and 9. Holger J. Johnson, 
president, Institute of Life Insurance, 
will be the guest speaker at an informal 
banquet on November 8. This dinner 
will mark the official dedication of the 
company’s new $400,000 building. A pub- 
lic opening will be held all day, Novem- 
ber 9. 

United American Life was chartered 
as a Colorado company in 1936. Since 
this date, the legal reserve company has 
grown until it now covers nine western 
states including Colorado, Wyoming, 
New Mexico, South Dakota, Kansas, Ne- 
braska, Arizona, Washing ston and Ore- 
gon. 


The New Building 


Construction on the new home office 
building began in September, 1950. This 
September, the company’s office force 
moved into its new quarters—a realiza- 
tion of a goal set at the company’s 
founding in 1936. The building is four 
stories high, with basement; and it meas- 
ures 50 by 125 feet. There is a total of 
6,200 square feet of floor space on each 
flo. oT. 

Contemporary modern architecture is 
the motif of the building. The first story 
is faced with polished, red Minnesota 
granite, while the top three stories are 
faced with Indiana limestone. Entrance 
doors are modern tempered glass. Pri- 
vate offices are panneled with Philippine 
mahogany, and all fixtures are in the 
same wood. 

Unique louvers on the windows of the 
building have been patterned after mod- 
ern architecture in South America. The 
two feet wide, eight feet high vertical 
aluminum louvers can be adjusted for 
shading offices as the sun moves. 

Officers of the company are C. E. Lien, 
president; G. A. L’Estrange, vice presi- 
dent; Aksel Nielsen, vice president; 
George H. Gillen, vice president and 
medical director; Andrew Dyatt, secre- 
tary and treasurer. Carl A. Norgren is 
chairman of the board. 


LOMA FELLOWSHIP AWARD 

Harold A. Munson, senior underwriter 
for Guarantee Mutual Life, has received 
a Fellowship Award from the Life Office 
Management Association. He majored 
in the Selection of Risks. Mr. Munson 
has been associated with Guarantee 
Mutual Life for the past 22 years. 








G. A. 





L’ESTRANGE 





Launch Mass. Mutual Drive 


The fourth annual quota buster contest 
sponsored by the General Agents Asso- 
ciation of Massachusetts Mutual Life has 
been announced by Clarence W. Reuling, 
CLU, association president, co-general 
agent with Kenney E. Williamson at 
Peoria. The contest objective is $42,000,- 
000 written business, a daily average of 
$1,355,000 during the 31 days beginning 
November 5 and ending December 5. 
Only eligible submitted Ordinary busi- 
ness and annuities will count. Each 
agency is assigned a quota which is the 
same percentage of the contest objective 
as the agency’s production for the twelve 
months ended September 30, 1951, was 
of the company’s total sales. for the 
same period. 

As in previous contests, each agency is 
in competition with one other agency as 
to percentage of quota scored. All gen- 
eral agents have been requested to assign 
a quota to each agent. Agents who score 
at least 100% of their quotas in agencies 
producing 100% or more of their quotas 
will be guests at local victory dinners. 


SCRANTON ASS’N MEETING 
James Naro, Metropolitan Life, Scran- 
ton, Pa., spoke on “Prospecting,” at a 
membership meeting of the Scranton As- 
sociation of Life Underwriters recently. 
Charles J. Velon was chairman of the 
program and speaker’s committee. 











can buy FAMILY INCOME 


Also offered for the first time to Diabetics 


x One Year, 5 Year Non-Renewable, 10 and 15 Year Term 
* Half Rate Plans: Double Protection to 65 


*x Reduced Extras on Endowments 
* $75,000 Limit: Ages 20-60 


Branch Offices in the Following Cities 


Baltimore 
Chicago 
Cincinnati 
Cleveland 


Detroit 
Hartford 
Honolulu 
Lansing 


Los Angeles Portland 
Newark Saginaw 
Philadelphia San Francisco 
Pittsburgh Seattle 


Also licensed in the District of Columbia, Arizona and Idaho. 


YOUR OWN 








COMPANY FIRST... THEN 


THE 












MANUFACTURERS 
INSURANCE Bias COMPANY 













New Actuary Wisconsin N at’l 


RALPH P. WALKER 


Ralph P. Walker will join Wisconsin 
National Life as actuary November 15, 
filling the position vacated by Allen C 
Eastlack on October 1, 1950. Mr. Walker 
was graduated from University of Iowa 
in 1936, where he majored in actuarial 
science. Upon graduation he worked for 
the Metropolitan, his training there being 
in the mathematical, annual statement 
and analysis, valuation and IBM tabula- 
tion sections. In World War II he was 
three years with the U. S. Naval Re- 
serves. 

In 1947 he left Metropolitan to become 
assistant actuary of Illinois Bankers Life. 
His experience with that company 
covered every phase of the usual work 
performed by an actuary in both Life 
and Accident and Health operations. 

Allen Eastlack resigned on October 1 
to accept a position as head of the 
actuarial and underwriting departments 
of the Des Moines branch of the Bank- 
ers Security Life. 


TO HEAR DR. J. L. BRAKEFIELD 





Public Relations Director of Liberty Na- 
tional Life Will Address American 
Finance Conference 

How the restrictions of a semi-war 
economy will affect American business 
in 1952 will be discussed by Dr. J. L. 
Brakefield, public relations director, Lib- 
erty \National Life Insurance Co., Bir- 
mingham, Ala. at the 18th annual 
convention of the American Finance 
Conference, which will be held in the 
Palmer House, Chicago, in November. 
More than 800 representatives of inde- 
pendent automobile sales credit compa- 
nies from all parts of the country and 
Canada are expected to attend the two- 
day meeting, according to Byron S. 
Coon, president of the group. 

Dr. Brakefield will speak at one of 
the two luncheon sessions. At the other, 
Dr. William M. McGovern, professor 
of political science, Northwestern Uni- 
versity, Evanston, Ill, internationally 
known authority on Oriental affairs, will 
talk on the international problems, 
especially in relation to the spread of 
Communism in Asia. 


H. L. Hamilton Anniversary 


Harry Lee Hamilton, manager of the 
Louisville Agency of the Home Life of 
New York, celebrated his 15th anni- 
versary with the company on October 26. 
The occasion was observed by members 
of his agency and their wives at a sur- 
prise party during which Mr. Hamilton 
was presented his company’s 15-year pin. 

Mr. Hamilton began his life insurance 
career as a field underwriter in the 
Louisville Agency. In 1939, after making 
a fine record as a personal producer, he 
was made assistant manager of his 
agency and in 1945 he was named man- 
ager. 
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Metropolitan Life 
Has an Air Raid Test 


15,000 H. O. EMPLOYES ALERTED 





Quickly Evacuate Two Buildings; Di- 
rector Wallander, N. Y. Office, Civil 


Defense, an Observer 





A surprise air raid test for the Metro- 
politan Life’s 15,000 home office em- 
ployes was held on October 24. Present 
as observers were Arthur W. Wallander, 
director of New York Office of Civilian 
Defense, and members of his project 
committee for the city-wide surprise 
atomic bomb test to be held late in No- 
vember. 

Samuel Milligan, Metropolitan’s ad- 
ministrative vice president, who has ex- 
ecutive supervision of the company’s 
emergency defense program; Executive 
Vice President Frederic W. Ecker, 
Medical Director Earl C. Bonnett and 
William J. Barrett, secretary, and other 
company Officia!s took part in the test. 

The employes were alerted by a sys- 
tem of 384 alarm gongs located strategi- 
cally throughout the two home office 
buildings, which occupy the two city 
blocks from Twenty-third to Twenty- 
fifth Streets and Madison to Fourth 
Avenues. At the alarm employes were 
evacuated from their working quarters 
to designated shelter areas under the 
supervision of floor captains and emer- 
gency air raid wardens. 

Elapsed time for the removal of all 
employes to shelter areas was 35% bet- 
ter than in an earlier test held last June. 
Mr. Wallander commended the Metro- 
politan for the “fine and elaborate plan- 
ning” that went into the operation. 

The main floor of the Twenty-fourth 
and Twenty-fifth Street Building was 
taken over by the emergency medical 
services. A casualty aid station was set 
up under the direction of .Dr. Gilberto 
S. Pesquera, assitant medical director of 
the company. Several “incidents” oc- 
curred, the “victims” were given first 
aid treatment at the point of injury, and 
then were transported to the casualty aid 
station by teams of stretcher bearers. 

The emergency organization is directed 
from a central control station. This 
serves as a nerve center for maintaining 
communication throughout the two build- 
ings, and with the civilian defense zone 
headquarters. Direct-line telephones are 
maintained to all shelter areas as well as 
all building emergency services—the fire 
brigade, rescue and repair squads, elec- 
tricians, engineers, and elevator dis- 
patchers. 

Direct lines also are maintained for 
the emergency medical services to facili- 
tate the provision of medical treatment 
at any point in the two buildings. Dual 
telephone communication is provided, 

one system using the regular telephone 
company wires and the other an inde- 
pendent company system. In the event 
all power fails both systems can be oper- 
ated for several hours by means of bat- 
teries. 

In the event of electrical failure. emer- 
gency lighting will be provided in the 
public shelters and other strategic places 
by an emergency generator operated by 
a Diesel engine. 

The over-all defense program was de- 
veloped and is directed by an emergency 
committee consisting of Mr. Milligan, 
Dr. Bonnett, Mr. Barrett, Personnel 
Officer Herbert L. Rhoades, Robert L. 
Hays, building manager, and L. W. 
Stearns, committee secretary and coor- 
dinator. 


MURDOCH FERGUSON DEAD 
_ Murdoch Ferguson, special representa- 
tive of the North American Life in Tor- 
onto, Ont., died of a heart attack re- 
cently at his home. He had been asso- 
ciated with the Dominion Life Assurance 
for 20 years, serving as manager of some 
of its branches. In 1928, he was made 
supervisor of the Toronto branch of Do- 
minion Life and was appointed manager 
the next year. He became manager of 
the Bay Street branch of North Amer- 
ican Life in 1931 and was made special 
representative two years ago. 






























Administrative Vice President Samuel 
Milligan of Metropolitan Life demon- 
strating the escape hatch from the con- 
trol station, for use if bomb damage 
should obstruct the regular entrance. 
Standing next to the ladder is Arthur 
W. Wallander, civil defense director for 
New York City, and Executive Vice 
President Frederic W. Ecker. 


Jefferson Standard Change; 


Executive Committee Action 

Jefferson Standard Life announces that 
John W. Carson has been named as- 
sistant secretary; M. J. Jackson, former- 
ly assistant manager of the Mortgage 
Loan Department has been made asso- 
ciate manager and Marvin W. Wynne 
assistant manager. 

Mr. Carson became associated with the 
Jefferson Standard September 1, 1950 as 
medical secretary. Prior to that he had 
been associated with the Pilot Life for 
a number of years as secretary and chief 
underwriter. Mr. Jackson, former as- 
sistant manager of the Mortgage Loan 
Department, has been associated with 
the company’s Mortgage Loan Depart- 
ment since September, 1936. Prior to 
being transferred to the home office in 
December, 1948, Mr.. Wynne was for 
several years engaged in mortgage loan 
work in Los Angeles, and Houston. His 
association with Jefferson Standard dates 
from March, 1947. 

The meeting of the executive com- 
mittee followed a quarterly session of 
the board of directors, October 22, at 
which a regular dividend of 20 cents per 
share on capital stock was declared, pay- 
able October 31 to stockholders of record 
October 25. President Howard Holder- 
ness presided at the meeting and gave 
reports for various departments. 

The directors adopted a resolution ex- 
pressing appreciation for their service to 
H. P. and C. E. Leak, company officials 
who retired July 1. C. E. Leak was ex- 
ecutive vice president and H. P. Leak 
was vice president and treasurer of the 
company. 


JUDGE W. A. VINSON DEAD 





Former Chairman, American Life Con- 
vention’s Legal Section; His Firm 
Great Southern Life Counsel 

Judge William Ashton Vinson of 
Houston, Tex., well known in insurance 
law circles, died a few days ago. He was 
senior partner of an outstanding law 
firm in Houston—Vinson, Elkins and 
Weems, which firm was general counsel 
of Great Southern Life. In 1949 Judge 
Vinson was chairman of Legal Section, 
American Life Convention. 

Judge Vinson was born at White Oak, 
S. C., on December 22, 1874, and received 
his preparatory education at Austin 
College, getting his B.A. degree there in 
1896. His legal education was obtained 
by private study in a law office and he 
was admitted to the bar in Texas in 1898. 
He was a member of Houston Bar As- 
sociation, American Bar Association and 
State Bar of Texas. 








Yours for the Asking 


We representatives of Bankers National Life 
have at our disposal three interesting bulletins pre- 
pared especially for us by Samuel J. Foosaner 
of Newark, N. J., well-known tax counsel on busi- 
ness and personal life insurance. The subjects 


covered: 


l. GIFTS OF LIFE INSURANCE 
2. BUSINESS INSURANCE AND TAX SAVINGS 


3. WIFE INSURANCE AND THE MARITAL 
DEDUCTION 


We would be only too glad to send copies of 
these timely bulletins to all interested life under- 
writers. They are yours for the asking-—just write 


us at 


, ve 


NATIONAL LIFE 


Insurance Company, Montclair, N. J. 
RALPH R. LOUNSBURY, President 
W. J. SIEGER, V. P. & Supt. of Agencies 


LIFE e ACCIDENT e HEALTH ¢ HOSPITAL 
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New Type Housing for 
Older People a Reality 


TO BE LOCATED IN BOSTON AREA 





Outgrowth of Seminar Sponsored in 
April, 1950, by Massachusetts Life 
Insurance Companies 





The new type of housing for oldsters 
that Dr. Robert T. Monroe advocated at 
a seminar sponsored by Massachusetts 
life insurance companies in April, 1950, 
may soon become a reality in the Bos- 
ton area. 

Many of the features of this novel 
non-institutional housing project, spon- 
sored by the Commonwealth Housing 
Foundation, were forecast by Dr. Monroe 
in his speech “A New Medical Look at 
Old Age,” in the course of the seminar, 
“The Next Decade.” Life insurance lead- 
ers throughout the country came to 
Boston for the seminar, initiated by the 
ten Massachusetts life companies in co- 
operation with the Graduate School of 
3usiness Administration, Harvard Uni- 
versity. 


Site Not Chosen Yet 


Although the Commonwealth Housing 
Foundation, a charitable trust, has not 
yet chosen a site for the unique project, 
many of its plans have already been 
formulated. The project, which will pro- 
vide from 100 to 200 one-room or two- 
room dwelling units, will cost between 
$1.5 million and $2 million. 

The facilities are intended, according 
to Dr. Monroe, to “help old people re- 
gain the spirit of their prime.” Some of 
the features will be commons rooms for 
ordinary social activities, concerts and 
lectures; workshops where the oldsters 
may pursue hobbies or supplement their 
incomes; a physical recreation area with, 
perhz ADS, bowling alleys and game rooms; 
a cafeteria; an infirmary; and a shop- 
ping center right in the building where 
the tenant may purchase groceries, 
drugs, stationery, and so on. 

The project’s architects are also con- 
sidering a few touches just for the aged. 
For instance, they are debating the use 
of ramps instead of stairs, and the in- 
stallation of a system of safety signals 





PATMAN SENDS QUESTIONNAIRE 





Asks Companies Questions Relative to 
Changes in Programs of Investments 
Congressman Wright Patman (Texas) 

who is chairman of the subcommittee on 
General Credit Control and Debt Man- 
agement of the Joint Committee on Eco- 
nomic Report, Senator O’Mahoney, 
chairman, has sent to life insurance com- 
panies a questionnaire asking three gen- 
eral questions. Summarized they are: 

Describe the policy of your company with 

respect to changes in portfolio respecting United 
States Government, state and municipal bonds, 
corporate securities and mortgages from end of 
war until June, 1950. What are reasons for this 
policy? : 
_ If your policy has changed, evaluate roughly 
importance of changes in relative attractiveness 
as investment of the different classes of securi- 
ties. Changes with respect to mortgages as re- 
sult of Federal regulations. Moral suasion, direct 
or indirectly, by Federal Reserve System, in- 
cluding voluntary program. 

If the Treasury should engage in net bor- 
rowing during foreseeable future what classes 
of security do you believe should be offered to 
life insurance companies? 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 














for summoning help when necessary, 


states Dr. Munroe, who is head of the 
geriatrics clinic at Peter Bent Brigham 
Hospital, Boston. 

“We think we can provide rent low 
enough to be able to take care of a con- 
siderable proportion of the tenants on 
funds guaranteed by Old Age Assist- 
ance,” Dr. Monroe concluded. “But the 
majority of the apartments will be above 
that figure, and, frankly, we are look- 
ing for aging people who now pay higher 
rents in Boston and who are still inde- 
pendent by reason of working or of in- 
come from other than charitable 
sources.” 


Detroit Women’s Group 
Holds Opening Meeting 


The Women’s Group of the Detroit 
Life Underwriters Association held its 
first fall dinner meeting at the Stock- 
holm Ottober 23. Vera M. Beck of 
Dominion Life, Mrs. Erminie Gilray of 
C. A. Macauley & Associates and Mrs. 
Rena T. Kanter of National Life of 
Vermont, who attended the first annual 
Women’s Institute of Life Insurance 
Marketing at Purdue University, shared 
their experience in a panel discussion 
based on~the work they did at Purdue. 

Special guest was Gertrude Pomeroy 
of North American Life, who came from 
London, Ontario, to participate in the 
meeting. Miss Pomeroy had also at- 
tended the course at Purdue and was 
so impressed by the contacts she made 
during the two weeks’ Institute that she 
welcomed this opportunity to continue 


Wins F. H. Ecker Award 


The Passaic, N. J., district office of 
Metropolitan Life received the com- 
pany’s Frederick H. Ecker award for 
its leadership among nearly 800 Metro- 
politan district offices in the United 
States and Canada in the conduct of the 
business over the past five years. Pres- 
entation of the award was made at a 
dinner in the district office staff’s honor 
last week in the Rainbow Grill, Rocke- 
feller Plaza, New York City. 

The award, a plaque, is named for the 
Metropolitan’s 84-year-old honorary 
chairman, who started with the company 
68 years ago as a four-dollar-a-week 
office boy. 


Colonial Appoints Caprio 

Colonial Life has appointed Gerard 
Caprio general agent located at 503 Main 
Street, East Orange, N. J. He has been 
brokerage manager with one of the com- 
pany’s agencies and previously was with 
Prudential. 





her acquaintance with her three Detroit 
“classmates” and meet the rest of De- 
troit’s life insurance women. 

As an added feature of the program, 
Mrs. Matilda M. Wells, the group’s 
president, reported on the Los Angeles 
convention of the National Association 
of Life Underwriters, with special em- 
phasis on the Women’s Quarter Million 
Dollar Round Table and the Women’s 
luncheon meeting. 











service. 


associates, 





writers. 








is an indication on the part of career conscious under- 


writers to further the advancement of professionalized 


Among those receiving the award, at a recent meeting 
of the New York Chapter, was one of this agency’s 


WARREN KRETER 
Assistant to the General Agent 


We are particularly proud of Mr. Kreter’s achievement 


and know that he will continue to give his clients the high 


Congratulations to the New CLU's 


Each year about this time the Chartered Life Under- 
writer designation is awarded to candidates for having com- 
pleted the requirements for this coveted degree. The in- 


crease in the number of successful recipients of this award 





quality service that is typical of Chartered Life Under- 


WILLIS F. McMARTIN, General Agent 
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McDonald on Basic Rights 
Of Employes i in Cover Plans 


There is inadequacy in present day 
pension and retirement plans, but, on the 
other hand, facts should be realistically 
explained in making plain the basic rights 
of the employer in connection with em- 
ploye benefits and pension programs, Ed- 
win C. McDonald, vice president, Metro- 
politan Life, told members of St. Louis 
Insured Members Conference of the As- 
sociated Industries of Missouri in that 
city, October 23. In today’s labor- 
management relations pension trusts 
must be recognized as an integral part 
of the over-all insurance protective pro- 
gram for employes, he said. Among other 
things he discussed questions of how 
employers handle their Group life insur- 
ance program with respect to workers 
after retirement. He explained some of 
the consequences to the pensioner if 
such protection is cut off entirely, once 
he retires. 

Using some charts as a short-cut to 
bring out chief points he illustrated pen- 
sion and insurance programs of a large 
auto manufacturing company, a light and 
power company and an oil company op- 
erating in national field. Present day 
trends are towards a gradual tapering 
off of various insurance benefits to the 
pensioned persons to a floor that is satis- 
factory to a person after he goes off 
retirement pay. 

In connection with the question of 
continuation of Group protection to the 
pensioner he brought out that there is 
a sharp rise in benefit payments after 
age 65 as contrasted with those for a 
person of, say 30 years. 

Mr. McDonald stressed importance of 
educating employes so they should not 
regard their Group life insurance or 
other Group insurance plans as intended 
to eliminate their personal protection 
plans of a permanent character. He said 
employers should emphasize that Group 
protection is-solely to supplement their 
personal permanent plans of insurance. 


Joseph H. Krull Goes With 


Conn. Mutual in Chicago 
Joseph H. Krull, CLU, has been ap- 
pointed assistant general agent of the 
Robert E. Florian Agency for Connecticut 
Mutual Lifei in Chicago. He will assist, Mr. 
Florian in the recently announced con- 
solidation of two agencies for the com- 
pany there and in the further develop- 
ment of the agency’s activities. 

Mr. Krull comes to Connecticut Mutual 
from a post as assistant manager for The 
Prudential in Los Angeles. He first 
joined the Prudential in 1940 as an agent 
with the St. Louis Ordinary agency and 
was assistant manager there before his 
transfer to Los Angeles in 1949 to help in 
establishing a new agency. 

He is a graduate of St. Louis Uni- 
versity and the Life Insurance Market- 
ing Institute, Purdue University. He 
served in the Army during the last war. 

Mr. Krull will be associated with Mr. 
Florian at the agency headquarters, 39 
South LaSalle Street, Chicago. The Con- 
necticut Mutual has two additional gen- 
eral agencies in Chicago, one headed by 
Henry C. Hunken and another by James 
F, Ramsey. 
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Dr. Horan Discusses 
Health Risk Selection 


ADDRESSES A. & H. BUREAU 


Finds Paucity of Soyer on Subject; 
Says Underwriting Health Risks Is 
More Art Than Science 


Those who are concerned with the 
writing of health insurance are still 
pioneers, said Dr. J. C. Horan, associate 
medical director, Metropolitan Life, in 
his address before the Bureau of Acci- 
dent & Health Underwriters at Hot 
Springs, Va., October 29. Dr. Horan’s 
subject was “Medical Selection of Health 
Insurance Applicants With Adverse Per- 
sonal Histories or Physical Impair- 
ments.” 

“Health insurance, sickness insurance, 
temporary disability insurance, call it 
what you will, is basically a creature 
whose own condition of health depends 
on and derives from the economic climate 
in which it lives,’ Dr. Horan said. 
“Those of us, whose pioneering goes 
back far enough into the great de- 
pression, remember with a wry smile 
or the sense of utter panic, depending 
on our own temperament, the deluge 
of sickness or disability claims which 
inundated us and made it difficult to 
keep our heads above water in those 
days of unemployment. 

“With the rest of the nation the 
insurance industry rode out the storm 
and within the last decade has witnessed 
a renaissance in the popularity of health 
insurance because of the salutary change 
in economic climate. Since you met last, 
three of the larger life insurance com- 
panies have announced that they are 
entering or reentering this field. The 
demand for insuring the loss of earning 
power and the costs of medical care 
comes from the public itself. 

Need Is Obvious 

“The need for this type of insurance 
is obvious. The public with the largest 
national income ever achieved has the 
wherewithal to pay for it and various 
insurance companies, both casualty and 
life insurance companies, are willing and 
anxious, some of them aggressively so, to 
manufacture the product and give it 
wide distribution. So, those of us who 
are concerned with the processing of a 
health insurance application and the is- 
suance of a contract have to acquire the 
necessary skills as quickly as we can 
to practice conservative and, at the same 
time, expeditious medical selection in the 
underw riting.” 

Dr. Horan joined the Metropolitan 
Life a year after it entered the per- 
sonal accident and health business about 
30 years ago. He said that he began a 
search for textbooks and medical guides 
to act as a bridge between his knowl- 
edge of clinical medicine and that of 
health insurance underwriting and found 
there were no such written records of 
direction or experience. He said that 
through the years he has been struck 
by the paucity of informative liter ature, 
textbooks and medical guides and that in 
his own company, where there have been 
medical guide books for the underwrit- 
ing of life insurance for almost a quar- 
ter century, no accident and health guide 
for the investigation and selection of 
medical impairments have been reduced 
to printed form. 

The reason for this is obvious, he said, 
because in life insurance underwriting 
the experience can be codified and the 
extra mortality resulting from adverse 
personal history or a physical impair- 
ment can be given a numerical value 
of the actual mortality over the expected, 
whereas the assignment of a percentage 
rating based on substandard morbidity 
can never be as precise or in any way 
as absolute and this is, of course, the 
reason why so few attempts have been 
made to bring out a medical impairment 
underwriting guide. 

More Art Than Science 

Underwriting of health insurance risks 
has not been and never can be reduced 
to anything like a scientific technique, 

tr. Horan said, and like the profession 
of medicine itself it is more of an art 
than a science, Those underwriters who 





have had considerable experience in the 
medical selection of applicants for life 
insurance, he continued, will find, when 
they get into the health insurance field, 
an evident paradox. He listed a number 
of cases which are acceptable at standard 
rates for life insurance and may not 
have any health insurance at all, and 
others which are acceptable for accident 
insurance coverage which cannot be con- 
sidered for health insurance. 

“Medical selection of life insurance 
risks is something like a ship which has 
lain in the water for a long time with 
the inevitable encrustation of barnacles 
which accumulate over the years clinging 
to her hull,” he said. “We who have 


been ordered to man the more modern, 
faster and slicker Diesel motored vessel 
‘health insurance selection’ must try to 
avoid too much of the old contaminations 
because the two boats lay in adjacent 
berths.” 

In conclusion, Dr. Horan said: “In 
this field of underwriting health insur- 
ance, we are all still explorers no mat- 
ter how many previous voyages we have 
made. We are the pioneers who are 
opening up a vast new world. We are 
expected to be daring and courageous, 
but our patrons and backers also expect 
and deserve that we do not lose the ship 
and wreck the expedition on the reefs 
and hidden rocks which beset our path.” 


MAURICE H. STEARNS DEAD 

Maurice H. Stearns, general agent 
emeritus, John Hancock, Providence, 
R. I., and one of the leading insurance 
men in Rhode Island for many years, 
died last week. Mr. Stearns was a con- 
sistant attender at the annual meetings 
of the National Association of Life 
Underwriters until this year. 

A shilling spent idly by a fool, may 
be picked up by a wiser person—Benj. 
Franklin. 

If you put nothing into your purse, 
you can take nothing out—T hos. Fuller, 
Gnomologia. 








For Insuranee Brokers 


This “Sales Starters” kit is available to brokers to 
help in uncovering needs their clients may have for 
life insurance protection. You may secure a copy for 


your own use by contacting the nearest New England 


Mutual office. 


Some of the best visual sales pages published by the 


Company are included in the kit, as well as an assort- 
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ment of proven sales aids pin-pointing insurance needs. 
New England Mutual’s wide range of liberal and 
low-cost policy contracts is outstanding in the indus- 


try. And remember, any one of our 78 General Agencies 


(in large cities from coast to coast) will welcome the 


chance to help you on your estate analysis, business 


insurance and pension trust cases. 


The N EW ENGLAN D MUTUAL Life Insurance Company of Boston 
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Huber Agency’s Annual Forum Held 


Over 350 Members of Accounting, Trust and Legal Profes- 
sions Attend Ninth Annual Meeting of Mutual Benefit 
Agency; Lecture Panel Includes Prominent Personalities 


Industry-wide interest has centered on 
the public relations venture of the Solo- 
mon Huber Agency, Mutual Benefit Life, 
in conducting annual estate planning 
forums for members of the accounting, 
trust and legal professions. The ninth 
annual meeting was held on Monday 
of this week in the East and West 
ballrooms of the Hotel Commodore, New 
York and was built around Contractual 
Disposition Effective At Death of a 
3usiness Interest. 

The Huber Agency forums have done 
much to cement relations between life 
insurance men and the professions rep- 
resented at the meetings. Mutual Bene- 
fit Life impressed with the results of 
earlier forums, has under the guidance 
of Vice President Herbert G. Kenagy 
and Director of Advanced Underwrit- 
ing Services George B. Gordon, set up 
forums modelled 
The company 
with its 


a company system of 
after the Huber forum. 
under this plan cooperates 
interested general agents. 


Over 350 Attend 


The forum which began at 2:30 p.m. 
was followed by a banquet at 7:30 p.m., 
and was attended by over 350 members 
of the professions who come as agents 
of the Huber Associates. The lecture 
panel was headed by nationally known 
authorities who included Dean Laurence 
J. Ackerman, P. Philip Lacovara, Albert 
Mannheimer, Dr. Edwin H. White. Seat- 
ed on the dais as panel discussion lead- 


ers were William J. Casey, John J. 
Magovern, Jr., Henry Cassorte Smith, 
3ernard Speisman, David Stock, Wil- 


liam Clements Warren, Milton Young. 

Some questions of unusual importance 
to agents which were asked of the panel 
follow: 

Question: Assume that the stock- 
holders of a closely held corporation 
agree to have the corporation purchase 
insurance on the lives of the principal 
stockholders at the expense of the cor- 
poration, the proceeds of the policies 
to be apportioned among the surviving 
stockholders to provide them with funds 
for the purchase of the shares of de- 
ceased stockholders. Would the Bureau 
of Internal Revenue be able to impose 
estate tax on both the insurance and 
the value of the deceased stockholders’ 
stock ? 

Answer by Mr. Smith: It now seems 
clear that the courts would not permit 
the imposition of a tax on both the in- 
surance and the stock. See for example, 
the recent case of Estate of G. C. Ealy, 
para. 51,137, Printice Hall T.C. Memo. 
Dec. (1951). 

Question: Let us assume that members 
of a oa pd or the stockholders of 
a closely held corporation provide in the 
‘Buy and Sell Agreement” that the 
value of the stock shall be fixed pursuant 
to formula but the agreement fails to 
state that upon the retirement of a part- 


ner or the sale of the interest of a 
stockholder prior to death the partner 
or stockholder shall be obliged to sell 
his interest. to the other partners or 
stockholders. For Federal @state tax 
purposes would the “Buy and Sell Agree- 
ment” effectively fix the value of the 
partners’ or stockholders’ interest? 

Answer by Mr. Smith: In view of the 
failure of the agreement to require the 
partner or stockholder to offer his share 
at the formula price to the other part- 
ners or stockholders prior to his death 
it seems clear there is no binding fixa- 
tion of value for estate tax purposes. 
See Estate of James H. Matthews, 3 T.C 
525,528 (1944); Claire Giannini Hoffman, 
2 T.C. 1160 (1943), affd. 148 F. (2d) 285, 
cert. den., 326 U.S. 730. 

In response to a similar question, John 
Magovern referring to the recent case, 
May v. Commissioner, 97 F. Supp. 36, 
said that it focuses attention of a buy 
and sell or stock purchase agreement. 
The point at issue was the value of a 
stock interest for federal estate tax 
purposes. The United States District 


Court for the Western District of New 
York found that the fair market value 
of the stock interest was established by 
the terms of a stock purchase agreement 
which created an enforceable option to 
buy at a specific price even though the 
value so determined was “zero. 

The decedent and his son entered into 
a stock purchase agreement which pro- 
vided that neither party could sell his 
stock to an outsider without first offer- 
ing to sell to the other. Upon the death 
of either, the other party was to have 
the right to purchase all or any of the 
shares owned by the party first to die 
at a price of $100 per share. A further 
feature of this agreement was that in 
the event the son purchased his father’s 
interest the purchase price was to be 
reduced by a certain indebtedness of the 
father which the son had guaranteed. 

The court relied upon the precedent 
established by the cases of Wilson v. 
Bowers F 2d 682, and Lomb v. Sudgen 
82 F 2d 166, and expressed a reluctance 
to hold that these cases are outmoded 
and should be discarded as precedent. 

The significant element in all cases 
which have upheld the valuation estab- 
lished by agreement is a restriction upon 
sale during lifetime. In those cases 
where the valuation was not accepted, 
such as Hoffman v. Commissioner 2 TC 
1160 and Estate of James H. Matthews 
3 TC 525, the facts disclose no such 
restriction. 

“The philosophy behind an agreement 
should be appreciated, said Milton 
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Young in answering a question from 
the floor. 

“A stockholders’ restrictive agreement 
is designed, basically, to achieve secur- 
ity for the individual parties in several 
respects. 

The first desire is to limit the com- 
munity of stocksolders, in whole or jn 
part, to certain identifiable persons, 
This limitation may be important to the 
man who dreads a new period of ad- 
justment with persons unknown or, if 
known, undesirable. He has made his 
peace, such as it is, with his present 
associates. If one should die, he wishes 
to extend sympathy and an agreed por- 
tion of the net worth to the surviving 
family—but not an invitation to succeed 
the decedent as an active participant 
in the business. Nor is he happy at the 
thought of a fellow stockholder’s sale 
of his share to a stranger. Hence. 
provisions are made for restrictions and 
limitations upon lifetime dispositions as 
well as compulsory or optional acquisi- 
tions of stock upon death.” 

Paraphrasing Walter Davenport’s defi- 
nition of an editor, Mr. Huber said: 
“A client considering a Buy and Sell 
Agreement is a person who knows pre- 
cisely what he wants but isn’t quite 
sure.’ 


Responsibility of Professional Advisor 


In dwelling on the responsibility of 
the professional, he made this observa- 
tion: No one is completely free from 
conflicts. In general, the neurotic even 
with time on his side is not able to solve 
his particular conflict. He requires help 
to get well. How neurotic is our client 
because of his worries and ambitions? 
The difference in kind between a neu- 
rotic and a so-called normal person is 
practically non-existent—it is rather a 
matter of degree. We have our break- 
ing points; the neurotic has reach his, 
A given situation or condition can con- 
ceivably make of any normal person a 
neurotic. 

If psychotherapy aims to find the way 
back or raise, as a preventive the break- 
ing point to so high a level that it 
cannot be reached even under severe 
pressure or tension, then I submit that 
everyone of us is in a sense a psycho- 
therapist. We deal exclusively in the 
most wonderful of all commodities—emo- 
tional security. And emotional security 
to the business means, among other 
things, knowing not only where he is 
going but where his business is going— 
at his death. He needs help. His un- 
certainty in this respect—deep in his 
other self—creates tensions which re- 
quire sympathetic and skillful treatment 
above and beyond draftsmanship. Mr. 
Huber said, parenthetically, that emo- 
tional storms may also be one of the 
principal causes of heart failure. Anger 
or fear may cause the heart to speed up 
according to Dr. William Dock, famous 
heart specialist. 

Impact of Local Law 

The impact of local law in “buy and 
sell” was stressed by Dr. White who 
pointed up the problem facing partici- 
pants to a “survivorship” agreement. 
In taking up the subject of the validity 
and enforceability of partnership buy- 
and-sell agreements he said that it is im- 
portant to distinguish the regular type 
of agreement from the so-called sur- 
vivorship type of agreement, because 
the legal difficulties in this field have 


been brought about almost exclusively 
by the survivorship type. 
The regular type of  buy-and-sell 


agreement is couched in the language 
of purchase and sale. Under such an 
agreement each partner agrees that if 
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he is the first to die his estate will 
sell to the surviving partners his part- 
nership interest at the price and under 
the terms stipulated, and agrees that if 
he survives he will purchase his share 
of the interest of the deceased partner. 
Such an agreement contains a provision 
that upon the consummation of the pur- 
chase and sale, the personal representa- 
tive of the deceased partner will make 
whatever transfers are necessary to 
transfer all the deceased partner’s right, 
title and interest in the partnership to 
the surviving partners. This type of 
agreement has seldom been challenged 
and is unquestionably valid on funda- 
mental principles of contract law. 


Professional Partnership Purchase 
Agreements 


The audience was particularly inter- 
ested in Philip Lacovara’s analysis of 
professional partnership purchase agree- 
ments. The speaker said that life insur- 
ance is often the most economical means 
of implementing and effectuating the in- 
tention of the parties. It can be em- 
ployed in two distinct ways. Where con- 
tinuation of the decedent’s interest in the 
partnership earnings is undesirable, the 
amount can be estimated and the com- 
mensurate proceeds be made payable to 
the widow or other beneficiary of the 
decedent. Of course, the post mortem 
profits will be taxable in their entirety 
to the survivors. However, such profits 
will be retained by them and not shared 
with the estate. The tax advantage to 
the survivors under a purchase arrange- 
ment might be outweighed by the tax 
benefits to the widow receiving install- 
ment payments, these being tax free to 
her. Apart from tax considerations, this 
plan possesses the feature of not requir- 
ing disclosure of business matters to the 
widow, one of the standard advantages 
offered in support of buy-sell agree- 
ments generally. 


The second use of insurance pre- 
supposes the plan whereby the estate 
of the deceased partner continues to 
share in the after-death profits. Under 
this arrangement the insurance is taken 
out on each partner’s life in an amount 
calculated to reimburse the survivors 
for the amount of profits they will be 
obliged to pay to the estate. Thus, 
if a five-man partnership is expected to 
earn $50,000 a year, a sum calculated 
on the basis of recent history—discount- 
ed by the amount likely to be lost due to 
the partner’s death—and the agreement 
calls for three-years payments, there 
will be no obligation of $30,000 to be 
met. To this should be added a figure 
representing the value of the other items 
—capital assets, accounts receivable and 
unfinished business. 


The remaining significant question is 
the ownership of the policies. For the 
past decade it has been pretty generally 
accepted as Gospel that each partner 
should own and pay for the insurance 
on the other partners’ lives. While a 
major reason for this has been the es- 
tate tax advantage of excluding the 
proceeds from the insured decedent’s 
estate, an impelling motive has been 
the decision in Legallet, 41 B.T.A. 294, 
involving income tax. There, it will be 
recalled, two equal partners each applied 
for insurance on his own life payable to 
his wife. Each partner paid one-half 
of the premiums on the two policies. 
They agreed that the survivor could 
purchase the decedent’s interest and 
the proceeds payable to the widow would 
be applied toward the purchase price. 
Some time after his partner’s death, 
Legallet sold a portion of the merchan- 
dise and accounts receivable and reported 
the capital gain on a cost basis that in- 
cluded the amount of insurance proceeds 
paid to the partner’s widow. This the 
Commissioner refused to recognize and 
his action was sustained by the then 
Board of Tax Appeals. 


As a consequence of this decision, 
the use of the partnership as the pre- 
mium paying entity was practically aban- 
doned because the proceeds, not passing 
through the hands of the survivor cannot 


be included in his cost-basis. But it is 
submitted here that many of the argu- 
ments in favor of cross-ownership and 
against partnership ownershin have been 
over-emphasized and, in particular, they 
lose much of their cogency in the case 
of professional or other personal serv- 
ice partnerships where capital assets 
or inventory are relatively insignificant. 

The most forceful reason for the part- 
nership method is one of convenience 
and practicality. While there is no 
gainsaying that cross-ownership is the 
ideal design for the two- or three-man 
partnership, that method can become 
most involved and cumbersome in a 
multi-partnership such as a law or ac- 
counting firm is likely to be. Suppose, 
for example, that there are six members 
of the firm. That may mean a total of 
30 policies if each man must purchase 
insurance on the lives of the other five. 
A like number would need to be issued 
every time an increase in insurance 
was required. A reduction in the value 
of the partnership would necessitate 
dividing the policies, meaning perhaps 
that some of the policies would have to 
be retained as personal insurance. Fur- 
ther complications would arise with re- 
spect to the policies owned by the 
decedent on the other five lives; because 
of the income tax liability that might 
accrue on policies assigned to anyone 
other than the assured, assignments 
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would have to be made to the respective 
insureds and new policies issued to the 
surviving partners. While these difficul- 
ties are not stressed at the time the 
proposal is made, they will arise to 
plague the parties when the first change 
or death sets the plan in motion. Psy- 
chologically and public-relationswise, the 
results can be unhappy. 


Enters Virginia Field 

National Bankers Life of Dallas has 
been admitted to do business in Virgin‘a 
with M. C. Greenhill of San Antonio 
as state manager. A Richmond district 
office managed by J. W. Brister will be 
located with the state office at 701 Law 
Building. 














With 108 modern, saleable Adult and Juvenile Plans, Riders and 





Coverages the Berkshire Life line is bigger, better and more 


complete than ever before! 


Catalogued in our Merchandise Chart and Portfolio of Cover- 
ages you'll find such sales-producers as the “Progressive Security 
Plan” which is typical of the many attractive contracts in our 


‘better-than-ever’ line. 


PROGRESSIVE SECURITY PLAN 


Ultimate Age 1 — Ages of Issue 0 to 14 inclusive (Not available in New 
York State below Issue Age 5; however, Ultimate Age 5 — Return Premium 
is available Ages 0 to 4). 






































Five Times Monthly Income 
Basic Sum for Life 
$25,000. $125.00 
120 Months 
AS Certain 
AQ + 
Ae 
As J} EACH DOLLAR PUT IN PLAN 
iM YIELDS A RETURN 
Basic Sum “ + Sy \ ©) ako nO) a0) 
$5,000. - : 
AGE AGE AGE 
. Level Premium to Age 65 ew 
Illustration — Five units — based on Age 5 Male 
Annual Premium $266.75 
Guaranteed Cash Value at Age 65 $20,300.00 
Dividend* Accumulations at Age 65 12,454.25 
Total $32,754.25 
Total Premiums to Age 65 16,005.00 
Excess Over Cost $16,749.25 


©The dividends in this illustration are neither estimated nor guaranteed, but 
are computed on the same basis as the scale of dividends in effect on the 
date of this illustration (July 1, 1951 Basis). Similarly, the interest rate 
assumed is that currently allowed on such accumulations. 








Assistant Agency Manager 
For Home Life of New York 





EDWIN M. CHARLES 


Edwin M. Charles, CLU, has been ap- 
pointed assistant manager of agencies of 
Home Life of New York. Prior to his 
appointment, Mr. Charles was assistant 
manager of Home Life’s New York- 
Oshin Agency, the leading agency of the 
company. 

Mr. Charles began his life insurance 

career in 1946 as a field underwriter in 
the Oshin Agency. His production record 
immediately earned a place for him 
among Home Life leaders, and in 1948 
he finished among the company’s top 
15 producers. In 1949 Mr. Charles was 
appointed assistant manager of the Oshin 
Agency where he has been successful in 
attracting and training new producers. 
Despite increasing management responsi- 
bilities, he qualified for four consecutive 
Qualified Field Underwriters Confer- 
ences. 
_ Mr. Charles is active in several pro- 
fessional and fraternal associations. He 
is a Chartered Life Underwriter and has 
served as a member of the Board of 
Field Underwriters of the Life Under- 
writers Association of New York City. 
He is a charter member of the Stephen 
S. Wise Lodge of B’nai Brith and is 
presently serving as a trustee of this 
organization. He is also a member of 
the Fresh Meadows Civic Association. 


Before joining Home Life, he served 
in the U. S. Army as a Captain. He at- 
tended New York University and re- 
ceived his bachelor’s and master’s de- 
grees at the Brooklyn Law School. He is 
a member of the New York State Bar 
and practiced law for a year prior to 
entering the Army. 


LIBERTY LIFE TO BUILD 

Liberty Life of Greenville, S. C., has 
acquired a tract of land just outside the 
city limits on the Superhighway where 
it will erect a new home office to take 
care of personnel and operations now lo- 
cated in three buildings in downtown 
Greenville including the 11l-story Lib- 
erty Life Building on South Main 
Street. Service offices will continue to 
be maintained downtown, President 
Francis M. Hipp announced. 








November 2, 195] 





Worthington Sounds Out Business 
On Term, A.& H.and Other Topics 


At the recent meeting of the agency 
section, American Life Convention, meet- 
ing in Toronto, William P. Worthington, 
executive vice president, Home Life, told 
of a survey he had made in gathering 
opinions relative to a number of sub- 
jects of interest to the production execu- 
tives. All of them had to do with selling 
trends. 

The first question he had asked as 
“an inquiring reporter” was, “What do 
you think about the trend toward Term 


o” 


insurance in the past few years! 
Answers About Term Coverage 


In answering it a home office man, 
formerly a general agent, said: “The De- 
creasing Term Rider has increased the 
amount of Term sold by this company. 
The availability of such Term Riders 
has been good for the family man. How- 
ever, an insufficient amount of guidance 
and leadership of the agents has resulted 
in many Term Insurance sales to buy- 
ers with ability to pay for the additional 
savings feature of Ordinary Life and 
Long Term Endowment. It is an attitude 
of mind, a lack of belief in many agents 
that the prospect can afford the perma- 
nent plans.” 

Another home office man 
most dangerous trend in my estimation 
is towards the very long term Term 
plans. To base insurance programs over 
long periods of years on a Term basis 
does not comply with the facts of the 
economic life of most individuals. Most 
men go through a number of acute 
financial periods and if Term is the basic 
program Term will disappear and there 
won't be a program. 

Manager of a large and_ successful 
agency said: “In many instances the 
only way in which the amount of insur- 
ance called for by the program is met 
is through a policy with a substantial 
amount of decreasing Term. Because of 


said: “The 


the desire of companies, agencies and 
agents to make records there is a 
tendency to write a large volume of 





Term insurance. This is especially true 
when an agent is attempting to qualify 
for the Million Dollar Round Table or 
for a company convention.” 


Companies Called Responsible 


A vice president: “I think the com- 
panies themselves are responsible for the 
sharp increase in Term insurance which 
took place at the time the new CSO 
rates were announced. Normally, a price 
change of that kind which makes a certain 
class of policies look attractive might 
spurt the sales for a short period of 
time, but that they should drift back 
within a year to a normal pattern.” 

A successful general agent, formerly 
an agent and a home office agency man. 
“There seems to be a race on between 
th companies as to who can offer the 
most Term coverage for the least pre- 
mium, This is extremely hazardous to 
the entire fabric of life insurance dis- 
tribution, and it will not be counteracted 
until every segment of the _ business 
comes to understand just what danger is 
involved.” 


Trend Toward A. & H. 


Another question about which Mr. 
Worthington obtained views was whether 
there is a trend toward Accident and 
Health business and what effect it is 
likely to have? 

An agency vice president whose com- 
pany does not write A. and H. said: 
“IT am rendering a rather 


strong per- 


sonal opinion in the concern over life 
insurance salesmen doing very much in 
the A. and H. field. In the long run 
I think it would lower their professional 
standing, change their psychology of sell- 
ing and service and, perhaps, ultimately 
land them into the general insurance 
business.” 

A manager whose company has gone 
into the business in the last year gave 
these opinions: “One of the principal 
disadvantages is that it will cause agents 
to start writing other lines. They will 
find they can obtain ee income 
through writing A. and H. What is to 
prevent them from increasing their in- 
come further by writing fire, automobile 
and other forms of c asualty coverage 

“Life insurance is in itself a sufficiently 
big job to require all the ability and 
energy of an agent, and will require 
all the study he can take to improve his 
efficiency in it. This spread of activities 
to other, even though related, fields will 
tend to take something away from his 
development in the specialized field of 
field underwriting.” 

A successful general agent whose com- 
pany is not in the business: “I have 
never been in favor of a life underwriter 
using A. and H. as a major sales tool. 
I believe that non-cancellable disability 
insurance is a necessary part of an over- 


all individual program, and, if handled 
in this way by the agent, provides a 
better service to his client as well as a 


small addition to his own income. 

“T have an idea that some companies 
which have lately entered A. and H. 
field have this same concept, but I am 
not sure that they can control the field 


activities of their agents to the extent 
that a balanced effort will result. Many 
agents will find that they are better 


adapted to the ‘one-shot’ selling methods 
involved in placing A. and H. and _ will 
divert their major energies in this direc- 
tion to the detriment of their life pro- 
duction.” 
Backlog of Assured Income 

\n agency vice president whose com- 
pany has been in the business for some 
time: “I think it is perfectly sound for 

life underwriter to handle A. and H. 














So U nd financing plans 


aid new Reliance representatives while 
they launch successful careers. 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 














insurance on a proper basis. The effect 
upon ‘the people who do the selling’ will 
be to add substantially to their renewal 
account and give them a backlog of 
assured income which will be of some 
importance to them in the years to 
come, and particularly in their old age.” 

A home office man whose company has 
entered the field within the past year: 
“T am delighted to see so many com- 
panies entering this field. I believe it is 
a necessity for the life insurance industry 
to do all it can to protect the free en- 
terprise system. The sale of contracts 
that will protect the earned income and 
indemnify against the tremendous costs 
of illnesses and hospitalization is es- 
sential. It seems apparent that there is 
a decided trend here which needs guid- 
ance and leadership if it is to be done 
on a sound basis for both those who buy 
and those who sell.” 

Other questions which were asked by 
Mr. Worthington and answers given 
which he read had to do with mass sell- 
ing, institutional training, managerial 
training and the increase of Ordinary 
business through brokerage sources. 
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sence 


Arthur Hays Sulzberger, president and 
publisher of the New York Times since 
age death of Adolph Ochs, will be a 
speaker at the annual meeting of Life 
Insurance Association of America next 
month. 

The New York Tiles: generally re- 

garded in journalism as the ‘Wipes 
daily newspaper of the world, a cen- 
tury old. Several books have “ton print- 
ed in connection with this centenary, 
the best being the history of the paper 
written by Meyer Berger, one of the 
star reporters of the Times and a 
Pulitzer Prize winner. It is a fascinat- 
ing volume. 

Among other things Berger tells the 
“city room” behind-the-scenes stories 
of the great newspaper beats which the 
Times has had, beginning with the pub- 
lication of the city’s expenditures during 
the reign of “ ” Tweed, which re- 
sulted in his overthrow and imprison- 
ment, and including the paper’s exclusive 
tie-ups with Lindbergh, Admiral Peary, 


30s 


Byrd and other aviators and explorers, 
and the extraordinary atomic bomb re- 
porting of William L. Laurence, the 
chief science reporter of New York 
Times who was chosen by the War 
Department to write the story of atomic 
energy’s development into the bombs 
which were dropped on two Japanese 
cities, bringing about the termination of 
the war with Japan which began after 
Pearl Harbor. 
The marriage is announced of Mrs. 
John W. Thomsen and Charles Martin 
Dunnicliff, the ceremony having taken 
place in Tia Juana, Mexico. Mrs. Thom- 
sen was the widow of the late vice presi- 
dent and actuary of North American Re- 
assurance Co. of New York. She had an 





unusually large acquaintance with life 
insurance executives. Mr. and Mrs. 
Dunnicliff are residing at 1745 East 


Ocean Boulevard, Long Beach, Cal. 


Uncle Francis. 


Director of Group Sales 
For United States Life 





STOUGHTON 


JASON E. 


United States Life has appointed Jason 
E. Stoughton as new director of Group 
sales and service. 

A native of Canajoharie, N. Y., Mr. 
Stoughton attended Ohio Wesleyan Uni- 
and later took courses at Uni- 


versity 

versity. He taught for two years at 
the Da'e Carnegie School of Human 
Relations, Detroit, and after several 


years with the Beech-Nut Packing Co., 
he entered the insurance business in 
1940 as district Group manager for Con- 
necticut General in Baltimore. 

After three years’ service in Army 
Intelligence, during which he attained 
the rank of major, Mr. Stoughton was 
associated with two large life companies 
as district Group manager in the Balti- 
more area, and most recently has been 
acting as ‘regional supervisor of Group 
sales and service in State Mutual’s New 
York territory. 
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LIFE AND QUALIFYING MEMBERS 


DANIEL AUSLANDER, CLU, New York City 
MEYER L. BALSER, Atlanta, Ga. 

NATHAN S. BIENSTOCK, Jackson Heights, N. Y. 
JOHN E. BROMLEY, CLU, Battle Creek, Mich. 
JOHN E. CLAYTON, Short Hills, N. J. 

RUSSELL W. DOZIER, CLU, Oklahoma City, Okla. 
DICK EVANS, Pasadena, Calif. 


LEOPOLD V. FREUDBERG, CLU, Washington, D. C. 


GEORGE M. GALT, Pittsfield, Mass. 

HENRY W. HAYS, CLU, Rochester, N. Y. 

ROYSE W. JACKSON, Grosse Pointe, Mich. 

E. LEIGH JONES, CLU, Huntington Woods, Mich. 
RICHARD J. KATZ, Rochester, N. Y. 

CHARLES G. KEEHNER, Berkeley, Calif. 
DONALD K. KISSINGER, CLU, Decatur, II. 
MORRIS LANDWIRTH, CLU, Peoria, Ill. 

RALPH E. LOEWENBERG, New York City 
DAVID MARX, JR., Atlanta, Ga. 

ALBERT M. PALMER, Coral Gables, Fla. 
CLARENCE E. PEJEAU, CLU, Rocky River, Ohio 
C. LAMONT POST, CLU, New York City 
HAROLD L. REGENSTEIN, Bedford Village, N. Y. 
JOHN M. RUSSON, Los Angeles, Calif. 

CHARLES H. SCHAAFF, CLU, Longmeadow, Mass. 
LAWRENCE E. SIMON, New York City 

WAYNE M. TROSTLE, Cleveland, Ohio 


LIFE MEMBERS 


JOSEPH J. COBURN, Grosse Pointe, Mich. 
R. U. DARBY, Middletown, Md. 





MILLION DOLLAR ROUND TABLE 
REPRESENTATIVES 





LIFE MEMBERS, Continued 


HARRY I. DAVIS, Atlanta, Ga. 

HENRY G. MOSLER, Los Angeles, Calif. 

A. JACK NUSSBAUM, Milwaukee, Wis. 

NED G. PATRICK, CLU, Omaha, Neb. 
RODERICK PIRNIE, Barrington, R. I. 

ROBERT K. POWERS, CLU, Spokane, Wash. 
GEO. PAUL ROBERTS, Elizabeth, W. Va. 
GEORGE H. SCHUMACHER, Shaker Heights, Ohio 
MAX SLATER, Chestnut Hill, Mass. 

CALEB R. SMITH, Ft. Lauderdale, Fla. 

JAMES H. SMITH, JR., Pacific Palisades, Calif. 
BARRY B. STEPHENS, La Canada, Calif. 
ALFRED D. WHITAKER, East Providence, R. I. 
HARRY R. VAN CLEVE, CLU, Glendale, Calif. 

J. HAWLEY WILSON, CLU, Oklahoma City, Okla. 


QUALIFYING MEMBERS 


GEORGE F. BRYON, Roslyn Estates, N. Y. 
CHARLES C. CLARE, New Haven, Conn. 
CHARLES A. CLEMENTSON, JR., Winter Park, Fla. 
TRACY E. DAVIS, Columbus, Ga. 

THEO. M. GREEN, CLU, Oklahoma City, Okla. 
BENJAMIN F. HEALD, Cincinnati, Ohio 
NATHAN KARNIBAD, Savannah, Ga. 

C. HARRISON MEYER, New York City 
MAURICE T. PAINE, Northfield, Ill. 

ANGUS B. ROSBOROUGH, CLU, Jacksonville, Fla. 
ROBERT M. SAVILLE, Plainfield, N. J. 

JOHN W. STEPHENS, JR., Savannah, Ga. 


(Cities of residence given above) 


_Jasiachusel Matual 
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Owned by its policyholders — operated for them 
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Hancock Makes Arnold 
A General Agent in N. Y. 


EFFECTIVE ON DECEMBER 1 





Three General Agencies of Company 
Here; New Appointee Prominent 
in Harrisburg, Pa. 





A third general agency in New York 
City will be opened by the John Hancock 
with William A. Arnold as general agent, 
the appointment becoming effective De- 





WILLIAM A. ARNOLD 


cember 1, 1951. With establishment of 
this new agency (the address of which 
will be announced later) the John Han- 
cock will be represented by three gen- 
eral agencies in the New York City 
area. The other two are Allen and Pratt, 
225 Broadway; and M. L. Camps, at 110 
East Forty-second Street. 

Since 1938, except for two years in 
the Navy during World War II, Mr. 
Arnold has been general agent of Penn 
Mutual in Harrisburg, Pa. He began his 
career in life insurance with the then 
Holgar J. Johnson agency of the Penn 
Mutual in Pittsburgh. After being an 
agent, supervisor, manager of training 
and assistant to the general agent there 
he was appointed general agent in 
Harrisburg. 

Wide Range of Activities 

Mr. Arnold is past president of Harris- 
burg General Agents and Managers As- 
sociation: past president of Harrisburg 
Life Underwriters Association; and at 
present is a director of the newly formed 
General Agents and Managers Confer- 
ence of the NALU. He is a member of 
the Research Agencies Committee of 
Life Insurance Agency Management As- 
sociation and director of Pennsylvania 
State Association of Life Underwriters. 

In civic life in Harrisburg Mr. Arnold 
is immediate past president of Harris- 
burg Chamber of Commerce and has 
just completed a term as chairman of 
Harrisburg chapter, American Red Cross. 

Prior to World War II Mr. Arnold 
was Pennsylvania vice president of Navy 
League of the United States. In the war 
he was a lieutenant in U. S. Naval Re- 
serve and for two years was head of the 
Supply and Equipment Division, Execu- 
tive Office of the Secretary of the Navy. 


Roanoke District Change 

Metropolitan Life has named Peter 
Anselmo of Arlington, Va., as manager 
of its Roanoke district office succeeding 
Grover Clay who has been transferred 
to Norfolk. 
TO MEET IN HOLLYWOOD, FLA. 

The General Agents Association of 
Massachusetts Mutual Life will hold its 
next annual conference in Hollywood 
Beach Hotel, Hollywood, Fla., March 
17-19, 1952. About 185 are expected, in- 
cluding some company officers. 





R. E. Smith Appointed Sales Supervisor Kelley-Baum Agency 





SMITH 


ROBERT E. 


The appointment of Robert E. Smith, 
a veteran life insurance man, as sales 
supervisor has been announced by the 
Kelley-Baum Agency, Detroit, Manhattan 
Life. He entered the life insurance busi- 


ness in 1919 as a field representative of 
the Home Life in New York. Seven 
years later he joined the Union Central 
Life as an agent there, and in 1934 be- 
came supervisor for the Metropolitan 
Life. 

Born and educated in New York City, 
Mr. Smith completed life insurance 
courses at New York University and 
courses in fiduciary and corporation law 
at Columbia University. 


Ohio State Life’s Gains 


The best first-nine-months business 
in the history of Ohio State Life was 
reported by Claris Adams, presi@ent of 
the company, at the quarterly meeting of 
the board of directors, last week. New 
paid-for production for the first nine 
months of the year amounted to $20,- 
060,000, which was a gain of more than 
20% over the same period a year ago. 
The gain in insurance in forcevin this 
period was more than 40%. 

As of September 30, the company’s in- 
surance in force amounted to $229,970,020. 
Admitted assets totaled $58,629,255 and 
capital structure, consisting of capital, 
surplus and voluntary contingency funds, 
amounted to $6,083,504. Insurance in 
force gained $10,067,363, assets $3,145,426 
and the total surplus and contingency 
funds $569,581. 








U.S. LIFE... 
A Better Life to Live! 


Everyone, by his daily personal conduct, can help 






to fight the contemptible prejudices — earnestly 


cultivated by Communists — which seek to divide 


America into groups of Protestants and Catholics, 


Christians and Jews, foreigners and natives, work- 


ers and capitalists. 


Let’s actively remember that we are American 


people ... and this 


is no place for so many kinds 


of people to live unless we share the common pur- 


pose of keeping U.S. Life... A Better Life to Live! 


xk *& 


Insurance of family security, and of earning capacity 


during working years, is a duty of the great body of 


American insurance agents. Agents of United States Life 


have an exceptionally complete schedule of policies for 


truly and fully protective coverage. 


The 


84 WILLIAM STREET 
NEW YORK 38, N. Y. 


United States Life 
INSURANCE COMPANY 3 
IN THE CITY of NEW YORK 




















Demand for Defense 
Loans Running High 


EDMUND FITZGERALD REPORTS 





Northwestern Mutual President in Re- 
port Says New Business for 9 
Months Was $312,255,498 





Heavy investments in mortgage loans 
have characterized the investment actiyi- 
ties of Northwestern Mutual Life in 
the first nine months of 1951, according 
to the quarterly report made by Presj- 
dent Edmund Fitzgerald to the board of 
trustees meeting at the home office in 
Milwaukee. 

“New mortgages of $127 million re- 
sulted in a net increase of $97 million 
in this account,” Mr. Fitzgerald said. 
“The total holdings of $551 million 
represent a new peak in mortgage loans 
for the company. Recently the rate of 
acquisition of new loans has been drop- 
ping in conformity with the decline in 
housing starts. 

“Demands for loans for defense indus- 
tries are high and the rates obtainable 
on such investments are improving,” Mr, 
Fitzgerald added. “Loans for increased 
production of steel, aluminum, lumber, oil 
and chemicals are included in the North- 
western Mutual’s recent investments.” 

Financial Operations 

Total assets as of September 30 were 
$2,660,794,000. The investment portfolio 
of the company includes bonds of $1,- 
900,014,560; preferred stocks, $46,562,296; 
mortgage loans, $551,167,730; real estate 
investments, farms, land contracts and 
home office property, $45,215,653; policy 
loans, $81,906,437, and among other items 
cash of $18,505,621. 

Income of Northwestern Mutual dur- 
ing the first three quarters this year 
was $283,325,884 and consisted principally 
of $171,007,622 in premiums, and $64,761,- 
800 in interest and other earnings on in- 
vestments. 

Disbursements were $173,656,198 and 
included, among other items, taxes of 
$5,752,585; dividends to policyholders of 
$27,851,885, and death benefits of $50,- 
954,578 paid on 11,564 policies. All pay- 
ments made to policyholders and bene- 
ficiaries amounted to $110,689,541. An 
additional $31,921,889 was distributed, 
taken from funds left with the company 
to be paid out under income plans of 
settlement. 

New Business Report 

Insurance sales during the first nine 
months this year were $312,255,498, which 
were above those of a normal level in 
1949, but were under the upsurge noted 
last year following the outbreak of the 
war in Korea. 

National sales leaders among the com- 
pany’s 89 general agencies for the year 
to date are: Charles R. Eckert, Detroit; 
Jamison & Phelps, Chicago; J. Lowell 
Craig, Milwaukee; John R. Mage, Los 
Angeles; B. J. Stumm, Aurora, IIl.; A. C. 
F. Finkbiner, Philadelphia; P. T. Allen, 
Buffalo; Krueger & Davidson, New York 
City; Marue A. Carroll, Oshkosh, Wis., 
and Frank R. Horner, Madison, Wis. 

Total insurance in force reached $6,- 
497,239,000 on 1,433,362 policies as of 
September 30. 


W. A. Johnston Appointment 

The Great-West Life Assurance Com- 
pany has announced the appointment 
of W. Arthur Johnston as a supervisor in 
the company’s Winnipeg Branch. A grad- 
uate of the University of Manitoba, Mr. 
Johnston has been with the Great-West 
Life since 1935, except for a period of 
four years as a Lieutenant in the Royal 
Canadian Navy. In 1945 he was named 
educational supervisor at the company’s 
head office, a position which he held un- 
til early in 1950 when he became a field 
representative in the Winnipeg Branch. 


NEW CLU’S HONORED 
At a luncheon given in their honor 
by officials of the Philadelphia Life, Mil- 
ton Cohen, Teaneck, N. J., and Donald 
Murdoch, Harrisburg, Pa., field represen- 
tatives of the company were presented 
with their CLU keys in recognition of 

their newly attained CLU status. 
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Middle Atlantic Club 

Of Actuaries Meets 
G. E. IMMERWAHR NEW PRES. 
D. C. Bronson Vice President; Helen 


R. Gibson Secretary-Treasurer; 
Several Speakers Heard 


At the fall meeting of the Middle 
Atlantic Actuarial Club in Richmond, 
on October 19, George E. Immerwahr, 
actuary of Monumental Life of Balti- 
more was elected president for the com- 





Udel Bros. 
GEORGE E. IMMERWAHR 


ing year. Also elected were Dorrance 
C. Bronson, actuary of the Wyatt Co., 
vice president, and Helen R. Gibson of 
Monumental Life, secretary and treas- 
urer. Three new members were ad- 
mitted: Kenneth P. Hinsdale of Jeffer- 
son Standard, Robert W. Potts, life 
actuary of the North Carolina Insur- 
ance Department, and Norman V. Swen- 
son, assistant actuary of that department. 

Maurice H. LeVita, actuary of the 
Maryland Insurance Department, spoke 
on “Problems Arising for a Life Com- 
pany Entering the Accident and Health 
Field.” Mr. LeVita discussed surplus 
investment, manpower shortage, under- 
writing policy, and claim administra- 
tion. In connection with policy forms 
he decried ‘Rideritis’ which is the prac- 
tice of some companies in issuing riders 
which modify riders which modify other 
riders, etc. He believes there is need 
for standardization of Accident and 
Health contracts into a limited number 
of principle forms and endorsements. 

Following a club custom, the outgoing 
president, Thomas P. Bowles, Jr. of 
Bowles, Andrews, and Towne, gave a 
talk on “The Actuary and his Attitude 
Toward His Job.” Mr. Immerwahr gave 
a paper on “Miscellaneous Questions on 
the New Convention Annual Statement,” 
and Arthur B. Ambler, Jr., associate 
actuary of Acacia Mutual, presented a 
report on the recent Toronto meeting 
of the Society of Actuaries. 

The last topic on the agenda was a 
symposium on “Work-Saving Proce- 
dures Recently Adopted.” Representa- 
tives of the Baltimore Life, Acacia Mu- 
tual, Pilot Life and Jefferson Standard 
took part. 

After the formal program, members 
were conducted on a tour of the beauti- 
ful new home office building of Home 
seneficial Life in whose auditorium the 
meeting was held. A_ cocktail hour 
and dinner at the William Byrd Ho- 
tel concluded the proceedings. 


Law Firms Move 
Watters & Donovan, New York, and 
Watters, Cowen & Donovan, Washing- 
ton, D. C, have moved their offices in 
New York to 161 William Street. 





Heads Pacific Mutual’s 
Second Baltimore Agency 





“Dick” Whittington 
CHARLES H. BARRANGER 


Pacific Mutual Life has appointed 
Charles H. Barranger to head a second 


agency of the company in Baltimore. 
The other is the Bowen, Bartlett & 
Kennedy general agency which has rep- 

















department. 


Must be experienced in: 


LIFE INSURANCE ASSOCIATE 


A general insurance agency in Manhattan that also services 
brokers’ accounts direct, is establishing a general life agency 


We are seeking an associate to manage this department. 


1. Direct Solicitation. 
2. Training of Agents. 


The one we select will receive 50°%/ of the net profits as 
his drawing account. This is an unusual opportunity to get in 
on the bottom of a growing organization where you will be 
your own boss and still able to handle your own life business. 


State background and experience. Address Box 2054, The 
Eastern Underwriter, 41 Maiden Lane, New York 38, N. Y. 

















resented the company since 1932. Mr. 
Barranger has a background of 25 years 
as a producer and field manager. Super- 
intendent of Agencies Fred S. Sibley of 
Pacific Mutual says that the population 
growth and expanding economy of the 
Baltimore area is the reason for the 
second agency there. 
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INSTANT 
COMPUTATION 


Developed and Copyrighted by 
3 lings + General American as another 


selling tool for the exclusive use 
# of our field underwriters. Com- 

putes all benefits, old and new, 

with instant conversion table. 
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New England Mutual Life 
Medical Dept. Promotions 





lin C. Hendrix, Frederick 
R. Brown and Milton H. Clifford 


L. to R.: Dr. 


The New England Mutual Life an- 
nounces the advancement of Dr. Olin C. 
Hendrix and Dr. Milton H. Clifford from 
assistant to associate medical directors. 
Dr. Frederick R. Brown becomes the 
senior associate medical director. 

Dr. Hendrix, a native of North Caro- 
lina, did undergraduate and graduate 
work at the University of North Caro- 
lina, and took his M.D. at Harvard 
Medical School. He served in both 
world wars, in the first as a seaman, and 
in the second as a captain in the Navy 
Medical Corps, attached to the Naval 
Air Force in the Pacific theater. He was 
surgical director at the Boston Tuber- 
cular Sanatorium for six years before 
joining the New England Mutual in 1938 
as assistant medical director. 

Dr. Clifford, who was born in Bangor, 
Me., attended Harvard as an undergrad- 
uate, and received his M.D. from Har- 
vard Medical School. From 1935 until 
1942, when he was commissioned in the 
Army Medical Corps, he was a practising 
physician in Boston and an instructor 
at the Harvard Medical School. He 
served in the Southwest Pacific for 3% 
years during World War II, and became 
an assistant medical director of the 
New England Mutual in 1946 after his 
separation from the service as a lieu- 
tenant colonel. He is a fellow of the 
American College of Physicians. 


Campaign to Honor Seale 

The November campaign of Manhattan 
Life field force will be in honor of 
Bert Seale, director of agencies. 
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at 
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President Taylor Reports Year’s Work 


In his report as retiring president of 
the Life Insurance Advertisers Associa- 
tion at the annual a at Williams- 
burg, Va., this week, Robert B. Taylor. 
CLU, apeney. man ger for Jefferson 
Standard of Greensboro, paid tribute to 
the team work of the officers, executive 
committee and the committees. Mem- 
bership in_the association now numbers 
410 from 210 companies. Twelve compa- 
nies are represented in the association 
this year for the first time. 

Two new projects have been launched 
by the education committee composed 
of Roy Berger, chairman, Andrew Ken- 
agy, Morgan Crockford and Earl Trans- 


mar. In December two workshops will 
be held, one on sales promotion and 
the other editing company magazines. 


Charles Corcoran is chairman of the first 
and Jerome Leary heads the second. The 
workshops are to last one week. Another 
project of the education committee is the 
creation of an LAA Bookshelf to en- 
courage systematic reading of a recom- 
mended list of books. 

The association has completed the first 
year of the operation of a centralized file 
for material and records of LAA under 
the supervision of its archivist, Mary 
Fishwick of Mutual Benefit Life of New- 
ark, N. J. “No longer are the permanent 
records of our association floating 
around in various places,” said President 


B. TAYLOR 


ROBERT 


Taylor in paying tribute to Miss Fish- 
wick’s persistence in collecting the rec- 


ords one place. 


Metropolitan’s Radio Program 
Analyzed by H. A. Richmond 


Metropolitan’s radio program supple- 


ments the company’s public service ad- 


vertising in the magazines, which has 
been continued since 1922, said H. A. 
Richmond, general supervisor, coordina- 


tion of Metropolitan Life, who was one 
of four speakers on an advertising media 
Life Advertisers meeting. 

identical 


panel at the 


30th serve an which 
is to spread authoritative information on 
health and 
life. The radio 
the 
larger cities with that in the smaller com- 
Magazine coverage in the large 
per 1,000 of 


population than in smaller communities. 


purpose, 
aid to longer 
added to 
the 


safety—as an 
program was 


balance advertising coverage in 
munities. 
cities is substantially less 
SIX 
that 
capita in 
58% of 
5,000 to 


coverage is 


An analysis of circulation figures for 


of the 
their 


leading magazines showed 
combined circulation 
500,000 or 
the figure for 
25,000. The 


greater in 


per 


cities of more is only 


communities of 
loss of even 


cities of a million or more. 


Magazine coverage is much 
the 


those 


“Further, 


greater in high income group than 


whose incomes below 


Mr. Ri 


circulation of 


among are 


,” said 





aver chmond. In gen- 


eral, Magazines per capita 


among below-average income people goes 
the 
want to reach people below aver- 


down as size of the city goes up. 


If you 
age income in the bigger cities, you just 
can’t do it through 


magazine adver- 


tising. 


“Radio, on the other hand, does reach 


these people—and nearly all of them. 
this group includes millions of 
Metropolitan policyholders, it is natural 
that we should turn to the 


means of reaching them through adver- 


Since 
radio as a 


tising. 
“These considerations have led us to 


schedule on a city by 
city basis, starting with the largest 
cities and working down. We are guided 
by the number of Metropolitan policies 
in force in each city area, rather than 
total population figures—though there is, 
of course, a close correlation between 
the two. 

“It can be seen that a nation-wide 
network hook-up would not meet our 
requirements, as this would not give the 
necessary concentration in the large pop- 
ulation centers. We do, however, have 

limited CBS network, with Allan Jack- 
son and the news, at 6:00 to 6:15 p.m. in 


plan our radio 


16 key cities. Most of the remainder 
of our schedule consists of local nes 
programs—usually for 15 minutes in the 
morning. In a few instances, we have 
parti icipa ition programs and one-minute 
spots. Most of our programs in_ the 
largest cities are broadcast five days a 
week, Monday through Friday. In a 


number of 
are three 


smaller cities broadcasts 


days a week. 


our 


Local Tie-ins 

“Our schedule of local 
a number of advantages, 
is its flexibility. It 

our greatest effort 


progrems has 
chief of which 
enables us to put 
into the population 
centers where our magazine coverage 
is relatively weakest, and to keep our 
expenditures closely in line with the geo- 
gri ‘olden distribution of our policyhold- 
ers. For example, out of the top 50 
ities of the country, in terms of Metro- 
scoltas policies in force, we have pri- 
mary radio coverage in 45; out of the 
top 100, we have primary coverage. in 
Biz out of the top 200, we cover 141. 
We estimate that over 85% of all Metro- 
politan families live in primary listening 
areas of stations carrying our broad- 
This is substantially higher than 
the percentage of Metropolitan families 
that can be reached through magazine 
advertising. 

“From the programming angle, also, 
the flexibility of our localized schedule 
is advantageous. We can, for example. 
tie in with local health problems. If 
there is an ieee of polio in a par- 
ticular area, we can give special atten- 


casts. 





Confiscatory Taxes Contrasted With 
Sale of Life Insurance by Adams 


This is a time to encourage savings as 
savings are anti-inflationary and the 
more nearly permanent their form the 
more effective they are which is why 
life insurance is one of the strongest 
anti-inflationary forces in the nation, 
Claris Adams, president of Ohio State 
Life, told Life Advertisers at Williams- 
burg, Va. this week. Calling present tax 
rates confiscatory which threatens to 
stifle initiative and enterprise and could 
disrupt the economy, Mr. Adams con- 
trasted this with the sale of life insur- 
ance. 

“An institution which siphons off net 
purchasing power of perhaps $5. billion 
per year is a stabilizing factor of great 
influence in our economy,” he said. 
“Since it collects its premium income in 
moderate average amounts from more 
than eighty million policyholders, who 
greatly exceed in number either income 
tax payers or wage earners, its influence 
is both constructive and well nigh wuni- 
versal. Furthermore, saving through life 
insurance is induced by a sales process, 
conducted by an aggressive, alert, trained 
agency force who not only collect the 
savings dollar that otherwise might well 
be spent, but who also sell the very idea 
and implant the philosophy of savings 
itself. So great is the significance of our 
business in both its economic and social 
aspects that during the last war the 
Treasury Department, in a booklet ad- 
vertising war bonds, urged every one to 
make adequate life insurance the corner 
stone of his financial program. 


Sales Have Not Kept Up 


people depend upon 
life insurance for their permanent sav- 
ings to a greater extent than upon all 
other forms of savings combined. It has 
been said that life insurance is the best 
sold idea in the United States. The com- 
panies grow year by year in size and 
strength and we dare believe in public 
favor. Many of us are quite complacent 
about our progress. Do we really have 
a right to be? Judging our accomplish- 
ments by our potential, are we doing 
a first class job? I would say that, quali- 
tatively, yes; but, quantitatively, no. We 
are measuring ourselves by old stand- 
ards in a country where the tempo has 
changed. We have done well but not well 
enough. The real truth is that we hi ive 
not vince -” with America. 


“The American 


broadcast. Or 
local drive to 


tion to that fact in our 
we can tie in with a 


recruit. students for training in = nurs- 
ing, or with a chest X-ray campaign for 
tuberculosis. Also, we can select for 


our programs popular local newscasters 
who have built up a large following. 
In these varied ways, we believe there 
is a definite value in the ‘local touch’ 
in making the Metropolitan a participant 
in the health and safety activities of the 
community. 


“Now a word as to the nature of our 
radio announcements. Like our maga- 
zine advertising messages, they deal with 
major causes of death—like heart dis- 
ease, cancer, accidents, diabetes, tuber- 
culosis, ete.—and with other important 
health factors, such as _ overweight, 
arthritis, allergies, and child care. Usu- 
ally, our commercials—which are called 
‘Good Hints for Good Health’—deal 
with the same subject for the period 
of a week. The period is two weeks 
when the commercial is on the same 


subject as our current magazine ad. 
“Naturally the amount of information 
we can give in these radio announce- 
ments is limited. So the listener is in- 
vited to write in for a booklet giving 
more information on the subject. He is 
asked to direct his request to the sta- 
tion to which he is listening. The sta- 
tion forwards the requests to the Home 


“Life insurance doubled in size in a 
given period. That is fine but the econo- 
my has tripled. we are getting a smaller 
proportion of the national income today 
than we did either 10 or 20 years ago. 
The answer is obvious. America is not as 
well insured as it once was. Perhaps it 
is in dollars, but not in dollar’s worth, 
and certainly not proportion to family in- 
come. Is this because the market is hard- 
er, or because the selling is softer? Can 
it be that, as our salesmenship has 
gained in knowledge, improved in skills, 
and broadened in vision as it undoubtedly 
has, it has lost something of fervor and 
zeal and a sense of dedication? I know 


the old ways will not do in the new 
days, but are the virtues of each mu- 
tual'y exclusive? I wonder. It seems to 


me that in this sophisticated age it has 
been a long time since I have heard an 
old fashioned life insurance sermon. I 
admit that the new ones are more satis- 
fying to the intellect, but some of the 
old ones did tug at your heart. 

“Life insurance men never had a great- 
er idea to sell than now. It is the one 
pat, absolute and tailor-made answer to 
the complicated personal problems of 
more people in our increasingly complex 
society day by day. Our product is the 
nearest approach to certainty that man 
can offer in this uncertain world of in- 
creasing hazard, in a time when man’s 
age old aspiration for material security 
was never quite so strong. There never 
was a time when so many of our policy- 
holders who had all the insurance they 
needed yesterday have less than they 
need today. There never was a time when 
so many with needs had so much money 
to buy. There never was a time when, 
thanks to the high order of performance 
by the companies, so. skillfully. intel 
gently, and faithfully publicized by the 
members of your craft, and by the Insti- 
tute of Life Insurance, there was such 
great public acceptance of our product 
and such firm public faith in our insti- 
tution. There never was a time when it 
meant more to the people of America 


and to America itself, for us to sell the 
last dollar of life insurance possible, 
both as a great social service to our 


customers and as an important economic 
aid to the nation. We occupy a strategic 
position on the anti-inflation front. It 
will take all the sterngth of all of us to 
hold it.” 


or Head Offices, and the requests are 
filled by mail. 
“More than 700,000 such requests are 


the course of a year. The 
week varies greatly depend- 


received in 
number per 


ing on the subject of the offer. When 
the subject is arthritis we may get as 
many as 30,000 requests a week. Over- 


weight is another very popular subiect, 
as is allergies. On the other hand, offers 
on such subjects as tuberculosis or ap- 
pendicitis pull a much smaller response. 
The number of people with an active 
interest in these subjects is obviously 
much smaller.” 


Attendance Sets Record 


Attendance at the LAA annual meet- 
ili this week has set 


ing in Williamsburg 

Sey peepee 
a record for the organization with 298. 
Many of those present were accom- 


panied by their wives. 


Robt. Henley Welcomed LAA 


Robert E. Henley, president of Life 
Insurance Co. of Virginia, made the 
address of welcome at the LAA meet- 
ing in Williamsburg. A native of Wil- 
liamsburg, he was well qualified to tell 
of the historical background of the place. 
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How Great-West Uses Outdoor Ads, 
Told by Advertising Manager Neville 


Great-West Life of Winnipeg has long 
been a successful user of outdoor ad- 
vertising space and its advertising man- 
ager, W. A. Neville, told the Life Ad- 
vertisers Association at Williamsburg: 
“If its impact you want, try outdoor. 

“We have been buyers of poster space 
since 1934 when he ventured into the 
field in a small way in our home office 
city of Winnipeg,” he said. “Since then 
we have gradually expanded our use of 
this medium until in 1951 we find our- 
selves represented in 70 cities of the 
United States and Canada from Phila- 
delphia to Los Angeles—from Dallas to 
Fargo—from Halifax to Victoria. We are 
in deep in outdoor for these reasons: 

“Tt builds name acceptance better than 
anything else we know Oe. 

“It has tremendous cumulative effect. 

“Our agents ‘love’ it. 

“Because it is big and colorful and out 
where everybody can see it, your name 1s 
registered on the public’s mind every day 
for 30 days at a time in a given loca- 
tion. Unlike so many other media that 
have a short life and are limited as to 
audience, the poster is on duty day and 
night proclaiming your message to all 
who pass. 


Some of Things It Does 


“Outdoor is local advertising—maybe 
you could call it nationalized local or 
jocalized national and the very fact of 
its presence indicates that your product 
or service is on sale in this town. All 
this, you may say, is fine for soft drinks 
or soap or soup or other mass commodi- 
ties, but what can it do for life insur- 
ance? Well let us list what it does: 
it keeps the idea of life insurance con- 
stantly before the public through the 
theme and design of the poster—the im- 
pact of which is strong by the very 
nature of the medium; it can suggest 
insurance needs and situations and their 
solutions, it brings your company name 
forcibly to the public’s attention; it 
makes that name a familiar one in every 
city where outdoor is shown (note how- 
ever that this cannot be done on one 
showing or one year of advertising— 
it takes repetition to do the job). Out- 
door alone can do an effective job—but 
it is of course better sharing the job 
with other media. Weave it into a larger 
pattern of advertising and it will more 
than carry its own weight. 

“You who are dollar conscious—and 
who isn’t these days ?—will like outdoor 
because it is one of the least expensive 
means of advertising. We find it an ef- 
fective yet reasonable way of making our 
few advertising dollars do a strong job 
in big cities where the cost of other 
media on a sufficiently regular basis be- 
comes prohibitive. 

“And, of course, our agents are all 
fond of outdoor—they really love it. 
They refer to the panel in their neigh- 
borhood as ‘My board.’ 

“We believe that outdoor is an ef- 
fective medium of advertising because 
people talk about our boards; our 
agents have had plenty of proof of its 
‘door-opening’ ability; of all our advertis- 
ing, a survey shows that outdoor has 
made the deepest impression on brokers 
and surplus writers; and we have even 
had a few direct sales from this adver- 
tising. Our agents find it very pleasing 
to hear a prospect say: ‘Oh, Great-West 
—why, yes, I’ve seen your billboards!’ 

“How do we use it? In Canada we use 
national magazines supported locally by 
outdoor advertising and newspaper ad- 
vertising. In the United States, outdoor 
1s Our major medium with other support 
varying according to the market. As our 
Program has grown and developed with 
Our company’s expansion we have been 
able to approach closer to our space 


goal. Having a space goal is a good 
rule for any medium. Even though you 
don’t achieve it the first time you use 
the medium, you can work toward it. 


Space Goals 


“Our space goal for outdoor is four 
‘50%’ showings per year per branch city. 
(A maximum showing which will give 
estimated full coverage of a city is 
called a 100% showing and in Minne- 
apolis, a city of 500,000 people, consists 
of 50 strategically-located panels. Half of 
that is a ‘50’ showing—25 panels spotted 
throughout the city. Our plans are based 
on ‘50’ showings, as being adequate.) 
We believe that when we have four 25 
panel showings—one in each season—in 
Minneapolis we will have good coverage 
of that market. At present we have three 
there but in 1949 we only had two—thus 
you can see that we are making 
progress towards our space goal. 

“Chicago, home of our top agency, is 
on a four-showing basis and I have 
heard innumerable people remark that 
you always see Great-West billboards in 
Chicago. Where we have one showing 
in a city we try to have it in June or 
September—good weather being the 
main reason; with two showings, we aim 
at spring and fall; with three showings, 
spring, summer and fall; and add winter 
last, especially in frosty Canada, for ob- 
vious reasons. 

“Having such a gigantic area to fill 
with an ad—a poster has 300 square 
feet of space, or 100 times the size of a 
newspaper page—and remembering that 
the average exposure is about three 
seconds, the problem of designing a 
board is not so easy. We emphasize the 
family protection theme and for five 
years linked this with our slogan ‘Your 
Future Is Our Business Today.’ For 
1952, we are going to drop the slogan 
temporarily and use a mother and child 
illustration carrying the message ‘You 
love them ... protect them.’ Poster.copy 
is not easy to compose—six words is 
considered maximum, in addition to your 
company name.” 


Presiding Officers 


Presiding at the opening session of 
LAA’s annual meeting at Williamsburg, 
Va., this week was David W. Tibbott, 
director of advertising for New Eng- 
land Mutual, who was general chairman 
for the annual meeting, and William S. 
Weier, assistant director of advertising 
and publications for the Prudential, who 
wes program chairman. 

Retiring president Robert B. Taylor, 


CLU, agency manager for Jefferson 
Standard, was in charge at the opening 
luncheon and introduced Robert E. 


Henley, president of Life Co. of Vir- 
who welcomed the group. Mr 
presided at the banquet 


ginia, 
Taylor 
Monday night. 

The first general session Monday af- 
ternoon was presided over by H. Dixon 
director of advertising for 
In charge 


also 


Trueblood, 
Occidental Life of California. 
of the Tuesday morning session 
John L. Briggs, vice president and direc- 


was 


tor of advertising and promotion of 
Southland Life. 
Moderator for the public relations 


panel was H. G. Kenagy, vice president 
of Mutual Benefit Life of Newark, N. J. 
Presiding at the Wednesday morning 
session was Charles R. Corcoran, director 
of sales promotion, Equitable Society. 


New York Life Sells Agent 
In Its Copy, Says Abbott 


“Our national advertising is primarily 
a public relations tool—it is institutional, 
rather than product advertising; and for 
long-range, rather than immediate re- 
sults,” said John M. K. Abbott, executive 
assistant of New York Life, in discuss- 
ing advertising media. “Our chief 
jective is to sell the life insurance agent. 


ob- 


We try to do this by telling short hu- 
man interest stories in which an agent 
moves modestly and helpfully as a key 
character. We make life fairly miserable 
for our advertising agency by demanding 
high literary standards in these stories, 
since much depends on skillful handling 
of the emotional content. 

“Of course the agent in New York 
Life advertising is a New York Life 
agent. And of course we believe that 
any one who ‘buys’ our agent is more 
likely to buy our company’s product. But 
there is a broader public relations aspect 
to this program and to this theme than 
just that. We believe there are values 
that carry over the whole life insurance 
industry. 

“For example, we made an extensive 
study of national life insurance adver- 
tising before adopting our own program. 
One thing that impressed us was that 
not much attention had been paid the 
agent, who, after all, is a pretty impor- 
tant person in the institution of life in- 
surance as we know it in this country. 
At the same time we bore in mind the 
surveys which indicated that while the 
public had a very high opinion of the life 
insurance business as a whole, and while 
life insurance companies were well re- 
garded for their integrity and compe- 
tence, the life insurance agent rated 
much farther down on the scale of pub- 
lic acceptance. 

“That situation struck us as offering 
an opportunity to do not only ourselves, 
but the industry, a real service from an 
over-all public relations viewpoint.” 


Dedicate Sports 


New LAA Officers | 


(Continued from Page 3) 


man, 1950; and served as 


1950-51. 


secretary 


Kenneth K. Wunsch 


Kenneth K. Wunsch, publicity man- 
ager for Northwestern National Life, 
went directly from University of Minne- 
sota Journalism School to Northwestern 
National as an assistant in the publicity 
department. He became editor of “North- 
western National News,” the week!y 
publication for agents and later was ap- 
pointed publicity manager. He is a mem- 
ber of the publicity committee for Local 
Civil Defense in Minneapolis and has 
handled promotion for community cam- 
paigns aimed at better government. 

He has been an LAA member since 
1940; was chairman of the North Central 
Round Table in 1948. 


Executive Committee 


Members of the executive committee 
in addition to the officers and past presi- 
dent R. B. Taylor, CLU, agency manager 
for Jefferson Standard, are: 

Margaret Divver, advertising manager, 
John Hancock; Darrel G. Hinkle, di- 
rector of sales promotion, Guarantee 
Mutual; Joseph M. Locke, CLU, editor 
of publications, Gulf Life; Jack R. Mor- 
ris, director of public relations, Business 
Men’s; William S. Weier, CLU, as- 
sistant director of advertising and pub- 
lications, The Prudential. 


Public Relations Panel 


Members of the public relations panel 
which operated under H. G. Kenagy, vice 
president of Mutual Benefit of Newark, 
N. J. as moderator, were: D. Theodore 
Kelly, Manhattan 
Barnes, Institute 
B. Richardson, 
and Jack R 
Assurance. 


Bay and Chapel 


Life; Donald F. 
of Life Insurance; Al 
Life. Co. of Georgia; 
Morris, Business Men’s 


Julian S. Myrick, Chairman of Committee Sports-Governing 
Bodies, Talks at Cathedral Ceremonies 


Julian S. Myrick, chairman of America 
College of Life Underwriters, made one 
of the principal talks at the ceremony, 
Cathedral of St. John The Divine, New 
York City, on the occasion of the dedica- 
tion of the Sports Bay and Chapel at the 
Cathedral. Mrs. Griffith Coaie, daughter 
of the late Bishop Manning had been an 
enthusiastic supporter of the U. S. team 
at the Olympic Games in Pafis During 
1924. She suggested the idea of the 
Sports Bay and Chapel. 

Bishop Manning invited leaders in 
various sports-governing bodies to meet 
with him and discuss the idea of their 
forming a committee to join other groups 
to build the Bays and Chapel in the 
Cathedral and the committee was formed 
and soon raised the funds. Every or- 
ganization having to do with sport was 
represented on the committee, the chair- 
man of which was Mr. Myrick. He is 
former vice president of Mutual Life. 

The committee selected four great ath- 
letes in sport to symbolize the highest 
ideals of character and sportsmanship. 
They were Christy Mathewson, baseball; 
Robert D. Wrenn, tennis; Walter Camp, 
football; and Hobart A. J. (Hobey) 
3aker of Princeton, hockey. 

When the funds were raised in 1927 a 
ceremony took place in the Cathedral. 
The Sports Bay and Chapel were dedi- 
cated October 21, 1951. In one of the 
principal speeches during the ceremony 
of dedication Chairman Myrick of the 
sports and games committee said: 





JULIAN S. MYRICK 


“Sport derived no small part of its 
origin from religion. The first Olympic 
Games of Greece was religious festivals, 
formed to prove the value of courage 
and_ self-sacrifice with clean, strong 
bodies. The Cathedral and the Sports 
Bay and Chapel will stand here for many 
centuries, affording to sports-loving gen- 
erations to come, a place of worship and 
unfailing inspiration.” 
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LIVESTOCK INSURANCE 
Livestock insurance, written by a num- 
ber of companies and a class of insur- 
ance under the jurisdiction of the Inland 
Marine Insurance Bureau, is a coverage 
which should attract more attention from 
n view 


insurance agents than it does 
of the fact that the animal population 
of this country—the cattle, hogs, horses, 
mules and sheep—now numbers 200 mil- 
lion, according to the U. S. Department 
of Agriculture. The importance of this 
type of insurance as a field of produc- 
tion for agents is subject of an unusu- 
ally informative article written in its 
agency publication by J. Donald Fort, 
superintendent of home office inland ma- 
rine department, The Employers Group. 
A farmer’s livestock is synonymous with 
money and just why is told in this 
article. 

A good, registered Holstein cow is bet- 
ter than $600 in the bank. Not only is 
she worth that much for breeding pur- 
poses, but, comments Mr. Fort, in addi- 
tion to that every year she produces 
as many as 5,000 quarts of milk and 
presents her owner with a handsome 
dividend in the form of an offspring, 
which, if a female calf, may bring in 
$150 when sold, or represents a valuable 
addition to the growing herd. 

“Multiply that single bovine manufac- 
turing plant with an average herd of 
nearly 20 cows, plus young stock, and 
you can appreciate the money which is 
roaming around a barn yard,” says Fort. 
“One doesn’t have to look much farther 
to realize that farm animals represent 
a sizable investment. Their loss may be 
a financial blow.” 

Because farm animals are subjected 
to the same perils and hazards as other 
property they are as valuable to the 
owner as any other property and they 
can be insured because an inland marine 
policy is available in all states. Live- 
stock insurance is designed to cover 
death or destruction made necessary by 


certain named perils. Furthermore, it 


covers theft of classified livestock. All 
classes of livestock are included, such 
as cattle, sheep, hogs, and horses and 
mules used primarily for farm work, 
Livestock coverage is pretty broad. 





The policy insures against death or 
destruction directly resulting from a 
great many perils such as fire and light- 
ning, windstorm, hail, explosion, earth- 
quake, flood. Also covered is loss by 
riot; collapse of bridges or culverts; 
smoke; collision or derailment or over- 
turn of the vehicle on which the insured 
property is being transported, unless the 
collision is with a vehicle owned or op- 
erated by the assured or by any tenant 
of the assured. Coverage is also provided 
for loss by aircraft and objects falling 
from aircraft, as well as stranding, sink- 
ing, burning or collision of vessels, in- 
cluding General Average and Salvage 
Charges incurred. The policy also in- 
sures against theft, unless the loss is 
caused by the dishonesty of employes 
or any persons to whom the insured 
property is entrusted. Escape or mys- 
terious disappearance are not covered. 

The livestock may be insured as a 
class or on a scheduled basis. The 
amount of insurance on each class, 
when the animals are so insured, must 
not be less than the limit per animal, 
multiplied by the number of such ani- 
mals. 

Rules of the Inland Marine Insurance 
3ureau exempt from its jurisdiction the 
following risks: : 

1. Range cattle and range sheep 
(meaning animals primarily living off the 
land as opposed to those being fattened 
for slaughter). 

2. Livestock while being transported 
to and from or while at stockyards. 

_ 3. Policies issued to assureds conduct- 
ing sales or auctions, covering livestock 
of others for public sale. 

4. Livestock of circus, 
theatrical enterprises. 

5. Policies issued to veterinarians and 
humane societies to cover livestock of 
others in their custody or control for 
professional purposes. 


carnival or 





Walter J. LeMunyon, manager of the 
bank service department of the Fidelity 
& Casualty Co. of New York, a mem- 
ber of the America Fore Group, ad- 
dressed the regional meeting of the 
South Carolina Bankers Association in 
Columbia, October 18. The subject of 
his talk was “The Amount and Form of 
Bankers Blanket Bond Coverage That 
Banks in South Carolina Should Carry to 
Protect Their Exposures to Loss.” 


EUGENE M. THORE 


Eugene M. Thore, general counsel of 
Life Insurance Association of America, 
is winner of the Wilner Award of the 
District of Columbia Life Underwriters 
Association for “outstanding services to 
the life insurance business.” The award 
was made by a committee headed by 
H. Cochran Fisher, Actna Life, at a 
luncheon given in the National Press 
Club. Mr. Thore, former general counsel 
of Acacia Mutual Life, joined Life Insur- 
ance Association of America in 1947 and 
quickly won the good will of the life insur- 
ance companies in that organization. He 
has on several occasions made addresses 
before insurance organizations, all of 
which have been given a widespread play 
by the insurance press. At Life Insur- 
ance Association of America he succeed- 
ed the late Dave Satterfield, Jr. as 
general counsel. Mr. Satterfield had been 
a former Congressman from Virginia. 

* * x 


Ward Cheney, president of Cheney 
Brothers, has been elected a director of 
Aetna Life, Aetna Casualty and Surety 
Co. and Automobile Insurance Co. He 
will complete the unexpired term of the 
late Clifford B. Morcom, vice president 
of Aetna Affiliated Companies and head 
of its casualty operations. A graduate 
of Yale, Mr. Cheney joined the Navy in 
January, 1942, and was largely respon- 
sible for setting up its air combat in- 
telligence program. He was released 
from active duty in 1945 with the rank 
of commander. 

> 


J. J. Monkhouse, manager of the home 
fire department of the head office of 
Northern Assurance, has retired after 
more than 50 years with the company. 
His career began in Liverpool branch 
as an accountant. He was appointed 
secretary at Liverpool in 1924 and re- 
ceived his last position in July, 1931. He 
was severely wounded in the first World 
War. 

x ok Ok 


William M. Finn, a senior examiner, 
Massachusetts Insurance Department for 
the past 16 years, has joined New Eng- 
land Mutual Life as a consultant on 
systems involving budgets and account- 
ing. He will be assigned temporarily to 
the coordinator’s office. 

* * x 


D. J. Egan, manager of the fire insur- 
ance department of Emery & Kaufman, 
Ltd., and active in the insurance field in 
New Orleans for 20 years, has an 
nounced his candidacy for state repre- 
sentative from the Fourth Ward in the 
January Democratic primary elections. 











J..O) CARTER, IR: 


J. O. Carter, Jr., vice president and 
treasurer of Provident Life & Accident, 
was honored October 23 upon his com- 
pletion of 35 years with the company. 
In the office of President Robert J. 
Maclellan with a number of company 
officers and home office staff members 
in attendance, Mr. Maclellan presented 
the 35-year anniversary pin following a 
talk, in which he traced Mr. Carter’s 
early days with the company and re- 
viewed the tremendous growth of the 
organization during the past 35 years. 
Other speakers included L. N. Webb, 
vice president and secretary; Vice Presi- 
dents R. L. Maclellan and H. O. Mac- 
lellan; W. C. Cartinhour, former vice 
president and secretary, now retired, 
and A. C. Bryan, manager of the Provi- 
dent’s mortgage loan department. Long 
prominent in Chattanooga music circles, 
Mr. Carter is a former president of Chat- 
tancoga Symphony Association. He is 
commissioner of streets and sewers and 
treasurer of the town of Lookout Moun- 
tain. He is an elder in the First Presby- 
terian Church. 

eh ae 


Powell B. McHaney, president of Gen- 
eral American Life of St. Louis, is also 
president of the University of Missouri 
Board of Curators which is planning to 
build a medical school and affiliated gen- 
eral hospital in Columbia, Mo. Recent- 
ly in a speech before the Columbia 
Junior Chamber of Commerce, Mr. Mc- 
Haney is reported to have “delivered 
a blast” against the politicians within the 
Missouri Medical Association for their 
activities in trying to have the project 
located at Kansas City. 

x * x 

Herman A. and A. Ashley Bayern have 
moved their insurance and public rela- 
tions offices to 11 West Forty-second 
Street, New York City. 

es ae oe 

George M. Erwin, a partner in the in- 
surance agency of Johnson-Erwin Co., 
Atlanta representatives of Aetna Casu- 
alty & Suretv Co., has been presented 
a special production award from Aetna. 
Mr. Erwin received the award for com- 
piling an outstanding record in the gen- 
eral insurance field since his graduation 
last December from the Aetna sales 
course at Hartford. 

Roe Paes 


Mrs. Nathan Mobley, Greenwich, Conn., 
wife of the president of the United 
States Guarantee Co., has just re- 
tired as treasurer of the Girl Scouts of 
the U.S. A., and was immediately elected 
director-at-large of the organization. 
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Comm. Martin Had No Opposition 

For the first time in nearly 25 years 
a Secretary of State in Louisiana has 
been reelected without opposition. This 
official, Wade O. Martin, Jr., is also In- 
surance Commissioner of the state and 
probably will be elected president of Na- 
tional Association of Insurance Commis- 
sioners at its annual convention of 1952. 
He is now vice president of NAIC. By vir- 
tue of there being no one else to qualify 
as a candidate for Secretary of State 
before the deadline of 5 o’clock on 
afternoon of October 12 Martin was 
chosen for a third term by acclama- 
tion. The last time a Secretary of State 
was unopposed in Louisiana was_ in 
1928 when the late James J. Bailey had 
no candidates to qualify against him. 
That was the year in which the late 
Huey P. Long was elected Governor of 
Louisiana. 

Wade O. Martin, Jr., was the first 
Louisianan to serve as elected presi- 
dent of National Association of Secre- 
taries of State. As Insurance Commis- 
sioner he was the first from his state to 
have been elected an officer of NAIC. 
He was responsible for § cogialanic legis- 
lature passing an insurance code en- 
to forestall Federal 
legislation, the code being drafted short- 
ly after the South-Eastern Underwrit- 
ers Association case decision by Su- 
preme Court of the United States that 
insurance is commerce. 

Martin holds the Bachelor of Arts de- 
gree from Southwestern Louisiana Insti- 
tute at Lafayette and a Bachelor of 
Laws degree from Louisiana State Uni- 
versity. For five years he was Assist- 
ant Attorney General of Louisiana. Then 
he engaged in private practice with 
George M. Wallace, for many years 
executive counsel to the Governors. 
ge was elected Secretary of State in 
1944; was reelected in 1948. His wife 
was Juliette Bonnette and they have 


four children. 


acted in the effort 


ae. eee 


Schriftgiesser’s Book on Lobbyists 

A number of insurance lawyers are 
reading the book of Karl Schriftgiesser, 
called “The Lobbyists—The Art and 
Business of Influencing Lawmakers,” 
recently published by Little Brown & 
Co., Boston. 

A warning as to how the book is 
Slanted is found in the jacket blurb 
which reads: “They (the lobbyists) call 
the turn and you pay the piper. (This 
is) the behind the scenes story of how 
the lobbies operate, the special interests 
they work for and the millions they 
spend to influence you and your Gov- 
ernment.” He calls lobbying “a_ billion 
dollar business.” 

In a chapter on “The Imperialism of 
Power” the author devotes five pages 














or so to the Armstrong Investigation 


of life insurance which resulted in 
Charles E. Hughes, the committee’s 
chief counsel, being elected Governor. 
of New York. 

As that investigation took place in 1905 
it seems giving a lot of space to “old 
hat” matters, most of the practices which 
led to the probe having been ended by 
New York State’s corrective legislz ation. 
Another reference to life insur ance 
companies is found on page 63 in a 
statement that in 1934 “Northern Demo- 
crats, including every Senator from New 
England and Ohio, responded to the 
lobbies of the insurance companies and 
the bankers to oppose the Frazier- 
Lemke Farm Bankruptcy Act with its 
provision for a five-year moratorium on 
mortgage foreclosures.” 

Well, Mr. Schriftgiesser, why did the 
life insurance companies assume the po- 
sition they did? There must have been 
a reason but I do not see it printed in 
the book. True, the insurance companies 
foreclosed a lot of farms when the de- 
pression was riding roughshod through 
the rural areas of the ’30s, but those 
foreclosure proceedings resulted in some 
amazing renovation of farm properties. 
Incidentally, if there are measures be- 
fore Congress which are inimical to 
business—or, at least business repre- 
sentatives think they are—how can that 
opinion be voiced unless there is some 
one on the spot who is articulate? 

The author has a lot to say of “pres- 
sure groups,” and of legislation on the 
subject of lobbying in Congress which 
included registration. He makes the 
statement that there are “thousands of 
lobbyists” at the national capital, most 
of which he alleges are not registered. 
Considerable space is devoted to the 
Buchanan investigation of this subject. 
Probably more space is given to dis- 
cussion of National Association of Man- 
ufacturers than any other organization. 
National Association of Real Estate 
Boards also draws a lot of attention. In 
commenting on National Association of 
Insurance Agents he says it was not 
generally known that this association 
“had registered as a lobby against cer- 
tain aspects of Social Security and the 
Commodity Credit Corporation.” Why 
does the author think this is sinister? 
The agents didn’t. 

The book is loaded with bias against 
business organizations and precious lit- 
tle is printed about the rights of busi- 
ness, both large and small, to protect 
those it represents. 

The fact that there are millions of 
policyholders who have a right to have 
their views aired on pending Congres- 
sional legislation is almost ignored. 
However, Schriftgiesser admits in_ the 
opening sentence of his foreword: “The 
first amendment to the Constitution of 
the United States secures to the people 
the unhindered right to petition the 
Government for a redress of grievance es.’ 
Also, in the foreword he says: “In this 
book I attempt to trace the history of 
lobbying through its development from 
the simple days of persuasion down to 





the present time and to show how lobby- 
ing, which is good and evil, has become 
an integral part of the democratic legis- 
lative process.’ 

However, there is little in the book 
which demonstrates why exercise of this 
democratic legis!ative process may be 
helpful to the people as a whole. 

Karl Schriftgiesser, after leaving Rox- 
bury Latin School in a Boston suburb 
and Goddard Seminary in Barre, Vt., 
became an office boy for the Boston 
Post when 17. Three years later he 
joined the staff of Boston Transcript 
as a feature writer for its Saturday 
magazine section. Next, he became a 
columnist for the Washington Post and 
in 1937 joined editorial staff of New 
York Times. At one time he was drama 
editor of the Times and more recently 
was book editor of Newsweek. He has 
written several biographies. I haven't 
read them, so I don’t know how they 


are slanted. 
* * 


Ray Caverly’s Roommate 

When I wrote on this page recently 
of the career of Raymond N. Caverly, 
a vice president of America Fore Com- 
panies, I mentioned the name of some 
of those who were his intimates when 
attending Saint Thomas College, St. 

aul, Minn. One of those I overlooked 
was his college roommate, Louis Kudera, 
who was a major of the First Battalion 
at Saint Thomas, and who embraced 
Holy Orders upon graduation. At the 
present time he is the Roman Catholic 
Bishop of Lincoln, Neb. 

For calling my attention to this over- 
sight I am indebted to Paul J. Kennedy, 
head of a well-known New York insur- 
ance agency and who is also an alumnus 
of the college. Writes Mr. Kennedy: 

“T just wanted to be sure that you 
would know that Ray must have had 
some spiritual and religious impact, as 
well as the military and business train- 
ing for which you gave him credit in 
the article.” 

ae ae 


“The Human Side of Selling” 

The Human Side of Selling, a new 
book by Robert E. Moore, has been 
selected as Book of the Month for No- 
vember by the Executive’s Book Club. 
This book, in which there are constant 
and often repeated references to suc- 
cessful selling of insurance, is the first 
volume on salesmanship to be chosen as 
a Book of the Month even by such clubs 
which almost invariably choose non-fic- 
tion material. 

With economic conditions as they are 
today. with inventories higher than ever 
before, restrictions and controls con- 
tributing their problems to the already 
overburdened businessman, the need for 
real salesmen with an understanding of 
human relations is more and more ap- 
parent. 

ee 


Home Owners Record Book 

Jackson Publications, Inc., New York 
City, has published a home owners 
Record Book, especially designed for 
insurance companies. It provides for 12 
types of investments and expense en- 
tries, together with other sections aimed 
to add efficiency to home operation. Its 
sectional headings are these: 

Investment and expense records: Con- 
tract, Payments, Taxes, Insurance, Main- 
tenance, Improvements, Utilities, Appli- 
ances, Furnishings, Personal Property, 
Automobile Investment, Automobile Ex- 
pense. 

Data records are these: Location, His- 
tory, Materials, Services, Planting, 
Ground Plans, Dimensions, Floor Plans, 
Medical Record, Family Income, Estate 
Probe. 

Jackson Publications, Inc., is at 305 
East Forty-sixth Street, New York City. 

ee eae 


Here From Italy 

Dr. Guiseppe Scarpellon, president of 
American International Underwriters, 
Inc. in Italy, with offices in Rome and 
Milan, has been visiting New York to 
confer with AIU executives here. AIU 
in Italy represents National Union Fire 
for fire and marine and New Hampshire 





Louisiana Commissioner 
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Fire for fire, marine and casualty 

Before joining AIU Dr. Scarpellon was 
vice chairman of “La Previdente,” one 
of Italy’s leading insurance companies. 

The Italian market has vast possi- 
bilities for development, he said. There 
are 85 Italian companies operating and 
49 foreign companies and there is room 
for everyone, 

* * o* 


War Damage Control Study 
World War II air raid experience in 
protecting workers, plant and equipment 
can, with minor modifications be made 
to fit atomic warfare conditions, accord- 
ing to a study on damage control in 
wartime which has just been completed 
by National Industrial Conference Board. 
The A-Bomb, the Board reports, does 
not void European experience as the 
atomic weapon differs little from con- 

ventional bombs except as to power. 

* * *” 


Maryland Department Moves 

Insurance Commissioner Harvey M. 
Chesney of Maryland announces that 
the offices of the State Insurance De- 
partment have been moved to 34 Hop- 
kins Place, Baltimore. The Department 
will occupy the entire second floor of 
the new address. For some years the 
Maryland Insurance Department has 
been located in the Tower Building, 222 
East oe Street, Baltimore. 

Hazelton A. Joyce is Deputy Insurance 
Commissioner; Maurice H. LeVita is ac- 
tuary, and John H. Coppage is chief 
examiner. 

eo ae 


Lafrentz Manual in Demand 
The offer addressed to bank presidents 
throughout the country by A. F. La- 
frentz, president of American Surety 
Co., to supply its loss prevention manual 
for banks, has resulted in several thou- 
sand requests for the manual. 


* * * 


Send 250,000 Copies of NFPA 
Booklet 

One of the business institutions cir- 
culating the booklet, “America in 
Flames,” which consists of cartoons, and 
which is published by the National 
Fire Protection Association, is General 
Motors Corporation. Many corporations 
are distributing the booklet to their em- 
ployes. 

I am informed by William H. Lane, 
editor, special publications, employes re- 
lations staff, General Motors Corporation 
that his organization is now distributing 
250,000 copies of “America in Flames” 
through the GM Information Rack Serv- 
ice. 
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Home Dedicates New 
San Francisco Building 


TYPE 
President Smith Expresses Satisfaction 
in Growth of West; Commissioner 
Maloney Commends Home 


COLONIAL STRUCTURE 





Official dedication of the new San 
Francisco office building of the Home 
Insurance Company of New York took 
place Friday, October 26. A group of 
officials headed by Harold V. Smith, 
president, from the home office in New 
York were in attendance at the dedi- 
cation ceremonies. The building will also 
house the Home Indemnity. 

Located at the corner of Kearny and 
California Streets, the new four-story 
building will not only house the San 
Francisco office but will include the 
Pacific Coast department of the Home. 

Home’s Coast department serves 
agents throughout the Pacific and Rocky 
Mountain States, and conducts all gen- 
eral administrative supervision of Pa- 
cific area operations. Vice President and 
Secretary George E. Stroub, assisted 
by Secretaries Philip S. Rowan and Rob- 
ert S. Walker, supervise the work of 
the Pacific Coast Department. The San 
Francisco service office is headed by 
Resident Secretary Howard A. Reynolds, 
aided by Manager Thomas R. Decker. 
The new San Francisco office building 
is one of the most complete and modern 
of its kind. General construction is re- 
inforced concrete, with stone and brick 
exterior trim. Architecture is American 
colonial in style. A unique feature of 
the new building is the 135-foot tower 
which is a faithful replica of the famous 
tower on Philadelphia’s Independence 
Hall. This reproduction, the only one of 
its kind on the west coast is complete 
in every detail except for the fact that 
he Home Building tower is constructed 
of modern fireproof materials. 


Smith and Maloney Speak 


Insurance Commissioner John R. 
Maloney reiterated the facts that since 
the company was first licensed in 1868, 
the Home has been a major contributor 
to the economy of California and San 
Francisco. 

“This beautiful new structure,” he told 
President Smith, “is a renewed and mon- 
umental expression by the Home of its 
continued confidence in our state and 
city of which we are all justly proud. 

“Our company,” President Smith re- 
plied, “has always realized the potentials 
of the West. That was why we came to 
California about the same time state- 
hood was achieved, and were licensed 
in 1868. We have continued to serve the 
state and its environs uninterruptedly 
since that time. I don’t think the com- 
pany realized then that the vitality of 
your state would cause it to pass my 
home state of Pennsylvania in so short a 
time, but it has. 

“Tt was our company ’s keen interest in 
the virility and vigor of the West that 
brought us here in the first place, and 
it was that same interest that almost a 
hundred years later caused us to invest 
more than $2 250,000 in this new build- 
ing. 

President Smith pointed out that no 
expense had been spared in the construc- 
tion of the building to make it safe and 
comfortable for those who work there. 


Three Elected to IEA 


The Insurance Executives Association 
at New York has elected to membership 
H. C. Pitot, United States manager of 
the Royal Exchange; Gilbert Kingan, 
United States m:z anager of the London & 
Lancashire, and Philip J. Priore, man- 
ager of the Sun Insurance Office. 


SPRINGFIELD GROUP CHANGES 





Landen Assumes New Post as Resident 
Vice President in New York; Magill 
Has Middle Department 

Harry J. Landen, recently elected resi- 
dent vice president, has assumed his new 
responsibilities in charge of the Spring- 





Arthur Johnson 
LANDEN 


HARRY J. 


field Group’s New York City branch 
office, located at 161 William Street. 

Secretary George T. Magill, recently 
transferred to the head office in Spring- 
field, Mass., has taken over supervision 
of the Middle Department territory. 

Mr. Landen’s entire business life has 
been spent with the Springfield, where 
he has served as a fieldman, resident 
secretary in the group’s Boston office 
as an underwriting 
secretary at the head office. Mr. Magill 
entered insurance after attending West- 
minster College and has held important 
underwriting positions in New York. He 
went with the Springfield in 1940 and 
since 1946, has been resident secretary in 
the New York City branch office. 


and, more recently, 


Truman to Ask Again 
For Flood Insurance 


SIGNS DIRECT LOAN BILL 





President Disappointed Congress Did 
Not Establish Reinsurance Fund to 
Permit Coverage 





President Truman last week gave no- 
tice that he intends to press his request 
for a Government-backed flood insur- 
ance system when Congress reconvenes 
in January. Both Houses turned him 
down this year, following the recent 
Midwest floods, when he asked for $50,- 
C00,000, to be placed in a revolving insur- 
ance fund in the Treasury, as a part of 
his proposed $400,000,000 comprehensive 
flood-rehabilitation program. Instead, 
Congress approved only $113,000,000 for 
direct loans by existing Government 
agencies, also rejecting a request for 
some $200,000,000 to be used for direct 
indemnification of flood losses. 

When he signed the loan bill last week, 
the President said he was “particularly 
disappointed” over the failure to include 
any provisions for a system of flood in- 
surance. Said Mr. Truman: 

President’s Statement 

“Because insurance protection against 
flood losses is now virtually unobtain- 
able from private insurance companies, 
I recommended a system whereby the 
Government would establish a reinsur- 
ance fund, which should make it possible 
for private companies to write flood in- 
surance at reasonable rates. While the 
risks of floods in any one area may re- 
quire prohibitive insurance rates, it is 
quite possible to reduce the risks and 
the rates by a nationwide pooling sys- 
tem. Until such a system is developed 
and put into effect, we shall continue 
to face the danger that floods may wipe 
out overnight the savings that home- 
owners, farmers and businessmen have 
slowly accumulated over a_ period of 
years.” 

The President appears to have been 
stretching a point in his statement, how- 
ever, since the special House Appropri- 
ations subcommittee which held hear- 
ings on his proposals emphasized in its 
report that the Administration witnesses 
who supported the adoption of a flood 
insurance system operated by the Gov- 
ernment had failed completely to sug- 
gest any concrete methods for operat- 
ing such a program, and also pointed 
out that insurance industry experts had 
testified that flood insurance as outlined 
by the President was unworkable and 
impracticable. 

MANCHESTER SERVICE OFFICE 

The Fireman’s Fund Group service of- 
fice for New Hampshire and Vermont 
is now located at 66 Middle Street, 





Manchester, N. H 
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EUA 25th Anniversary 
Meeting December 12 


BANQUET ALSO AT BILTMORE 
Founded in 1926 EUA Traces Its Con- 
tinuity Back to 1882 When Associ- 
ated Fire Group Was Formed 





The Eastern Underwriters Association 
will celebrate its silver anniversary at the 
annual meeting and dinner to be held 
at the Hotel Biltmore in New York on 
December 12. Organized by a special 
committee in October, 1926, to supplant 
the Eastern Union, the newly created 
association traced a continuity back to 
1882 when the Associated Fire Under- 
writers of New York, New Jersey, Penn- 
sylvania and Delaware was formed for a 
brief period for the purpose of establish- 
ing tariffs and rules through local boards. 

Eastern Union Formed in 1911 

In 1891 this was supplanted by the Fire 
Underwriters. Association with jurisdic- 
tion over the Eastern and Middle States 
and in 1893 replaced by the Fire Under- 
writers Union. In 1911 the Eastern 
Union was created and served the area 
until Eastern Underwriters Association 
was formed. 

During its 25-year span the EUA has 
served its membership in many fields of 
endeavor. Throughout the entire period 
it has been active in research and recom- 
mendation of rules, forms, clauses and 
rate levels. Today its rating methods 
research committee is regarded as an 
outstanding contributor to the industry 
progress in this field. 

President John A. North anticipates a 
large attendance at the annive rsary func- 
tion which will be honored by the past 
presidents of the association end many 
invited guests. 


MARINE 





INSTITUTE MEETS 


Directors Elected for Three Years; 
Gen. Wm. J. Donovan to Speak at 
Anniversary Dinner November 15 
Owen C. Torrey, Marine Office of 
America, presided as president of the 
American Institute of Marine Under- 
writers at the 53rd annual meeting of 
the institute in New York last week. 
Elected as directors for three years were 
John T. Byrne, president, Talbot, Bird 
& Co.; Percy Chubb, partner of Chubb 
& Son; Harold Jackson, president, Wm. 
H. McGee & Co.; Thomas S. Deering, 
vice president, Fire Association, and 
Miles York, executive vice president, 

Atlantic Mutual. 

The customary annual reports of the 
officers and committees were presented 
and adopted. Officers and standing com- 
mittees of the institute will be elected 
at the meeting of the directors early in 
December. 

A dinner to celebrate the 53rd anni- 
versary will be held at the Waldorf- 
Astoria on Thursday, November 15. The 
guest speaker that evening will be Major 
General William J. Donovan, head of 
the OSS during World War Il, holder 
of the Congressional Medal of Honor 
and prominent New York attorney. 
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Rural Fire Prevention 
Meeting November 13 


FULL PROGRAM IS ANNOUNCED 





Smith, Baughman, Phend, Kirkpatrick, 
Just, Braden to Discuss Farm 
Problems at Chicago 


Rural fire prevention problems will 
be examined at a meeting in Chicago 
here November 13 of the agricultural 
committee of the National Fire Waste 
Council. The council is sponsored by 
the Chamber of Commerce of the United 
States. The agricultural committee 
chairman is Dennis C. Smith, assistant 
manager of the farm department of the 
Home at Chicago. 

The committee’s luncheon speaker will 
be Ernest T. Baughman, Chicago Federal 
Reserve Bank agricultural economist. 
His subject is “The future of Agricul- 
ture in our Defense Economy.” 

Other addresses will be made by: 


Phend, Kirkpatrick and Just 


Harold C. Phend, insurance agent of 
Monticello, Ind., “Local and County In- 
surance Boards Take The Ball In Rural 
Fire Prevention at The Farm Level.” 

A. L. Kirkpatrick, manager, insurance 
department, Chamber of Commerce of 
the United States, and secretary of the 
National Fire Waste Council, “Business 
Leadership in Rural Fire Prevention 
Through Local Chambers of Commerce.” 

David W. Just, Underwriters Labora- 
tories, Inc., “Safeguards for Incandescent 
Light Bulbs in Brooder Houses.” 

Russell Braden, president of the Maroa 
(Illinois) Countryside Fire Protection 
District, “Rural Fire Prevention Through 
Farm Inspections by Volunteer Fire- 
men.” 

The meeting, which will be held at the 
Edgewater Beach Hotel, will be shown a 
film “Chicago, U.S.A., Super Livestock 
Market.” 





HARRY W. KOHLER ADVANCED 


Superintendent of Agencies in Middle 
Dept. for America Fore; Has Been 
With Group Since 1936 
The America Fore Group has an- 
nounced appointment of Harry W. 
Kohler to superintendent of agencies 
in the Middle Department. In his new 
position, Mr. Kohler will assist Secretary 

is. 9: ang, 

Mr. Kohler has been with the Amer- 
ica Fore Group since 1936, when he 
started as an engineer in the New Jer- 
sey field. Previous to that time he was 
with the Fire Insurance Rating Organi- 
zation of New Jersey. 

He went to the home office in 1946 
when he was appointed superintendent 
of the fire companies engineering depart- 
ment, and is particularly well qualified 
to assist effectively with field and agen- 
cy problems with respect to rating and 
other production matters. 

Mr. Kohler is a native of New York 
City and attended Newark College of 
Engineering. He is a past president 
of the New Jersey Fieldmen’s Associa- 
tion and a member of the faculty of the 
Insurance Society of New York. 


Special Agents Appointed 
By Boston and Old Colony 


Raymond A. Sanborn has been as- 
signed to the Albany, N. Y., service of- 
fice as a special agent for the Boston 
and Old Colony Companies of Boston. 
He will be associated with Special 
Agents W. Richard Webster and John 
F. Osgood. 

John L. Thacher has been named 
a special agent for New Hampshire 
and Vermont and will be associated 
with Special Agent John A. White. 

John Bidwell Bruce has been appoint- 
ed casualty and surety special agent for 
Connecticut by the company. He was 
previously associated with Hartford Ac- 
cident & Indemnity Co., Connecticut 


General Life and the New England In- 
surance Co, He will be associated with 
special agents John MacKenzie and John 
MacDonnell of the 
Haven service office. 


companies’ New 





Conway Sees Special Opportunities 
For Brokers to Render Service Now 


In his talk before the General Insur- 
ance Brokers Association, tendered in 
his honor at Hotel Astor last week, 
Judge Albert Conway of Court of Ap- 
peals looked back over the span of years 
beginning when he was Superintendent 
of Insurance of this state. The retrospect 
revealed to him that brokers have made 
great strides forward among the insur- 
ance groups, a progress he feels will be 
continued as long as brokers live up to 
their opportunities in being of service 
to the insuring public and meeting chal- 
lenges presented to them for improving 
and increasing their contributions to the 
insurance world. 

“One of the things which I began to 
stress in 1929 and during my continu- 
ance as Superintendent and thereafter 
down through the years, was the neces- 
sity for brokers to formulate rules to 
govern their own conduct and then to 
police themselves, as do men in law 
and medicine, so that the rules they 
themselves wrote should be obeyed,” 
said Judge Conway. “Brokers should be 
experts in insurance and so in large 
sense professional men—men who pro- 
fess to know, which is the definition of 
a professional man. By going to the 
legislature and strengthening the re- 
quirements for a license to become a 
broker, you have raised your standing 
in the insurance field. Whoever the man 
may be in our city who purchases insur- 
ance, whether the humblest individual 
or the largest corporation, the insurance 
he purchases is no better than the wis- 
dom, vision, experience and integrity of 
the broker through whom the insurance 
is purchased. The broker is the repre- 
sentative of the purchaser—of the pub- 
lic. If the purchaser deals through a 
broker, unless he has one who is com- 
petent to first listen to his needs, then 
to inspect his home, factory or places 
of business and to suggest the kinds 
and types of insurance which are advis- 
able or necessary, the purchaser may 
well suffer a loss for which he is not 
covered by insurance. More and more 
have I noted that through reading and 
experience in the last 22 years.” 

Meeting World Problems 

Discussing matters of international in- 
terest Judge Conway said: “All over the 
world in the moral, social and economic 
revolution which is occurring, men of 
all nationalities are striving to meet the 
challenge of the problems presented. In 
our country we are not only endeavor- 
ing to maintain our own equilibrium but 
are depriving ourselves of material 
things in order to help peoples of other 
lands not so well off economically. By 
that effort of ours to willingly and gen- 
erously help those in other lands, we 
complicate our efforts to solve our own 
problems. It seems to me that as a re- 
sult it is becoming more clear and will 
become much clearer in the coming year 
that each individual in our land must be 
made conscious of the fact that his indi- 
vidual effort in this struggle is needed 
in this time of crisis no matter in what 
business or profession he may be; that 
each of us must realize that he has an 
individual duty through his business or 
profession to render public service. 

“In no relation is that more clear to 
me than that of the insurance broker 
who in a very large sense acts to pro- 
tect the public interest in life, in health 
and in capital. It is true that primarily 
a broker must carve out for himself a 
living for his family from the business 
of insurance. That, of course, is true of 
those engaged in every profession or 
business. The lawyer who protects free- 
dom or property or the doctor who pro- 
tects life and health is rendering com- 
munity service and is understood to be 
doing so although in addition by the 
recompense received he is supporting his 
family. The broker while earning his 
individual recompense is rendering a 
service to the public when he properly 





protects his clients and_ the 
against economic disasters. 

“In this distressing period in world 
history when time may be the important 
factor in survival, there exists a special 
opportunity for the insurance broker to 
render a still greater public service in 
connection with loss prevention work. 
When property today is destroyed the 
loss may mean much more to our se- 
curity as a people and as a nation than 
if these were days of peace and _ har- 
mony. I remember this being brought 
home so clearly to me in World War 
II when writing an opinion for our court 
in connection with the determination of 
the proper measure for the valuation of 
a building. Ordinarily, we said for tax 
assessment purposes a_ building would 
not be worth more than the reconstruc- 
tion cost less depreciation and then we 
remembered that a factory making pow- 
der or aeroplane parts might be well 
nigh invaluable because there might not 
be time to build another if it were de- 
stroyed during a war. So..now where 
losses occur at factories producing goods 
necessary for our national defense or 
on docks or among shipping which trans- 
port such goods one begins to appreciate 
the far reaching effect such losses may 
have upon our effort to enable each indi- 
vidual to remain free. 

No Time for Carelessness 

“Next we begin to realize that this 
holds true also as to our homes. We 
need houses so that our people may 
have homes and we can ill-afford to lose 
any of them and we should properly 
feel ashamed when serious housing 
losses occur which, upon investigation, 
are found to have proceeded from the 
carelessness and negligence of our peo- 
ple. Proceeding upward we begin to 
realize the greater loss suffered by us 
as the result of accident frequency and 
injuries and death which take individuals 
out of our necessitous productivity as is 
shown in workmen’s compensation and 
automobile liability experience. Indeed, 
the man who drives his automobile with- 
out reasonable care may strike down 
one upon whom hundreds depend in 
making our defense effort work. This is 
no time to have carelessness and negli- 
gence increase and any individual who 
is not conscious of his obligation to use 
care on the highway, care in the fac- 
tory and care with respect to his mate- 
rial property fails in his present press- 
ing social and patriotic duty. 

“Here is your great opportunity as 
insurance brokers both individually and 
through your competent organizations 
such as the General Insurance Brokers 
Association to inculcate in the minds of 
your clients and the public the social 
and patriotic obligation to reduce losses. 
You must have at all times a growing 
loss prevention program. Loss preven- 
tion work must of necessity be a con- 
tinuous day to day effort. You must find 
the means of carrying the message into 
the homes of our people and our busi- 
ness establishments so that all, whether 
at home or at work, or on the highways 
of our state and city may have an ever 
present appreciation of their obligations. 
We all recognize the tremendous needs 
of our Government in meeting the de- 
mands upon it for men and materials. 
The solvency of insurance companies, 
without which there is no security in 
insurance, is also a primary need of our 
Government and the work of loss pre- 
vention and the reduction of accident 
frequency assists materially in maintain- 
ing the solvency of all insurers espe- 
cially in this period when there is such 
a strong tendency for the costs of insur- 
ance as well as all else to tend upward 
under the influence of inflation. You in- 
surance brokers are well organized in 
New York and it is good that you are. 
I compliment you upon your organiza- 
tions which have been strong enough 
to accomplish much good in maintaining 
sound insurance practices.” 


public 


E. F. High President 
Mutual Agents’ Assn. 


700 AGENTS ARE AT CHICAGO 


Seek Position of Insurance Industry 
on Prospect of Atomic Warfare and 
Property Loss by Floods 


E. F. High, Columbus, O., insurance 
agent, was elected president of the Na- 
tional Association of Mutual Insurance 
Agents at the group’s 20th annual meet- 
ing at the Edgewater Beach Hotel in 
Chicago. He succeeds R. E. Hill, of 
Chattanooga, Tenn. 

Mr. High has operated his own insur- 
ance agency at Columbus since 1929. He 
was instrumental in organizing the Ohio 
Mutual Agents Association in 1944, and 
served as secretary-treasurer of that 
organization for three years. He was 
president of the Ohio group in 1948. For 
the National Association of Mutual In- 
surance Agents, he was a director for 
five years, and a member of the execu- 
tive committee for four years. Last year 
he served as vice president. 


Traffic Safety Films 


More than 700 agents from all sec- 
tions of the country attended the Chi- 
cago parley. Four traffic safety films. 
produced by the National Association of 
Automotive Mutual Insurance Compa- 
nies, were exhibited at the final session. 
Richard O. Bennett, traffic consultant for 
the Association, said the films were de- 
signed for truck driver training, and that 
three additional films on the same sub- 
ject are now in production and will be 
available before the end of the year. 

Also at the meeting, the association’s 
directors voted to petition the insurance 
All Industry Committee and the insur- 
ance committee of the U.S. Chamber of 
Commerce to consider and determine 
if possible the position of the insurance 
industry as a whole with respect to the 
following two problems: (a) the prospect 
of atomic warfare and its insurance im- 
plications, and (b) property loss caused 
by flood waters. 

The decision for the petition was 
made on recommendation of the NAMIA 
advisory board, consisting of the presi- 
dents of the various state associations. 

The association also reafirmed its stand 
favoring completion of a draft of a 
model agents qualification law in accord- 
ance with a request of the National 
Association of Insurance Commission- 
ers, and agreed to make an insurance 
education course available to all associa- 
tion members. This will be the first 
such course, it was said, that was ever 
sponsored by the association. 

In addition to Mr. High, other new 
association officers are H. O. Arthur, 
Olwein, Ia., and Sterling Sasser, Austin, 
Texas, vice presidents. W. Newton Jack- 
son, Salisbury, Md., was elected secre- 
tary, and John R. Kroll was reelected 
treasurer. Philip L. Baldwin, Washing- 
ton, D.C., executive secretary. was re- 
elected. 

Three vice presidents—Henry D. Bean, 
Haddonfield, N. J.; Gene S. Wilson, 
Minneapolis, and George F. Jones, Char- 
lotte, N-C —were reelected. Messrs. Kroll 
and Sasser were also reelected as mem- 
bers of the board of directors, and four 
new directors were elected as follows: 
H. C. Fenno, Philadelphia; T. C. Greg- 
ory, Alliance, Neb.; Raymond Norwood, 
Little Rock, Ark.; and M. Abbe Strunk, 
San Antonio, Texas. 


Ontario Losses Decline 

Despite gains in the third quarter, On- 
tario’s fire losses for the first nine 
months of 1951 ran well below the fig- 
ures for the same period of a year ago. 
In the third quarter there were 4,773 
fires for a total loss of $4,377,062 and an 
insurance loss of $3,612,469. The com- 
parative figures for the third quarter of 
1950 were 4,429, $3,904,069 and $3,447,366. 

In the nine-month period this year 
there were 12,532 fires, a total loss of 
$13,301,573 and an insurance loss of 
$11,159,052; while in the same 1950 pe- 
riod there were 12,759 fires, a total loss 
of $15,664,169 and an insurance loss of 


$13,139,699. 
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Max Klotz Reelected as 


Brooklyn Brokers President 


MAX KLOTZ 


The Brooklyn Insurance Brokers’ As- 
sociation met yesterday at the Hotel St. 
George at Brooklyn to elect officers and 
to hear Peter M. Adamson, manager, 
Brooklyn office, Genera] Adjustment Bu- 
business 


reau, speak on interruption 
insurance. 

Slated for election for 1952 are Max 
Klotz for president; Peter A. Locke, 
first vice president; Ann B. Hargert, 
second vice president; Joseph A. Car- 
bone, third vice president; George J. 
Mutari, treasurer, and Anthony A. Can- 
talupo, sergeant at arms. 

Board of directors: Charles A. 
Merante, chairman; Harold A. Bowie, 
James B. Manzi, Nathan Edelstein, Peter 
Kavell, H. Al. Roth, Nicholas V. Sich- 
enze, Harry Bearman, William A. Ven- 
dittelli, Frank Schiraldi, David 
Krasnoff, Harold Fleischer. Associate: 


Bernard G. Werbel, Robert McKinnon. 

Mr. Klotz has been president for the 
current year and Mr. Mutari is secre- 
tary-manager. 


Ohio Appeal Court Backs 
Ban on Motors Ins. Agents 


The Franklin County, Ohio, Court of 
Appeals has upheld the action of the 
Ohio Division of Insurance in revoking 
licenses to write insurance held by Gen- 
eral Motors automobile dealers and re- 
fusing to reissue them. The law was held 
to be constitutional. The suit was 
brought by General Motors Insurance 
Corp. of New York and a number of 
its Ohio agents against Walter A. 
Robinson. Superintendent of Insurance, 
and Robert L. Moulton, State Director 
of Commerce. The case has been in the 
courts several years. 





FIRE IN AGENT’ Ss OFFICE 
Fire of unknown origin destroyed the 
interior of the office of Charles H. 


Simonds, insurance agent at 329 Ford 
Street, Ogdensburg, N. Y. Mr. Simonds 
said all the records were saved. 





Van Vechten on Flood 


Insurance Difficulties 
SUFFICIENT 


SPREAD IS NOT 





NAIA President Says Earthquake and 


Wave Wash Cannot Be Rated on 
Generally Accepted Bases 





When basic principle of property in- 
surance—that contributions of many take 
care of losses of the few—is applied to 
the question of such coverages as flood, 
earthquake and wave-wash, the question 
comes up, “How many is many, and 
how few is few?” 

J. F. VanVechten, president of the 
National Association of Insurance 
Agents, speaking at the annnual con- 
vention of the California Association of 
Insurance Agents in Los Angeles this 
week. “It is, of course, perfectly natu- 
ral that coverage for a probable loss is 
desired, but let’s be realistic and ask 
ourselves a few pertinent questions about 
these coverages. 

Rating Difficulties 


“Tt is no secret that different parts 
of the country want these different cov- 
erages, none of which is now included 
in the new additional extended coverage 
endorsement. But, for instance, will 
insureds outside the earthquake zone 
be willing to pay for that protection ? 
Will the citizens of Iowa pay for wave- 
wash coverage,” he asked. “Or, will the 
policyholders of Vermont permit their 
rates to be loaded for flood coverage ?” 

“Further, will the rate regulatory au- 
thorities of all the states permit the 
rates over which they have jurisdiction 
to be loaded for all three coverages?” 
Continuing to pose questions, the NATA 
leader asked, “Or should the areas sus- 
ceptible to these individual perils be 
required to pay the cost of claims due 
to such perils?” 

Using the case of flood covrage as an 
example, Mr. Van Vechten pointed out 
that insurance companies have not been 
able to write that type of insurance 
because it is sought only by those ex- 
posed to floods. “ secause the risk can- 
not be spread sufficiently,” he continued, 
“the premiums would have to be so high 
to keep the program self - sustaining 
that the property owner in flood danger 
areas prefers to take his own risks.” 
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ARTHUR M. O’CONNELL 


Arthur M. O’Connell of Cincinnati was 
elected president of the Ohio Association 
of Insurance Agents at its convention 
held in Cincinnati. Ray R. Schryer of 
Lima is vice president. Charles H. Eich- 
horn of Columbus, retiring president, was 
presented the association’ Paul Revere 
Trophy. He was designated as having 
“contributed most to the cause of sound 
principles and correct practices in the 
current year.” 


Excelsior Holds Three 
Regional Meetings in N. Y. 


The Excelsior Insurance Company of 
Syracuse, N. Y., recently held three re- 
gional meetings of its agents in New 
York State as follows: eastern New 
York at the DeWitt Clinton Hotel, Al- 
bany; central and northern New York 
at the Lincklaen House, Cazenovia, and 
the western New York group at Avon 


Inn, Avon. 
In addition to the agents present 
were Carl McM. Crawford, vice presi- 


dent and agent-director from Chester, 


Pa, and Alfred C. Sinn, agent- -di- 
rector from Clifton, N. J., who is also 
chairman of the company’s planning 


committee; Lynn J. Bickelhaupt, agent- 
director from Saratoga Springs, N. Y.; 

C. Mark McLaughlin, agent- director 
from Rome, N. Y.; Follett L. Greeno, 
vice president and "agent-director from 
Rochester, N. Y.; and also the following 
from the home office: Forrest H: Wit- 
meyer, president; Donald P. Littlefield, 
assistant secretary; Milton V. Lanning, 
supervising underwriter; Harry C. Jewell, 
underwriter, and Gregory McKennis, 
special agent. 
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PITTSBURGH WOMEN TO MEET 





Ninth Anniversary Dinner on Novem- 
ber 5; Stone of FIA Speaker; Blair 
County Women Meet in Altoona 

The ninth anniversary of the Insur- 
ance Women of Pittsburg will be cele- 
brated by Bosses’ Night to be held at 
the University Club on Monday, Novem- 
ber 5. Mrs. David B. Edgar, past pres- 
ident of the Insurance Women of Pitts- 
burgh, will be the toastmistress. Festi- 
vities of the evening will begin with a 
cocktail party followed by dinner. The 
entertainment will be furnished by New 
York radio artists. 

Guest speaker of the evening will be 
A. C. Stone, special agent and man- 
ager of the Pittsburgh office of the 
Factory Insurance Association. Officers 
for this the ninth year are, Margaret 
Scanlon, president; Mrs. Howard Beck, 
vice president; Emma Crowe, treasurer; 
Mary Jane Vogel, recording secretary, 
and Lillian Berryman, corresponding 
secretary. 

The newly organized member of the 
National Association of Insurance Wom- 
en, the Insurance Women of Blair 
County, held their installation of officers 
in Altoona, Pa., on October 16. The 
Insurance Women of Blair County is a 
foster club of the Insurance Women 
of Pittsburgh and this meeting was 
attended by Emilie Schiller, organization 
chairman of Region 1, Miss Scanlon, 
Mrs. Crowe and Dorothy McCartan. 


Vincent M. Wilson to Join 


General Agency in Boston 


Vincent M. Wilson has resigned as 
secretary of the Providence Washing- 
ton to go with the Boston general agen- 
cy of Brewer & Lord in an executive 
capacity. He will take over his new 
duties in November with the agency 
which is the principal Boston represen- 
tative of the Providence Washington. 

Mr. Wilson entered insurance with the 
Home Insurance Co. in 1927 and went 
to New England as fieldman for Maine. 
He left the Home to join the Providence 
Washington in 1941 and was in the 
Massachusetts field until transferred to 
the home office in Providence in 1946. 
He became secretary of the company in 
1948 and secretary of the Providence 
Washington Indemnity in 1950. 


BROKERS’ REVIEW CLASS NOV. 8 

The metropolitan department of the 
Home Insurance Company will conduct a 
brokers’ review class on Thursday, No- 
vember 8, at the Hotel McAlpin in New 
York City. The class is designed for 
students who are preparing for the state 
examinations for brokers’ or agents’ li- 
censes. 


LESSER INSURANCE SERVICE 

A business name has been filed in the 
Erie County Clerk’s Office for the Les- 
ser Insurance Service, 22 Copsewood, 


Buffalo, N. Y., by Harold Lesser. 
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FE rom the windows of his mansion at Kittery Point, William Pepperrell, richest man in 
Maine, could see his ships departing and arriving from the West Indies and Europe. The 
house, built by his father in 1682, was “one of the most magnificent provincial resi- 
dences”; through the hall, it was said, a cart and oxen could be driven. Smaller than in 
Pepperrell’s day, his birthplace is now privately owned. 

Besides being a merchant and shipbuilder, Pepperrell took an active part in politics 
and was an officer in the militia. Although he had no legal training, the governor appointed 
him chief justice of the colony when the incumbent was removed for political reasons. 

Reversing the usual order, after his appointment Pepperrell set about studying law. 








SIR WILLIAM PEPPERRELL 
Sust Anerican Baronet 





His chief exploit was commanding an expedition in 1745 against the Canadian strong- 
hold Louisburg, one of France’s important fortifications. In recognition of his efforts in 
bringing the siege to a successful conclusion, George II made him a baronet, an honor never 
before conferred on any native American. He was also the first American to be a general 
in the British royal army and for a few months served as acting governor of Massa- 
chusetts which at that time included Maine and New Hampshire. 

Sir William was proud of his success and cut a fine figure as 
he rode about in his coach attended by footmen and outriders, 
but his overwhelming ambition to have his name perpetuated 
failed of fulfilment. Of his four children, Andrew, the only son 
to reach maturity, was engaged to Hannah Waldo but postponed 
the marriage date several times presumably because of ill health. 
When the wedding day finally arrived, in the presence of the 

ocala. Meena assembled guests, the bride called off the ceremony because of 
at the battle of Louisburg the mortification she had been caused. The grief-stricken Andrew died shortly thereafter. 
After Sir William’s death in 1759 the property passed to his daughter’s son William 
Sparhawk on condition that he take the name Pepperrell. As he was a Loyalist he fled to 

England when the Revolution broke out. 
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Bugbee Praises Drive 
To Reduce Fire Losses 

MANY GROUPS PARTICIPATING 

NFPA General Mgr. Also Asks for 


Broad Campaign to Reach Regularly 
Everyone in This Country 








Speaking at the opening session of 
the two-day regional conference con- 
ducted by the National Fire Protection 
Association at the Hotel Ambassador in 
Los Angeles for its members in that 
area, Percy Bugbee, general manager 
of the association, said that it was esti- 
mated that there were 1,700,000 outbreaks 
of fire in the United States in a year 
and that the great majority of these 
fires were due to a few simple and 
easily understood acts of carelessness. 

Mr. Bugbee said that a broad educa- 
tional campaign to reach effectively and 
regularly every man, women and child 
in the country was the only answer 
to this problem. He described forward 
steps now undertaken, such as accept- 
ance by the Advertising Council of 
America of a campaign on home fire pre- 
vention sponsored by the NFPA on a 
year-round basis. 
~ “Through this campaign,” said Mr. 
Bugbee, “we can effectively reach all 
of the people of the country with infor- 
mation about the simple hazards to life 
and property that are encountered daily 
as the Advertising Council campaigns 
reach all of the newspapers, radio sta- 
television programs, and other 


tions, 
means of publicity.” 
Mr. Bugbee referred to the present 


interest and support to the campaign 
that is forthcoming from the major ciga- 
rette companies of the country as an 
important aid in this campaign because 
of the fact that the careless disposal 
of matches and cigarettes is the lead- 
ing cause of fires. 

He referred enthusiastically to the 
campaign to save the lives of children 
in fires initiated by the International 
Association of Fire Chiefs by former 
President Alderson, chief of the Los 
Angeles Fire Department, and under the 
direction of Jay W. Stevens of the San 
Francisco office of the National Board 
of Fire Underwriters. 

Mr. Bugbee also referred to the 
growing interest on the part of the Na- 
tional Education Association, the Ameri- 
can National Red Cross, and the Boy 
Scouts of America in fire prevention 
education and the importance of this 
sort of cooperation in the broad cam- 
paign. 


September Fire Losses Rise 

Estimated fire losses in the United 
States during September were $53,398,000, 
it is announced by Lewis A. Vincent, 
general manager of the National Board 
of Fire Underwriters. This is an in- 
crease of 16.3% over losses of $45,922,000 
reported for September, 1950, and a de- 
crease of 3.6% from losses of $55,416,000 
reported for August, 1951. 

Losses for the first nine months of 
1951 now total $548,475,000 an increase of 
6.3% over the first nine months of 1950. 


Fire Insurance Commended 
For Its Service to Canada 


Industrialists and businessmen would 
have refrained from risking millions of 
dollars in industrial plants and materials 
had it not been for the financial support 
of insurance companies, Etienne Crevier, 
general manager of LaPrevoyance and 
president of the St. Denis Club of Mon- 
treal, declared at Three Rivers, Que. He 
spoke at a banquet in connection with 
the annual two-day convention of the 
Three Rivers Insurance Brokers’ Asso- 
ciation. 

“Fire insurance has become big busi- 
ness in Canada as well as elsewhere. 
And as a result, very few financiers and 
industrialists would have felt justified to 
risk the millions of dollars they invested 
in the building of plants and purchase 
of materials if insurance companies had 
not been here to protect them against 
possible fire losses.” 


ROYAL GUARDS HOLD DINNER 





U. S. Manager Conick, General Man- 
ager Trustam, Asst. Manager Smeddles 
Speak; Thompson New Pres. 

The Royal Guards, an association of 
Royal - Liverpool Insurance Group em- 
ployes with 25 years or more of service, 
held their 15th annual dinner October 
26, at the Hotel Statler in New York 
City. 

Organized in 1937, the Guards today 
number 858 members, an increase of 43 
over last year. On Friday night 488 
were present to hear addresses by 
Guards President E. R. Voorhis, assist- 
ant U.S. manager, and H. C. ee 


U.S. manager and president. C. F. 
Trustam, general manager, and T. H. 
Smeddles, assistant manager, of the 
Liverpool office, were guests at the 


dinner. 
W. G. E. Thompson was elected pres- 


ident for the coming year. New offi- 
cers are A. K. Carlin and J. J. Mc- 
Guirk, Jr. “vice presidents; Miss N. 


Hoesly, secretary; and Miss L. B. Zing- 
abar, assistant secretary. Governing 
committee members are Miss L. E. 
Martin, Miss Catherine J. Igoe, George 
J. Bruhn, and E. S. Greene. 

Dance music was provided by the 
group’s orchestra, and entertainment by 
the Glee Club under the direction of 
George A. Bernard, marine secretary. 

Mr. Trustam and Mr. Smeddles spoke 
briefly and informally. Mr. Trustam ac- 
knowledged the group’s debt to the 
Guards, who “represent the experience 
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and knowledge of our group.” Mr. 
Conick noted that it was the men and 
women of the Guards who have made 
possible a splendid financial statement 
for 1951. Mr. Conick reported that if 
the first nine months’ experience con- 
tinues through the end of the year, 1951 
will mark the first year that the group’s 
underwriting income exceeds $200,000,- 
000 dollars. 





A. J. O'Donnell 35 Years 
With North British Group 


The 35th service anniversary of Arthur 
J. O'Donnell, assistant secretary, North 
British Group, was marked by a luncheon 
given by Assistant U. S. Manager 
Magenheimer at the Bankers Club, New 
York, on October 25. Also attending were 
Assistant U. S. Manager Stockham, Gen- 


eral Counsel McLoughlin, and Secre- 
taries Synor, Stewart, deGruchy and 
Standen. 


Mr. O’Donnell also received many 
congratulationary messages from asso- 
ciates throughout the company. 
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HONOR WALTER N. EDWARDS 





St. Paul Group Head in New Jersey 
Given Testimonial Dinner to Mark 
His 25th Anniversary 
Walter N. Edwards, manager of the 
St. Paul Group in New Jersey, was hon- 
ored at a testimonial dinner in com- 
memoration of his 25 years of service 
with that group by his agents last 
Thursday evening, October 25. The affair 
was held at the Chi-Am Chateau in 

Mountainside, IN. J. 

Alfred C. Sinn of Clifton was chair- 

man of the affair and Charles Franken- 
bach of Westfield served as toastmaster. 
Speakers were A. B. Jackson, president 
of the Saint Paul Fire & Marine, and 
M. D. Price, president of the Saint Paul 
Mercury Indemnity. Stanley Stults of 
Hightstown, presented Mr. Edwards with 
a gold, engraved wrist watch, while 
Russell E. Stevens of Newark present- 
ed him with a substantial volume of new 
business in token of the occasion. Mr. 
Sinn presented him with an inscribed 
testimonial signed by all those in attend- 
ance. 
_Over 100 agents and friends of “Doc” 
Edwards coming from all parts of New 
Jersey were present. Messrs. Sinn 
Frankenbach, Stults and Stevens are all 
past presidents of the New Jersey Asso- 
ciation of Insurance Agents. E 





Brooklyn Brokers Dinner 
And Dance on Nov. 29 


The Brooklyn Insurance Brokers As- 
sociation will hold its 39th annual dinner- 
dance at the Hotel St. George in Brook- 
lyn on Thursday evening, November 29. 
This year there will be no installation 
of othcers ceremony at the affair, giving 
more time for dancing and entertainment. 
President Max Klotz announces that 
tickets are priced at $8.50 each, includ- 
ing gratuities. 





American Names Clifton 


Asst. Field Supervisor 

_The American Insurance Group of 
New Jersey announces appointment of 
Vernon M. Clifton as assistant field 
supervisor, with headquarters in the 
home office in Newark. 

Mr. Clifton, a native of Atlanta, is a 
graduate of the University of Georgia 
and of Atlanta Law School. He is a 
member of the Georgia bar. He joins 
the American with a background of 25 
years in the insurance business, includ- 
ing both fire and casualty experience. 
Mr. Clifton will assist in the production 
and development of casualty business. 


Expect Laughlin To Be 


Nebraska Commissioner 
Loren Laughlin of Beatrice, Neb., an 
attorney, is expected to be named Direc- 
tor of Insurance of Nebraska, to succeed 
3ernard R. Stone. Mr. Laughlin is a 
former member of the state Senate and 
assistant state budget director. Mr. 
Stone has left his post as director to 
return to Omaha where he will resume 
law practice. 


Pennsylvania Directory 

The Pennsylvania Insurance Directory 
for 1951, published by the United States 
Review Publishing Co., Philadelphia, 1s 
now being distributed. The Directory 
has agency listings arranged alphabetic- 
ally by towns and cities. The 1951 edi- 
tion is considerably enlarged due to the 
numerous additions and changes in the 
business since last year. It contains 804 
pages. It sells at $12 a copy. 
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FIRE-MARINE- Le. SURETY 
N S U R ANC E 
FINANCIAL STATEMENTS DECEMBER 31, 1950 
VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 
Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 
Firemen's Insurance Company of Newark, N. J. $12,625,000. $103,339,366. $59,095,773. $44,243,593. 
Organized 1855 
The Girard Fire & Marine Insurance Company 1,000,000. 10,147,710. 6,856,269. 3,291,441. 
Organized 1853 
National-Ben Franklin Fire Insurance Company 1,000,000. 9,795,730. 6,388,425. 3,407,305. 
Organized 1866 
Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 26,621,995. 17,269,325. 9,352,670. 
Organized 1852 
The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 34,858,112. 26,225,057. 8,633,056. 
Organized 1874 
Commercial Casualty Insurance Company 1,000,000. 39,807,677. 30,226,458. 9,581,219. 
Organized 1909 
Royal General Insurance Company of Canada 100,000. 425,988. 24,127. 401,861. 
Organized 1906 
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President Vitt Addresses SEUA Meeting 
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(Continued 


and to the general public, Mr. Vitt de- 


clared. 


“T am an pruponent of 


enthusaistic 


multiple line operation,” Mr. Vitt con- 
tinued. “It is the only way in which 
we can effectively follow through on 


the gospel we have been preaching to 


producers for years: sell complete ac- 


counts of insurance without gaps in cov- 
erage. 

“Having urged our producers to give 
professional service, it is up to us to 
solve the age old vexations of insurance 
programs: duplication of coverage, multi- 
ciplicity of policies, loopholes in protec- 
tion, incomplete forms which do not go 
far enough in scope. 

“The multiple line producer will need, 
and we must provide, broad policies, uni- 
formly rated and applicable to wide cross 
sections of the public. Between this 
simple statement of need and its attain- 
ment lies our challenge and our oppor- 
tunity. 

Present Problems Ignored 


“In attempting to realize these aims 
there is a definite danger that the over 
zealous in our industry may tend to 
focus exclusively on the anticipated 
benefits of the future while ignoring the 
very real problems of the present. 

“In my judgment it will be calamitous 
if insurance buyers—large and small— 
are led to expect ideal coverages at 
ideal rates (usually meaning lower ones) 
as an immediate result of multiple line 
operation, ” Mr. Vitt emphasized. 

“It is likely in the speculative future 
that savings in operation will be realized 
through the elimination of duplicate ef- 
fort in agency and company accounting 
and statistical recording; through the 


elimination of forms; through replace- 
ment of several policies by one, and 
through superior performance of com- 


pany personnel who will handle enlarged 
duties in the underwriting, loss and field 
end of our business. The streamlining of 


a large fleet into one company unit 
should logically make for future 
economies. 

“One of the major economies which 


can be effected lies in the simplification 
As so-called package multi- 
ple line forms are perfected, rates can 
be developed on a package basis, and 
statistics compiled on the form as a 
whole rather than on the breakdown of 
the perils covered. The savings in terms 
of time, of labor and materials would, of 
course, eventually be reflected in the 
rate. 

“However, these likelihoods are in the 
future. Right now our companies are 
sustaining tremendous expense in arriv- 
ing at the very systems which will result 
in the elimination of previous duplication. 


of statistics. 


Tenining of Personnel 


yanizations have been 
training young men in formal classes 
and ‘on the job’ so that they will be 
equipped to operate ‘across the board.’ 
Each man’s training represents an in- 
vestment of thousands of dollars, and 
now that we have sustained this ex- 
pense, these young men are not only 
being called again to a greater service 


“Many of our org 


from 
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than ours but also into other industries. 
We must face up to the possibility of 
continuing attrition over a period of 
years of the personnel we have been 
preparing for the future. Thus there may 
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be a dearth of managerial talent at the 
very time that multiple line operation is 
scheduled to come into its own. 

“In the normal and uniform develop- 
ment of multiple line forms and poli- 
cies some uncharted ground must be 
explored. There may be some perils 
considered which heretofore have not 
been covered in existing forms. There 
will be other perils which have not had 
widespread coverage, but which now will 
gain broad spread through inclusion in 
multiple coverage. In such cases there 
will be little, if any, statistical data upon 
which to base a rate. 

“Until sufficient time has elapsed to 
permit the gathering of credible statistics 





The poor agent who 


STOOD ON HIS HEAD 











He knew the insurance business inside and out. He remembered names, 
he was systematic, and he made plenty of calls. If it would help write a 


policy, he would stand on his head. 


All successful agents put a tremendous amount of effort into their work, 
but it takes teamwork on the part of both agent and company to trans- 
form persistence into policies. To make sure that the agent’s hard work 
is not wasted at Pearl American, we think of his problems as our prob- 
lems. Sympathetic consideration, reliable fieldmen’s and underwriters’ 
advice, and prompt service are combined with ample reserves and good 
reputation to help agents write more policies and earn more commissions. 


No wonder so many agents and brokers who are tired of standing on 
their heads are teaming up with Pearl American. 
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the underwriter’s judgment as to a fair 
rate must be accepted. Though there 
are some regulatory officials who mzeke a 
fetish of statistics, and discount under- 
writing judgment and trend, for my part 
I believe that in the main we can ex- 
pect a sympathetic and understanding 
approach to our problems on the part 
of regulatory officials. These officials 


realize that in protecting the public 
-interest they must not only keep the 
gate open so the public may secure 


better and broader coverage, but they 
must also strive to keep the insurance 
carriers sound and solvent. 


Not Time for Erratic Experiments 


“In my judgment this is not the time 
for erratic, untested experiments. We 
have the menacing possibility of a re- 
turn of the capacity problem and I leave 
you to imagine the result of such a 
development just as we have ventured 
out on untested and possibly treacher- 
ous ground. 

“The addition 
comparable rate 


of new perils without 
increase is not only 
questionable in itself but there is a 
definite possibility that such maneuvers 
may condition the thinking of producers 
and insurance buyers to the point where 
they may expect many types of ex- 
panded coverage at close to the going 
price. Disillusionment is in store. As 
multiple peril policies appear with com- 
binations of coverage on which we have 
statistics, rates must of necessity re- 
fllect added and improved coverage,” 
Mr. Vitt observed. 

“We are living in a day when a jury 
awards $400,000 in a bodily injury case; 
a day when the replacement cost of a 
1950 Chevrolet front fender is $42.50 
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for parts and labor compared with a cost 
of $18.80 for the same job ten years 
ago on a 1940 Chevrolet. 

“The corrosive inflation continues so 
rapidly that one astute commentator ob- 
serves that casualty company executives 
are often tempted to pay a doubtful 
claim at today’s known values, bad as 
they are, rather than chance litigation 
and an unfavorable verdict in the future 
when the trend indicates values will be 
still higher. 

Higher Rates Warranted 

“In brief, our industry now pays losses 
at a price level infinitely higher than 
the level underlying the rates for many 
lines. It follows that continuing rate ad- 
justments upward are in order, and since 
the lines in question will be integral 
parts of multiple peril policies the pros- 
pect appears at least probable that 
higher costs will obtain as these cover- 
ages become increasingly available. 

“The public’s stake in multiple line 
operations lies in eventually obtaining 
a superior product—not in a chimerical 
cash saving on premium payments. This 
thinking must be impressed upon pro- 
ducers and through them upon our cus- 
tomers, present and future. 

“With professional protection at a fair 
price aS our unvarying object, we can 
not fail to protect our public fully and 
at the same time maintain our compa- 
nies’ solvency by continuing to operate 
at a profit. The two aims are interde- 
pendent and inseparable.” 


Excelsior Names Winners 


Of Syracuse China Sets 


The Excelsior Insurance Company of 
Syracuse, N. Y., has awarded a set of 
“Syracuse China” to winners at various 
conventions of agents’ associations of 
states in which it is entered. 

The winners thus far are: New York 
convention, Syracuse, was J. K. Brown, 
assistant secretary, St. Paul Fire & 
Marine; national convention, Chicago, 
Robert E. Dawson, agent from Pasadena, 
California; Michigan convention, Macki- 
nace Island, Mrs. Merrill G. Craft of 
Jackson, wife of the newly elected presi- 
dent of the Michigan Association; Con- 
necticut Association; New Haven, Carl 
B. Rowlinson, agent at South Norwalk, 


Conn.; New Jersey covention, Asbury 
Park, Abe S. Berliner, agent from 
Paterson, Pennsylvania Association, 


Wernersville, Mrs. Ralph H. Wherry, 
wife of Professor Wherry, head of the 
Insurance School of Pennsylvania State 
College; Ohio Association. Cincinnati, A. 
T. Clemens, insurance agent from Cin- 
cinnati. 


Security Tranfers McCown 
To Home Office in Conn. 


Security-Connecticut Companies have 
transferred Marion H. McCown to the 
home office in New Haven where he will 
assist Vice President Ernest V. Good- 
win in supervision of fire underwriting 
for the Southern territory. For three and 
one-half years he has been state agent 
for the companies in North Carolina. 

He was previously with the Automo- 
bile and the Aetna Casualty & Surety 
in that state, and, before joining the 
Security-Connecticut Companies, he was 
a partner in the Davis Insurance Agency 
of Winston-Salem. 


National Union Appoints 
Sprague Special in Mich. 


The National Union Fire of Pittsburgh 
announces appointment of Richard O. 
Sprague as special agent. He has been 
assigned to western Michigan  head- 
quartering with State Agent John R. 
Young at 215 Association of Commerce 
Building, Grand Rapids. 

Mr. Sprague was born and educated 
in Pittsburgh and served nearly two 
years in the U.S. Navy. Following dis- 
charge in 1946, he became a student in 
the National Union home office training 
school and served the company in vari- 
ous capacities until his present assign- 
ment, 


North America Deviation 


In Cook County Continues 
Judge DeWitt S. Crow of the Circuit 
Court of Sangamon County, Illinois, has 
made two rulings in the case of the 
petition for review by the Cook County 
Inspection Bureau of the order of Sep- 
tember 11, of J. Edward Day, Director 
of Insurance, approving the deviation of 
the North American Companies in fire 
and extended coverage rates. The North 
America Companies filed a petition to 
intervene in the proceedings and after 


arguments, the court overruled the ob- 
jections of the Cook County Inspection 
Bureau and allowed the North America 
Companies to intervene. 

Arguments were then made on the 
application of the Cook County Inspec- 
tion Bureau for an order to stay the 
operation of the Director’s deviation 
order. This application was denied with 
the result that the deviation as approved 
by the Director will continue in effect 
pending final decision by the courts. A 
hearing on the issues was set by the 
court for December 11 and 12 in an ef- 
fort to expedite an early decision. 


FIELDMEN INSPECT TOWN 

Thirty-six members of the Fire Insur- 
ance Fieldmen’s Club of Georgia, under 
direction of Sam E. Taylor, Seibels, 
Bruce & Company, chairman, fire pre- 
vention and inspection committee, in- 
spected Vidalia, Ga., 5827 population. 
The inspection was sponsored by the 
Vidalia Chamber of Commerce and sup- 
ported by the Kiwanis Club and Lions 
Club of Vidalia. These civic clubs and 
the South-Eastern Underwriters Associ- 
ation, Atlanta, gave cash prizes for the 
best fire prevention essays by students 
in the three schools. 





SPOTLIGHTED 


THIS 


MONTH 


Pauiditce Fore national 
advertising spotlights the 
agent throughout the year 
impor- 


relate, 


stresses the 


tance of buying through 
the agent for sound insur- 


ance protection! 
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Sure, taxes are high, but we 
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tion. 
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the strength, stability, loyalty 
and friendly service of .... 


PACIFIC 
NATIONAL 


FIRE INSURANCE 
COMPANY 


HOME OFFICE + SAN FRANCISCO 


FOREIGN DEPARTMENT « SAN FRANCISCO 
EASTERN DEPARTMENT « PHILADELPHIA 
WESTERN DEPARTMENT + CHICAGO 
SOUTHERN DEPARTMENT « ATLANTA 


INTERNATIONAL FACILITIES 
WORLD-WIDE SERVICE 





Parker New President 
Pittsburgh Ins, Club 


H. T. CATOR VICE PRESIDENT 





Other Officers and Directors Named; 
Pittsburgh Insurance Day in 1952 
Scheduled for March 11 





The 26th annual meeting of the In- 
surance Club of Pittsburgh was held re- 
cently and the newly elected official fam- 
ily was inducted into office at the ban- 
quet by William J. Zwinggi, president 
of the Pennsylvania Association of In- 
surance Agents. 

Jet Parker was installed as the club’s 
president. He is resident vice president 
of American-Associated Insurance Com- 
panies and served the club last year as 
vice president and Insurance Day chair- 
man. He received the gavel from Charles 
H. Kahrs, retiring president. Succeed- 
ing Mr. Parker to the vice presidency is 
Horace T. Cator, manager of Fidelity & 
Deposit. 

Secretary and Treasurer 


The new secretary is Mervin H. Han- 
kev, resident vice president of American 
Casualty, who-served the club last year 
as treasurer. Vernon H. Olson, assistant 
manager of the New Amsterdam Casu- 
alty, becomes treasurer, succeeding Mer- 
vin H. Hankey. 

Elected to the board of directors to 
serve until October, 1954, are the follow- 
ing: Robert D. Bange, state agent, Ohio 
Farmers; David P. Jones, president, H. 
C. Gilchrist Agency; Robert A. Beck, 
John G. Beck Agency; John M. Toner, 
state agent, Pacific Fire; J. E. Hart- 
mann, field supervisor, National Union 
Indemnity; C. N. Van Iderstine, mana- 
eer fire department, Centennial-Atlantic 
Mutual. 

The date for the club’s 26th annual 
Pittsburgh Insurance Day observance 
has been announced as Tuesday, March 
11, 1952. The program will be conducted 
in the Hotel William Penn and prelim- 
inary details will be announced shortly. 


Wigginton New England 
Manager for the Planct 


Richard T. Wigginton has been made 
manager of the fire and marine depart- 
ment at the New England branch of the 
Planet Insurance Company, fire and 
marine affiliate of the Standard Accident. 
Mr. Wigginton started with Standard 
Accident in the New England branch 
at Boston in 1941 and after service as 
underwriter at that office was made field 
representative for the companies. He at- 
tended Dartmouth College. 


Providence Washington 


Moves Office in Newark 

The Providence Washington has an- 

nounced removal of its Newark, N. J., 

held office to the National Newark Build- 

ing at 744 Broad Street. Harold W. 
Wittich is in charge of this office. 


Orel Dexter Dies at 64 

Orel Dexter, for many years vice 
president of the Granite State Fire of 
the New Hampshire Fire Group, died 
October 21 at the age of 64 years. A 
native of Minneapolis he began his insur- 
ance career in Portsmouth, N.H., in 
1904 as an office boy for the Granite 
State. He was Democratic Mayor of 
Portsmouth in 1924 and had been chair- 
man of the Board of Police Commis- 
sioners for meny years. His wife sur- 
vives him. 

JOHN J. OBRIEN’S NEW POST 

John J. O’Brien has joined the Bergen 
Tallman Insurance Agency, 116 John 
Street, New York, as a member of the 
firm. Mr. O’Brien has a wealth of ex- 
perience in both fire and casualty insur- 
ance fields, having served in three large 
companies before entering the agency 
ranks. 


N. J. INSURANCE DAY NOV. 14 


McCullough, Watson, Taylor, Others to 
Speak on Multiple Lines; to Award 
CPCU Diplomas 

The New Jersey Chapter CPCU, spon- 
sor of New Jersey Insurance Day at the 
Hotel Robert Treat in Newark on No- 
vember 14, has announced the panel of 
participants in the seminar to be held at 
10 a.m. on that day. 

The panel will be composed of Roy 
C. McCullough, manager, new Multiple 
Peril Insurance Rating Organization, 
New York; Leon A. Watson, general 
manager, Fire Insurance Rating Organi- 
zation of New Jersey, Newark; F. E. 
Binninger, manager, claim department, 
Indiana Lumbermen’s Mutual; Scott F. 
Coffin, vice president, Lumbermen’s Mu- 
tual, Mansfield, Ohio, and H. A. Taylor, 
vice president, Federal Insurance Co., 
New York. Moderator of the session 
will be Garret W. Roerink, CPCU, 
analyist, American Insurance Group. 

The subject of the seminar discussion 
will be: “Policies of the Future—Multi- 
ple Peril Policies on Personal - Residen- 
tial Lines.” 

Roger Kenney, insurance editor of 
“The United States Investor,” will speak 
on “These Days of Tribulation in the 
Fire and Casualty World” at the All- 
Industry Luncheon following the semi- 
nar, and Dean Harry J. Loman of the 
American Institute for Property and Lia- 
bility Underwriters, Inc., will award 
diplomas to the new CPCU designees 
from northern New Jersey. 

Tickets at $4.25 each may be obtained 
from Deane W. Merrill, CPCU, chair- 
man, 9 Clinton Street, Newark, N. J. 


Cassidy Appointed as 
Resolute Vice President 


As part of the 25th anniversary expan- 
sion program of the Resolute Insurance 
Co. of Hartford the directors announce 
appointment of Milton H. Cassidy, for- 
merly secretary of the company, to a 
vice president. 

Mr. Cassidy has been associated with 
the insurance and accounting professions 
for 22 years. He joined the Resolute 
in August, 1949, and has been in charge 
of the accounting department. 

Mr. Cassidy is a native of New York 
City, attended Columbia University and 
the National School of Commerce. Prior 
to joining the Resolute he was on the 
accounting staff of Stagg, Mather and 
Hough of New York City. Mr. Cassidy 
was also the head accountant for the 
Glens Falls Indemnity. He also has 
been affiliated with the Automobile In- 
surance Company, as an accountant and 
auditor, and has been a state insurance 
examiner with a public accounting firm. 


Tsuyee Pei Joins ATU 


As Financial Adviser 

Election of Tsuyee Pei, former gov- 
ernor of the Central Bank of China, as 
chairman of the investment committee 
and a member of the executive commit- 
tee of C. V. Starr & Company, Inc., has 
been announced by Chairman of the 
Board’ C. V. Starr. 

In this capacity Mr. Pei will become 
the principal full-time financial adviser 
for American International Underwriters 
and other companies of the C. V. Starr 
international insurance interests. 

For 31 years, from 1914 to 1945, Mr. 
Pei held high positions in one of China’s 
leading financial institutions, the Bank 
of China. In 1946-47 he was governor 
of the Central Bank of China, the Na- 
tionalist government bank. He resigned 
in December, 1947, and came to the 
United States as chairman of the Chinese 
Technical Mission in Washington, D. C., 
a post he held until 1950. 

He first visited the United States in 
1931 when he went to Washington, D. C. 
as delegate to the International Con- 
ference of the Chamber of Commerce. 
In 1933 he was a member of the Chinese 
Delegation at the World Economic Con- 
ference in London. 


KANSAS AGENTS MEET 


Fullington Elected President at Con- 
vention; Driver Education in High 
Schools Is Commended 

Elevated to president of the Kansas 
Association of Insurance Agents at the 
3lst annual convention in Kansas City 
last week was Howard N. Fullington 
partner in the Dulaney, Johnston & 
Priest Agency, Wichita. Succeeding him 
as vice president is former executive 
committee member Wm. L. Kline of the 
Kline Agency, Hutchinson, operated by 
his father, N. N. Kline, and brothers N. 
N., Jr, and John. Vernon A. Parker of 
Vern Parker Co., insurors, Junction City 
joins the official family for the first time 
as secretary succeeding Carl Guilkey, In- 
dependence. Treasurer Paul H. Heinz, 
Jr., of the Hussey Agency, Topeka, was 
renamed as was Kenneth Ross, Arkan- 
sas City, to state-national-director and 
Alpha H. Kenna, Topeka, as executive 
manager and educational director. 

Mr. Ross, a former president of the 
Kansas Association, is vice chairman of 
the Midwest Territorial Conference and 
a new member of the executive commit- 
tee of the National Association. 

The executive committee accepted the 
invitation of the Topeka Insurors for the 
1952 convention, setting the dates as Oc- 
tober 15-17, at the Jayhawk Hotel. Mr. 
Kline becomes chairman and the next 
meeting was set for December 17-18. 

Commissioner Frank Sullivan traced 
the development of insurance supervision 
to the point today where the American 
people place their full trust in the busi- 
ness. He commended the fine coopera- 
tion between Kansas agents and his De- 
partment. 

An answer to reducing traffic fatalities 
was said to be driver education in the 
high schools. E. H. Westwick, Casualty 
& Surety Companies association, Chi- 
cago, and Ralph Stinson, Kansas Depart- 
ment of Education, spoke. 


NORTH AMERICA IN AFRICA 





Pascalin General Agent for Algeria, 
Kilburn Southern Africa Manager; 
Operating in 25 Countries 
The Insurance Co. of North America 
has entered Algeria, Africa, for the 
writing of fire and allied lines. Charles 
H. Pascalin has been appointed general 
agent for that country. His office is at 
30 Boulevard Georges Clemenceau, Oran. 
The entry of North America into 
South Africa follows by only a few days 
announcement of appointment of a gen- 
eral agency in Algeria and is a part of 
the expansion of the North America 
Companies around the world. The North 
America foreign department now has 
service offices or general agency connec- 
tions in 25 countries including Algeria, 
Liberia, Morocco, Australia, Mexico, 
Belgium, France, Germany, Holland, 
United Kingdom, Ceylon, Hong Kong, 
India, Japan, Malaya, Philippine Islands, 
Chile, Ecuador, Venezuela, Cuba, Cura- 
cao, Jamaica, Puerto Rico, Trinidad, 

Virgin Islands. 

A. C. Kilburn, newly appointed mana- 
ger for southern Africa of the North 
America Companies, began his insurance 
career with the London office of the 
Provincial Insurance Co. in 1923. Later 
he joined the staff of the Bristol branch 
of the Eagle Star Insurance Co. In 1939 
he was assigned to South Africa where 
he became manager of the Capetown 
branch. In 1946 he became general man- 
ager of the newly formed Trans-African 
Insurance Co., in Johannesburg. 


Fireman’s Fund Names 


Jasper in Connecticut 
Special Agent Walter Tolman of the 
Fireman’s Fund, operating in Connecti- 
cut, has resigned to become affiliated 
with a local agency in New Hampshire. 
To succeed him the company has ap- 
pointed Special Agent Earle C. Jasper, 
who is being transferred from the Phila- 
delphia territory. Mr. Jasper has had 
16 years’ experience as an underwriter 
and special agent. 
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The Marine Office of America is carrying your story 
on Ocean Cargo Insurance to your best prospects 
—in advance of your call—through a national adver- 

_tising campaign in major magazines read by busi- 
nessmen. The advertisement reproduced herewith 
is appearing currently in FORTUNE . . . NEWSWEEK 
.. . BUSINESS WEEK . . . DUN'S REVIEW... . . Take 
advantage of this timely opportunity to clinch 
Ocean Cargo Insurance sales! 


MARINE OFFICE or AMERICA 


116 JOHN STREET, NEW YORK 38, NEW YORK 








Composed of the Following Companies: 
he American Insurance Company e American Eagle Fire insurance Company e The Continental Insurance Company 
Fidelity-Phenix Fire Insurance Company e Firemen’s Insurance Company e Glens Falls Insurance Company 
The Hanover Fire Insurance Company 





WESTERN DEPARTMENT SOUTHERN DEPARTMENT PACIFIC DEPARTMENT NORTHWESTERN DEPARTMENT 
Insurance Exchange Building ©@ Nat'l Bank of Commerce Bldg. © 140 Sansome Street e Colman Building 
Chicago 4, Illinois New Orleans 12, Louisiana San Francisco 4, California Seattle 4, Washington 





Offices in Principal Cities 


CLASSES OF OCEAN AND INLAND MARINE INSURANCE 
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THIS is only 
the beginning! 


The first puff of smoke, the first tongue of 
flame, often signal the beginning of a 


difficult period for the business owner. 


In many cases, however, smoke and flame 
mark the end, the absolute finish for a 
business, for each year fires, windstorms, 
explosions or other extended coverage 
perils force inadequately or improperly 
insured business firms to close their books 


permanently. 


This can be avoided in your community. 
Travelers Business Interruption Insurance 
(often referred to as U & O) will pay wages 
of valuable employees, profit on trade 
lost, and fixed expenses during the un- 
productive period. Thus, in the event of 
business interruption by any of the perils 
covered, an owner can be assured of re- 


opening with credit unimpaired. 


You can help keep “Business as Usual” in your community, by telling business men 


about B.I.1. One of The Travelers field men will assist you with your sales efforts. 


THE TRAVELERS FIRE INSURANCE COMPANY 


Hartford, Connecticut 
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Recent Decisions on Liability of 
Carriers Reviewed by H. S. Daynard 


difficulties, 


Several recent decisions dealing with 
carriers’ liability are reviewed by Harold 
5. Daynard, well known independent ad- 
juster, in the bulletin of the Inland Marine 
Claims Association. Mr. Daynard is chair- 
man of the law committee of the associa- 
tion and his bulletins are issued as part of 


the group’s educational program. In his 
latest bulletin he writes in part: 
The importance of obtaining every 


pertinent detail of a transit claim has 
been demonstrated time and again. Any 
slight variation of fact may alter the 
a la of a case, and ‘enhance or 
delimit a carrier’s liability. The holdings 
in these cases illustrate how factual de- 
tail determined the outcome: 


Deviation From Contract Route Renders 
Carrier and Insurer 


Plaintiff sought recovery from a car- 
rier for injury to a shipment of horses 
caused by “shipping fever,” on the 
ground that there was a deviation of the 
shipment, entirely unaccounted for. Ac- 
cording to its routine contract with the 
shipper, the carrier was not obliged to 
transport the stock by the route named 
in the contract, “or otherwise than with 
reasonable dispatch.” 

The horses were in transit a little over 
seven days. If they had been sent by 
the route contracted for, they would 
have been in transit four or five days. 
Plaintiff, in its complaint, alleged devia- 
tion by the carrier from the original 
route and place of destination contracted 
for, unnecessary delay in delivery, and 
failure to render medical attention to the 
horses when they became sick. Defend- 
ant contended that plaintiff failed to 
show unreasonable delay or that unrea- 
sonable delay was the cause of the sick- 
Judgment was rendered for plain- 


ness. 
tiff in the trial court, and defendant 
appealed. 


The reviewing court declared that the 
rule governing the case was “that a 
deviation from the contract of carriage 
with respect to the route of transporta- 
tion renders the carrier liable as an in- 
surer for any loss of or injury to the 
property.” 

Burden of Proof on Carrier 


The carrier would be excused from 
liability, said the court, if the deviation 
was justifi able or if the loss would have 
occurred from the same cause, regardless 
of the deviation; but the burden of proof 
was upon the carrier to prove its non- 
liability. In this case, there was a devia- 
tion and injury to the livestock. The evi- 
dence as to when, where and under what 
circumstances the illness began was un- 
certain. The defendant however, made 
no effort to justify the deviation, nor to 
demonstrate that the loss would have 
occurred regardless of the deviation. 
Consequently, plaintiff was entitled to a 
directed verdict, and though it was not 
given one in the lower court this error 
was cured by the verdict in its favor. 
Judgment for plaintiff affirmed—Benoit 

Central Vermont Railway, Inc. Ver- 
mont Supreme Court, May 2, 1950. 18 
CCH Negligence Cases 602. 

Deviation has been defined as the vol- 
untary departure by the carrier without 
necessity or reasonable cause, from the 
usual route or from the customary man- 
ner of carriage. A carrier guilty of a 
deviation is liable for the full loss re- 
sulting during such deviation, even from 
the customarily excepted causes, such as 
Act of God, action of public enemy, etc., 
and its contractual limit of liability be- 
comes ineffectual. However, a “devia- 
tion” reasonably made to avert impend- 


ing loss due to unforeseen 
may be excused. 

Mere knowledge by carrier of loss 
does not waive nine month ICC require- 


ment for filing claims, says Mr. Day- 
nard. 
In the case of Wood & Selick, Inc. 


RR, the N. Y. Supreme Court (104 
Y. Supp. 2nd 488) held: 

wer provisions of the bills of lading 
requiring the filing of claims in writing 
within nine months after delivery of the 
property were concededly not complied 
with. Those provisions are mandatory. 
Chesapeake & Ohio R. Co. v. Martin, 
283 U. S. 209, 51 S. Ct. 453, 75 L. Ed. 983; 
Georgia, F. & A. Ry. Co. v. Blish Milling 
Co., 241 U. S. 190, 36 S. Ct. 541, 60 L. 
Ed. 948. The case of Hopper Paper Co. 
v. Baltimore & O. Ry. Co., 7 Cir., 178 F. 
2d 179, 181, is clearly distinguishable. In 
that case the defendant was the only 
carrier involved and it had itself notified 
the consignor that the merchandise had 
been destroyed in a collision between 

two of is trains. 

“The court emphasized in its opinion 
that the defendant knew ‘all the condi- 
tions @s to the damages that a written 
notice could give’ and said ‘to hold that 
plaintiff must comply strictly with the 
terms of the bill of lading where de- 
fendant was already in possession of all 
pertinent facts and had itself first given 
notice to plaintiff of the disaster, would 
certainly be to require a useless act.’ In 
the instant case the seals of the box cars 
remained unbroken from the time the 
merchandise was received by the orig- 
inating carrier to the time it was ten- 
dered to the consignee by the defendant 
as delivering carrier. 

“The damage could have been caused 
by improper packaging by the plaintiff 
as well as by improper handling by the 
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originating carrier, or even by an act of 
God. The mere fact that defendant knew 
that the merchandise was in damaged 
condition at the time it arrived is not 
sufficient to deprive it of the benefit of 
the provision requiring the filing of a 
written notice of claim. The purpose of 
such provision was to enable prompt in- 
vestigation to be made while the facts 
were fresh. Defendant could not know 
whether plaintiff would charge it with 
liability for the damage. Defendant’s 
knowledge thus fell far short of the 
knowledge possessed by the carrier in 
the Hopper case.” 

Judgment reversed, with $30 costs, and 
complaint dismissed, with costs. All con- 
cur. 

Intermediate Carrier 

Liability of intermediate carrier in in- 
terstate commerce is not automatic in 
case of lost or damaged shipment. In 
Strickland Transp. Co. v. Johnston, 
Plaintiff Johnston purchased a refrig- 
erator in Albuquerque, N. M., which 
was shipped to Birmingham, Ala. The 
carriers in turn were: Hill Lines, appel- 
lant Strickland Transportation Co., and 
B. & M. Express, the latter being the 
delivering carrier. Plaintiff brought ac- 
tion against Hill Lines and the latter 
sought judgment over against Strickland. 
B. & M. Express was not joined in the 
suit. 

Plaintiff obtained judgment jointly and 
severally against Hill Lines and Strick- 
land, and the trial court also granted Hill 
Lines judgment over against Strickland, 
which appealed. Held, that as the mer- 
chandise moved in interstate commerce, 
the rights and liabilities of the parties 
are determined by the Carmack Amend- 
ment to the Interstate Commerce Act, 
Sec. 20 (11), Title 49, U.S.C.A. 

Liability of the initial carrier is fixed 
by said act and judgment was properly 
rendered in favor of plaintiff as against 
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Hill Lines, it was said. B. & M. Express, 
although not a party to this action, being 
the delivering carrier, having delivered 
the refrigerator in damaged condition, 
is subject to the presumption that the 
damage occurred on its line. 

There is, however, no provision of the 
Carmack amendment which places lia- 
bility on the intermediate carrier, Strick- 
land, nor does any presumption arise 
that the damage occurred on the inter- 
mediate line. 

To support a judgment of liability 
against Strickland, the evidence must 
show that the damage did occur on the 
intermediate line, which does not appear 
here. Judgment reversed as to Strick- 
land, affirmed as to Hill Lines. 

Judgment of the Potter County Court 
was reversed in part by the Court of 
Civil Appeals of Texas, Amarillo. 238 
South Western (2d.) 717. (Feb. 26, 1951; 
rehearing denied March 19, 1951). 

TO LECTURE ON SHIPPING 
Alfred Murr to Give Five Lectures in 
Course of the New York Society 
Insurance School 
Alfred Murr, MBA, Dr. Jur., author, 
lecturer and practical businessman, will 
take over five lectures this semester in 
the general shipping procedure course 
given by the School of Insurance of the 
Insurance Society of New York. Freight 
forwarders, customs brokers, banking, 
commercial documents and foreign ex- 
change are the subjects of the lectures 
to be delivered by Dr. Murr. 
Foreign freight forwarding, 
correlated subjects, has been of prime 
interest to Dr. Murr for many years. 
His treatise, “The Foreign Freight For- 
warder,” is used as a textbook by the 
School of Commerce, Accounts and 
Finance of New York University, in its 
studies in public utilities and transpor- 
tation. In his introduction to the work, 
Herbert B. Dorau says that Dr. Murr 
brings to this study “that essential ac- 
quaintance with the details of procedure 
gained through an extended and varied 
experience and the disposition and inter- 
est of the student of business which is 
also necessary in order to make such 

knowledge communicable.” 

Since 1946, Dr. Murr has served as 
instructor, also, in New York Universitv. 
His ability as a practical man is testified 
by the fact that he is manager and 
solicitor for D. C. Andrews & Co., for- 
eign freight forwarders. 

Educated in Europe, Dr. Murr studied 
law and political economy, with special 
emphasis on international transportation, 
at the Universities of Erlangen, Leipzig 
and Munich. He continued his studies in 
Scotland by taking courses in cargo, 
marine, liability and social insurance at 
the Glasgow and Western Scotland 


with its 


Commercial College. 
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Kirkpatrick to Address 
The Actuarial Society 


TO SPEAK AT DINNER MEETING 
Barber Will Deliver Presidential Address 


at Business Session; Fire Insurance 
Topics Up for Discussion 


A. L. Kirkpatrick, manager, insurance 
department, Chamber of Commerce of 
the United States, will be speaker at the 
dinner meeting of the Casualty Actuarial 
Society at the Hotel Biltmore, New 
York, November 15. Mr. Kirkpatrick is 
a fellow of the society, having started 
his career in the actuarial department of 
the National Bureau of Casualty Under- 
writers. The dinner will be preceded by 
a cocktail hour, beginning at 3:30. 

The business meeting which will be 
held the following day, November 16, 
also at Hotel Biltmore, will be opened at 
10:30 a.m., with the report of Secretary- 
Treasurer Richard Fondiller, admission 
of the fellows and associates and election 
of officers and three members of the 
council. 


Barber to Deliver Address 


The presidential address of Harmon 
T. Barber, actuary, casualty actuarial de- 
partment of the Travelers, will follow 
and then new papers which have been 
submitted and accepted will be presented. 

A discussion of previous papers, “Rate 
Regulation and the Casualty Actuary,” 
by T. O. Carlson, actuary, National Bu- 
reau of Casualty Underwriters, presented 
at the May, 1951, meeting and “The 
Combined Fire and Casualty Statement 
Blank,” by T. F. Tarbell, chief actuary, 
casualty actuarial department, Travelers, 
presented at the November, 1950, and 
May, 1951, meetings will take place. 

Following luncheon, topics, including 
fire lines, will be discussed. 


NEW ORDERS FROM N. Y. DEPT. 


Must File Underwriting and. Investment 
Exhibits With Quarterly Statements; 
Out-of-State Carriers Now Must File 

The New York Insurance Department, 
through Deputy Superintendent William 
C. Gould, has addressed to all domestic 
casualty companies and United States 
branches of alien companies admitted in 
the state, the following letter: 

“Analysis of 1951 quarterly financial 
statements filed with this Department 
by domestic casualty companies and 
United States branches of similar in- 
surers indicates that the casualty busi- 
ness is passing through an abnormal 
period. In the light of this condition, 
and to the end that we may be in a 
position to determine the nature of in- 
terim surplus changes, you are hereby 
instructed to supplement, until further 
notice, all quarterly statements herein- 
after filed with this Department with 
underwriting and investment. exhibits 
reflecting the changes in surplus from 
January 1 of each year to the date of 
the statement. 

On account of the “abnormal period” 
through which the casualty business is 
passing, the Department also has ad- 
vised all domestic casualty companies 
of other states admitted in New York, 
which hitherto have not been required 
to file quarterly statements, asking them 
to file, at this time, financial statements 
showing their condition as of September 
30, 1951, accompanied by an underwriting 
and investment exhibit reflecting the 
changes since January 1, 1951 to the 
said date. The same procedure is to be 
followed with respect to quarterly state- 
ments as of March 31, June 30 and 
September 30 of future years until fur- 
ther notice from the Department. 


Standard Accident Honors 
Detroit Insurance Agency 





J. P. Hacker (left) presents bronze 
plaque to George W. Carter. 


The Detroit Insurance Agency was 
presented with a bronze plaque marking 
25 years of representation of the Stand- 
ard Accident Insurance Co. at a recent 
luncheon arranged by Standard officials 
in the agency’s honor at the Detroit 


F. & D. Makes Buckler 
Agency Department Head 


Donald L. Buckler, vice president in 
the agency department of the Fidelity 
& Deposit Co. of Maryland, has been 
placed in full charge of that department, 
it is announced by President B. H. 
Mercer. He succeeds Herbert L. Dunn, 
who has been granted an extended leave 
of absence, Mr. Mercer stated . 

A graduate of the University of Penn- 
sylvania, Mr. Buckler joined the F. & D. 
in 1928 as special agent in Buffalo. He 
was successively advanced to the posi- 
tions of assistant manager and manager 
of that office and in 1935 was named 
manager in Boston. In January, 1937, he 
was appointed assistant manager of the 
company’s agency department and in 
1946 was advanced to the position of as- 
sociate manager. He was elected a vice 
president in February, 1949. 





Club. J. P. Hacker, Standard Accident 
vice president, made the presentation of 
the plaque to George W. Carter, presi- 
dent of the Detroit Insurance Agency. 

Others representing the agency at the 
luncheon were: H. L. Newman, Sr., vice 
president; D. T. Marantette, vice presi- 
dent and treasurer; W. S. Faber, vice 
president and secretary; G. D. Daugh- 
arty, L. G. Mallett and J. E. Seymour, 
secretaries; W. G. C. Smith, general 
manager; and G. A. Dungan, casualty de- 
partment manager. 

Standard Accident officials included: 
L. K. Kirk, vice president and treasurer; 
E. A. Warnica and White, vice 
presidents; and P. E. Laymon, vice 
president and general counsel. Attend- 
ing from the Detroit branch of the 
Standard and its affiliate, Planet Insur- 
ance Co., were: C. L. Miller, resident 
vice president in charge of the branch; 
A. Clark, resident vice president 
in charge of bonding operations; F. W. 
Locy, branch manager; and D. A. 
Yocum, manager of the branch fire and 
marine department. 
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C. & S. Association 
Holds Second Workshop 


CONSIDER COST REDUCTION 


Procedures in Recording of Multiple 
Line Underwriting Is Topic; 100 Fire 
and Casualty People Attend 


Procedures in the recording of multiple 
line underwriting was the topic of a sec- 
ond workshop on cost reduction and 
control held in New York, October 23-24, 
under auspices of the Association of 
Casualty & Surety Companies. J. Dewey 
Dorsett, association general manager 
opened the meeting which was attended 
by nearly 100 representatives of stock 
casualty and fire insurance companies, 
members of the association. 

Part of a continuing program aimed 
at reduction and control of insurance op- 
erating costs, the workshops are a proj- 
ect of the association’s research depart- 
ment. A_ specially appointed steering 
committee has been working for several 
months with Frank Lang, manager of 
the department, in planning the meetings 
and outlining the discussions. 

Francis S. Perryman, assistant United 
States manager of the Royal-Liverpool 
Insurance Group, emphasized that “the 
chief value of the workshop in develop- 
ing solutions to these problems lies in 
the active participation of all member 
companies and the free exchange of 
ideas.” To derive practical and perma- 
nent benefit from the workshops it will 
be necessary to develop positive action 
on specific problems in their planning 
and execution, he added. 

Royal-Liverpool Is Chairman 

The two-day meeting was divided into 
four sessions, each under the leadership 
of a specially appointed committee. The 
morning session on October 23, under 
the chairmanship of the Royal-Liverpool 
Insurance Group, assisted by the Home 
Indemnity Co. and the Fireman’s Fund 
Indemnity Co., was devoted to a presen- 
tation of basic issues, particularly those 
involving problems of centralization as 
opposed to decentralization, which con- 
front the multiple line companies in their 
endeavor to process fire and casualty 
business on a uniform basis. 

The afternoon session explored me- 
chanical means of reproducing abstracts 
from original policywriting. Panel chair- 
man for the policywriting panel was the 
National Surety Corp., assisted by the 
Travelers Indemnity Co. For the discus- 
sion of abstracting, the Standard Acci- 
dent Insurance Co. was chairman, as- 
sisted by the United States Fidelity & 
Guaranty Co. and Maryland Casualty Co. 

Subject of the morning session on Oc- 
tober 24 was coding and key punching, 
including discussion of coding operations. 
The coding panel was under the direc- 
tion of the Fidelity & Casualty Co., as- 
sisted by the Hartford Accident & In- 
demnity Co. and the Century Indemnity 
Co. The key punching panel was headed 
by the Indemnity Insurance Co. wf North 
America, assisted by the General Acci- 
dent, Fire & Life Insurance Corp. and 
the Fire Association of Philadelphia. 


Discuss Premium Accounting 

The final session on October 24 was 
devoted to premium accounting and col- 
lection, under the chairmanship of the 
Manufacturers Casualty Insurance Co., 
assisted by the Phoenix Indemnity Co., 
and the Glens Falls Indemnity Co. Vari- 
ous methods of accounting, billing and 
recording of collections were considered; 
maintenance of basic records, hand vs. 
machine operations and time-savers. 

Representatives attending the session 
were privileged to view an exhibit of pri- 
vate passenger automobile forms and ab- 
stracts, obtained from member compa- 
nies, illustrating various methods of re- 
producing basic records. 

The association’s first workshop meet- 
ing was held last March, and Mr. Dor- 
sett said it is probable they will be held 
periodically in the future. “We feel,” he 
said, “that these workshops will become 
one of the most important contributions 
the association offers to its membership.” 
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A. & H. Bureau Observes 60th Year 


Hot Springs Meeting Attracts Representatives of Life 


Companies Entering or Contemplating Entry Into 
Field of Accident and Health Underwriting 


Hot Springs, Va., Oct. 29—The Bureau 
of Accident & Health Underwriters, a 
constructive factor in the disability field 
for the past 60 years, is now in the 
midst of its fifth, and most important, 
epoch of growth and accomplishment. 
Having weathered the ups and downs 
of six decades, the bureau today under 
able leadership and moving forward 
under a long range program, is in its 
ascendency. This was the atmosphere 
which prevailed here today as the 60th 
annual meeting of the bureau got under 
way. A record attendance of 150 acci- 
dent and health men, representing 76 
companies, were present. 

Indicative of the keen interest on the 
part of life insurance companies, not 
now writing the individual A. & H. busi- 
ness, but considering entry into the field, 
the following are represented here and 
received a warm welcome from the pre- 


siding officer, W. E. Kipp, Indemnity 
Insurance Co. of North America, gov- 
erning committee chairman: Atlantic 
Life of Richmond, Connecticut Mutual 


Life, Continental American Life, Equi- 
table Life of Towa, John Hancock Mu- 
tual Life, Life Insurance Co. of Virginia, 
London Life of Canada, Penn Mutual 
Life, State Mutual Life and Shenandoah 
Life of Virginia. In addition the Mutual 
Life of New York, Equitable Life As- 


| P. H. Rogers Chairman | 








PAUL H. ROGERS 


Paul H. Rogers, Aetna Life, was ar- 
rangements committee chairman for this 
week’s annual meeting of the Bureau of 
A. & H. Underwriters at Hot Springs, 
Va., and received well earned commenda- 
tion. He was assisted by R. W. Pope, 
Employers’ Liability; Ray L. Hills, Great 
American Indemnity; Neil J. Brown, 
Hartford A. & I.; H. L. Graham, Bank- 
ers Life of Iowa; J. F. Lydon, Ocean 
Accident, and Douglas J. Moe, United 
States Life. 





By Wattace L. Capp 


surance Society, New York Life, Guard- 
ian Life of America, The P rudential and 
Bankers Life of Iowa, all of which have 
already announced their A. & H. inten- 
tions, were represented. 


Kipp’s Address Notable 


The notable address of Chairman Kipp 
set the pace this morning and was heard 


with keen interest. There was general 
agreement with his closing statement 
that the A. & H. business is on the 


verge of many new developments brought 
about to large extent by the entry of 
many new companies, that the present 
is bright and so will the future be “if 
the mistakes of the past are not forgot- 
ten.” Mr. Kipp’s address is reviewed on 
another page. 

The three addresses which followed 
were representative of the high quality 
of the entire three-day program, pre- 
pared under the chairmanship of Paul 
H. Rogers, Aetna Life, and his commit- 
tee on arrangements. 

Perry T. Carter, Travelers vice presi- 
dent in charge of its life, accident and 
group agency department, who presented 
the value of an A. & H. program to a 
life insurance company, was introduced 
by Carroll McBride of that company. 


Stellwagen Makes Appraisal 


H. P. Stellwagen, executive vice presi- 
dent, Indemnity Co. of North America, 
gave a realistic appraisal of A. & 
insurance as part of the general casu- 
alty business—being introduced by Mr. 
Kipp who heads the A. & H. depart- 
ment of that company. 

Dean C. Picton, CPCU, who gave the 
agent’s slant on “Accident Insurance in 
the All-Lines General Insurance Agen- 
cy,” made a hit with his frank and sin- 
cere endorsement of A. & H. as an 
all-important line. His agency, Picton- 
Cavanaugh, Inc., is 53 years old and 
represents Aetna Casualty & Surety in 
Toledo. Mr. Picton, 25 years old, an 





Two More ee Join 

Hot Springs, Oct. 30—American 
Health —— Cu, Baltimore, and 
Bankers Life of Iowa were elected mem- 
bers of the Bureau of Accident & Health 
Underwriters at the meeting here. Total 
membership is now 65 companies. 


Educational Seminar Report 

Hot Springs, Va., Oct. 31—The educa- 
tional seminar committee of the Bureau 
of A. & H. Underwriters in its annual 
report at the final session today of - 
60th annual meeting gave credit to J. 
ago ten Jr., general manager, and W. 

Kipp, governing committee chairman, 
ie the success of the two seminars 
held in 1951. The first, held last February, 
had special significance as it was the 
first of its kind held under bureau 
auspices featuring “Group Accident & 
Health Insurance.” 

Logan Bidle, Aetna Life, chairman of 
this committee, said in his report that 


“the success of these meetings should 
encourage the bureau’s chairman and its 
management to develop plans for their 
continuance.” 


MIT graduate, is civicly active and a 
real factor in his agency’s progress to- 
day. All three addresses are reviewed 
in this issue. 

One feature of today’s session was 
the presentation of the chairman’s gavel 
to Mr. Kipp by F. Leroy Templeman, 
Maryland Casualty, a dormer chairman 
and oldest bureau member in point of 
continuous service. Welcome was ex- 
tended to key men of other trade asso- 
ciations, to inspection agency friends 
and to the insurance press. Attending 
from the longest distance away were 
E. M. Urich, Pacific Mutual Life, and 
Walter Schmitz, Occidental Life. 


Pauley and Killiam Participate 


This afternoon committee meetings 
were held under their respective chair- 
men, the most important being that 
which concerned the NAIC request for 
filing of A. & H. loss experience. C. O. 
Pauley, Health & Accident Underwriters 
Conference, and R. F. Killiam of Met- 
ropolitan Life, were invited to partici- 
pate. The health, hospital, substandard, 
statistical, laws and regulation and un- 
derwriting forum committees met. 

Prevailing sentiment at the meeting is 
that it is the best to date from stand- 
point of attendance, qué lity of the pro- 
gram and enthusiasm of the membership 
for participation in the work of the 
bureau. 


Guests at the Meeting 

Among the guests present at this 
week’s 60th annual meeting of the Bu- 
reau of A. & H. Underwriters were 
A. L. Kirkpatrick, insurance manager, 
Chamber of Commerce of the United 
States; C. O. Pauley, managing director, 
Health & Accident Underwriters Con- 
ference; James Andrews, Jr., director of 


health insurance, Life Insurance Asso- 
ciation of America; Fred M. Peirce, 
senior consultant, Life Insurance Agency 


Management Association, and Martin B. 
Williams, executive director and treas- 
urer, Life Insurers Conference. 


Gavel Presentation 


Features Annual Dinner 
Hot Springs, Va., Oct. 30—One of the 
features of the bureau’s annual dinner 
here at The Homestead this evening was 
the presentation of engraved gavels to 
all the living former governing committee 
chairmen attending. They included F. 
Leroy Templeman, Maryland Casualty ; 
Paul H. Rogers, Aetna Life; Edward 
H. O’Connor, Insurance Economics So- 
ciety of America; John F. Lydon, Ocean 
Accident; W. F. White, Mutual Benefit 
Life; Harry Prevost, formerly of United 
States F. & G,, and Ray L. Hills, Great 
American Indemnity. Not in attendance 
were Logan Bidle, Aetna Life; Donald 
St. C. Moorhead, Employers Reinsurance; 
George Goodwin, former Deputy Insur- 
ance Commissioner of Connecticut and 
prior to that with Connecticut General 
Life, and Thomas Hook, formerly with 
Standard Accident, to all of whom the 
gavels are being sent. 
W. E. Kipp, Indemnity Co. of North 
America, and 1951 chairman of the bu- 





Neil J. Brown Elected 
Chairman of Bureau 

GOVERNING COMMITTEE OF 12 

Constitutions) Ammidinints: Adegeell 


Broaden Company Representation 
on This Committee 


Hot Springs, Va. Oct. 31—Neil J. 
Brown, assistant secretary of the Hart- 
ford Accident, was unanimously elected 


committee chairman of the 
Accident & Health Under- 


governing 
3ureau of 


oat ee 





NEIL J. BROWN 


final session here this 
morning of its 60th annual meeting. Mr. 
Brown succeeds W. E. Kipp, assistant 
secretary, Indemnity Co. of North Amer- 
ica, who was commended for his fine 
job during the past two years. 

In keeping with an amendment to the 
bureau’s constitution, adopted at this 
meeting, the number of companies serv- 
ing on the governing committee was in- 
creased from 10 to 12. Of those elected 
for the coming year the Employers’ Lia- 


writers at the 


bility, General American Life, Maryland 
Casuz alty, New York Life, Ocean Acci- 
dent, and United States F. & G. are 
newly elected to the committee. The 
Commercial Casualty, Connecticut Gen- 
eral Life, Continental Casualty, Reliance 
Life, Security Mutual Life and the Trav- 


elers retain their membership. 

A further constitutional amendment 
was adopted providing that no company 
shall serve on the governing committee 
for more than three consecutive years. 

It was explained that purpose of these 
amendments is to broaden the company 
representation sitting on the committee 
and to guarantee automatic rotation. 

John Lydon, Ocean Accident, was 
reelected as the auditing committee for 
the coming year. 

Career of Chairman Brown 
new chairman, was 
1900 and came to 
He was educated 
schools in Maine 
joined the Hart- 

After serving in 


Mr. Brown, the 
born in Scotland in 
this country in 1907. 
in private and public 
and gee aes and 
ford A. & I. in 1919. 
ae capacities in the underwriting 
and claim operations of the personal 
accident department, he was appointed 
superintendent of the personal accident 
department and elected assistant secre- 
tary of the company in 1941. Over the 
years he has taken an active interest 
in the affairs of the Bureau of Accident 
& Health Underwriters and has served 
on a number of committees. 

Mr. Brown is a member of Windsor 
Lodge, A. F. A. M., and is a thirty- 
second degree Mason. His chief out- 
side interest is in country life and he 
raises steers, sheep, hogs, turkeys and 
capons as a hobby. 





reau, was in good form as the evening’s 
toastmaster. Winners in the convention 
golf tournament, directed by Franklin G. 
Brown, Travelers, were announced and 
prizes awarded. The chairman’s reception 
preceded the dinner. 








Page 36 








November 2, 195] 








Bureau of A. 


& H. Underwriters, 








Hot Springs, 





Va., 


October 29-3] 





Kipp Reviews Sixty Years of Service; 


Presents Historical Resume of Bureau 


Governing Committee Chairman Divides Bureau’s Mutations 
Into Five Epochs; Points Out Significant Events and 
Progress and Looks to Future With Confidence 


W. E. Kipp, Indemnity Insurance Co. 
of North America, delivered his address 
as chairman of the governing committee 
at the opening session of the Bureau of 
Accident & Health Underwriters at The 
Homestead, Hot Springs, Va., October 
29. As the convention marked the 60th 
anniversary of the bureau, Mr. Kipp 
took for his subject, “Sixty Years of 
Service, An Historical Resume of the 
Bureau of Accident & Health Under- 
writers.” : 

Mr. Kipp outlined the evolution of 
names which culminated in the present 
title of the bureau, in each case giving 
the reasons therefor. He said that as he 
looked into the past, there emerge five 
dates of varying significance in the 
development of the bureau, listing them 
in chronological order as follows: 

Names Five Significant Dates 


“The organization of the International 
Association of Accident Underwriters in 
1891. : 

“The amalgamation or marriage of the 
International Association and the Board 
of Casualty & Surety Underwriters, to 
form the International Association of 
Casualty & Surety Underwriters in 1911. 

“The divorce from the International 
Association of Casualty & Surety Under- 
writers in 1914, under the name of 
the Bureau of Personal Accident & 
Health Underwriters. 

“The placing into execution of the 
‘bureau program’ in 1931. 

“The decision of the United States 
Supreme Court in the South-Eastern 
Underwriters Association case on June 
5, 1944.” 

Mr. Kipp gave an interesting resume 
of the early days, beginning with the 
organization of the International As- 
sociation, which he called “lineal grand- 
father” of the bureau. It is studded with 
names which have made insurance his- 
tory. He also gave in brief the leading 
events of the succeeding years, culmi- 
nating with the decision of the Supreme 
Court of the United States in the South- 
Eastern Underwriters Association case. 

This decision, he said, came as a 
tremendous shock and required imme- 
diate reconsideration of all past activi- 
ties and much thought was given to the 
possibility of bringing A. & H. insur- 
ance under the rating laws which served 
as an umbrella of protection for casu- 
alty and fire insurance. Since this was 
not feasible, it was necessary for the 
bureau to determine which activities, if 
any, should be discontinued in order 
to comply with the anti-trust laws. 


Agreement Was Abrogated 


The result was that the written agree- 
ment entered into by certain companies 
in connection with the bureau program 
was abrogated, and the bureau program, 
including adherence to advisory policies 
and rates, was abandoned. At the same 
time, the constitution of the bureau was 
amended, making it clear that member 
companies had complete. freedom of ac- 
tion and were not bound by any acts of 
the bureau. At that time, the name of 
the organization was changed to its 
present title. 

Mr. Kipp said that subsequent de- 
velopments have shown how wrong were 
members who thought that the days of 
the bureau were ended with the SEUA 
decision, because it continued to be of 
value under even the most stringent 
aspect of the anti-trust law and vastly 
increased in importance. 

“The change over from the method 
of functioning prior to the SEUA de- 


cision did not destroy the bureau as 
had been forecast,’ said Mr. Kipp, 
“but rather served to appreciably en- 
hance its value to member companies and 
the industry.” 

Of all the accomplishments in the 
history of thé bureau, he said, perhaps 
one of the greatest was the completion 
of the always current, loose leaf Digest 
of Laws and Regulations affecting acci- 
dent and health insurance. He said it 
would be difficult to see how any 
accident and health department could 
operate satisfactorily without it in the 
preparation of new forms. “It is a 
monumental work,” he added, “which 
should grow in importance as the years 

” 
go on. 


Cites Notable Accomplishments 


Two other notable accomplishments 
Mr. Kipp said, was the completion of 
the revised occupational classification 
manual and inauguration of the. educa- 
tional seminar method of discussing 
common problems. 

“The entry of prominent life insur- 
ance companies into the accident and 
health business in the past two years 
constitute an event of importance as 
their tremendous sales organizations for 
the production of business, their actu- 
arial staffs for research, and their ap- 
parent willingness to experiment will 
have a tremendous impact on the busi- 
ness,” he said. “Actually this develop- 
ment constitutes a re-entry into the 
business for many of these companies 
as they were active in it years ago and 
several were previously members of this 
bureau. We are most happy to welcome 
them back as we are sure that we can 
be of real service to them and that they 





W. E. KIPP 


can contribute much to the work of the 
bureau. There is every evidence that 
this re-entry of life insurance compa- 
nies into the business is on a sound 
basis and that the results will prove to 
be beneficial for all concerned.” 

On the question of social insurance, 
Mr. Kipp said that it is now prevalent 
to a greater extent than ever before, 
its present importance stemming from 
the efforts of the Federal Government 
to promote welfare plans, many of which 
embrace the principles of accident and 
health insurance. 


Protects Private Enterprise 


“Your bureau is doing everything 
possible in a legitimate and proper way 
to protect private enterprise against the 
inroads of social insurance and it is 
constantly on the alert for new develop- 
ments and dangers,” he said. “You may 
feel assured that this subject is not 
being overlooked but rather is under 
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constant consideration by your govern- 
ing committee. 

“This epoch, brief as it is to date 
has also been rich in experimentation. 
These few years have witnessed the 
development of statutory disability in- 
surance in three states, the advent of 
polio insurance, an increasing interest 
on the part of more companies in group 
and blanket insurance, the development 
of hospital admission plans and pre-paid 
surgical plans, and now the early experi- 
mentations in catastrophe coverage. 

“Through the medium of studies con- 
ducted by the bureau existing coverages 
have been improved without increased 
cost to the policyholder. Among these 
improvements are the elimination by 
many companies of the ‘accidental 
means’ type of insuring clause, clarifica- 
tion of the total disability clause and 
the elective indemnity benefit, virtual 
elimination of the aviation exclusion, 
extension of the surgical schedule to 
include non-listed operations, extension 
of the blanket medical expense benefit, 
and the inclusion of grace periods and 
time limits on certain defenses.” 

Saying that additional responsibilities 
and activities had necessitated increasing 
the bureau staff and enlarging its head- 
quarters, Mr. Kipp took up the future, 
as follows: 


Appoints Planning Committee 


“Your bureau in the last six years 
has grown tremendously but without 
definite plan. In some respects it is like 
the country farmhouse to which new 
rooms have been added in all directions, 
with no thought given to the concen- 
tration of activities of the home nor to 
architectural beauty. In view of this 
rather haphazard growth it was deemed 
necessary by your governing committee, 
upon recommendation of the general 
manager, to appoint a planning commit- 
tee to review activities and suggest 
Ways and means to eliminate those 
things of no further usefulness, to make 
changes which would assure smoother 
operation and to correct such things 
as certain inequities in the matter of 
assessment. 

“The planning committee has already 
made a number of recommendations 
which have been adopted by the gov- 
erning committee. One of these in the 
form of a change in the constitution 
will be submitted to you at the business 
session of this meeting. The committee 
is at work now on the question of 
assessments as the present basis adopted 
many years ago has become inequitable 
in many respects. It has other prob- 
lems before it and when it completes its 
present assignments its efforts will un- 
questionably result in a stronger and 
smoother functioning organization. 

“This completes my review of the past. 
We now stand in the present and look 
at the future. Your bureau today is a 
strong, constructive force in the busi- 
ness of accident and health insurance. 
To those who are fully aware of its 
activities, who realize its growing im- 
portance and prestige, the respect in 
which it is held by supervisory officials 
and industry alike, it is apparent that 
your bureau stands in a preeminent po- 
sition in the industry. 


Brings About Improvements 


“It is constantly striving to bring 
about improvements in every phase of 
the business so as to better serve the 
public, while at the same time protecting 
the interests of its members. It is 
vitally interested in every phase of the 
business, from individual policies to 
group insurance. Committees are con- 
stantly at work on matters of current 
importance, and as new matters arise 
they are assigned for intensive study 
to existing committees, or to new com- 
mittees formed wherever the need is 
indicated. 

_“As to the future it is not my inten- 
tion to make any predictions. This is a 
constantly changing business. We ap- 
pear at the moment to be on the verge 


(Continued on Page 44) 
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Stellwagen on Casualty Company Phases 


Says A. & H. Meets Twin Needs of Volume and Profit; Has 
Variety Applicable to Diverse Exposures; Casualty Agent 
Mentally Adjusted to Blanket Accident Production 


Expressing the firm belief that the 
twin requirements of volume and profit 
can be met by the accident and health 
aginest, Stellwagen, executive 
vice president, Indemnity Insurance Co. 
of North America, spoke before the an- 
nual meeting of the Bureau of Accident 
& Health Underwriters at Hot Springs, 
Va., October 29. 

Mr. Stellwagen’s subject was “An Ap- 
praisal of Accident and Health Insur- 
ance as Part of the General Casualty 
Business.” He said that only a cursory 
glance at the record for the past five 
vears will confirm that volume is there 
in abundance and that the margin of 
profit has been consistently better than 
the average which casualty men have 
been accustomed to expect. 


Fail to Profit by Fundamentals 


Asking why it is that so many agents 
and company managers have not given 
the A. & H. business the attention it 
deserves and commands, Mr. Stellwagen 
said he thinks the answer lies in a lack 
of ee of the attributes of mod- 
ern A. & H. insurance and failure to un- 
derstand and profit by these fundamen- 
tals: Accident and health insurance is 
a business of great variety applicable to 
diverse business and individual expo- 
sures; by writing accident and health in- 
surance a multiple line casualty company 
increases its opportunity for over-all 
profit; the average general agent can 
produce a good volume of accident and 
health insurance by methods normal to 
the operation of his agency. 

Mr. Stellwagen said it might be well 
to dispel some of the prejudice which 
beclouds logical treatment of these prop- 
ositions. “Certain prejudices never die,” 
he added. “They don’t even fade away 
if they are held by those veterans of the 
casualty wars who believe that liability 
insurance is the alpha and omega of the 
casualty business.” 

The first prejudice he cited was that 
A. & H. is a nickel and dime business, 
to which his answer was: “The proof is 
there to see that today’s accident and 
health business is big business with large 
premiums the rule rather than the ex- 
ception in many of its major branches.” 


Prejudice 30 Years Behind Times 


The second prejudice was to the effect 
that an agent should not write individual 
H. policies for his clients because 
difficulties and underwriting restrictions 
demanded by the company will adversely 
affect the general business which he has 
for the clients involved. He said the only 
trouble with this prejudice is that it is 
at least 30 years behind the times. 

“Modern accident policies, as written 
by multiple line casualty companies, are 
clear and simple,” he said. “They are 
broad in scope and they contain none 
of the fine print so often referred to by 
our alleged comedians. I know for a 
fact that I have had no complaints about 
accident and health loss adjustment from 
policyholders or from agents. Today 
there are ways of keeping policies in ef- 
fect for individuals of advanced age so 
that the old bugaboo of early termina- 
tion has been overcome. Underwriters 
have a variety of forms, one of which 
can certainly be applied even to the 
most unusual situation. And remember, 
above all, that commercial accident and 
health insurance is only one part and 
perhaps not the largest part of the acci- 
dent and health business.” 

Making an observation on the indi- 
vidual commercial accident and health 
business, Mr. Stellwagen said that never 
before has the business been willing 


and able to cover so great a variety of 
subjects by individual policies; today the 
very young and the very old may be in- 
sured in respect of their specific needs 
and appropriate coverage is a'so avail- 
able for women and such insurance pro- 
duces an appreciable premium income. 


Bring Stability to Business 


Mr. Stellwagen said that in the early 
history of the A. & H. business, ca- 
pricious differentiation characterized 
policy;forms. “It soon appeared,” he said, 
“that that sort of variety did the busi- 
ness little good and constructive efforts 
were taken 15 years or more ago to bring 
stability into the business. The result is 
that today the eccentricities of variety 
have gone and only sound differences 
based on the policyholder’s need exist. I 
am sure you will agree that this is a 
good thing.” 

As to group insurance, Mr. Stellwagen 
said there is nothing new about it “al- 
though some fine casualty _ compe anies 
seem not to have heard of it.” Basically, 
he said, it provides certain pe ited 
benefits for non-occupational accidents 
and sicknesses to groups of employes of 
a common employer, provided 75% of 
their number be covered subject to a 
given minimum which has generally been 
25 although many states have recently 
lowered the figure to ten and in states 
having statutory disability laws, even 
smaller groups are permitted. With re- 
spect to these disability laws, Mr. Stell- 
wagen said: 

“Statutory non-occupational accident 
and sickness insurance has made its de- 
but in certain states and, in my judg- 
ment, will be enacted into law in other 
states within the next few years. I ap- 
preciate that there is difference of opin- 
ion concerning the desirability of cash 
sickness laws. Certainly they should be 
opposed whenever it appears that they 
are advocated primarily as a vehicle for 
the extension of the state’s intrusion 
into private business. That sort of Tro- 
jan horse should not be taken through 
the gates. On the other hand, I, as a 
casualty insurance underwriter, see no 
sound reason for opposing state legisla- 
tion providing for non-occupational dis- 
ability coverage to be written by private 
companies. Casualty companies are a 
logical market for that kind of insurance 
and they should concern themselves with 
it?’ 

Notes Number of Adaptations 

Mr. Stellwagen noted a number of 
adaptations of such as: Group or blanket 
insurance; executive and managerial per- 
sonnel; vocations and avocations ex- 
posed to unusual hazards; flying expo- 
sure; special events where the public is 
involved, and others. 

“Examples such as those which I have 
cited,” he said, “could be multiplied many 
times over. It can be said that there is 
sufficiently broad application of accident 
and sickness insurance to special situa- 
tions as to justify the full-time services 
of a special risk underwriter or, better 
still, a special risks division in the acci- 
dent department of every multiple line 
casualty company. 

“My second proposition is addressed 
primarily to the company underwriter 
and manager. It is to the effect that a 
multiple line casualty company, by writ- 
ing accident and health insurance, in- 
creases its opportunity for over-all 
profit. I am almost tempted to say that 
the writing of accident and health insur- 
ance is an essential factor in the suc- 
cessful operation of a casualty company, 
but I am reminded that a few casualty 
companies have done well without acci- 
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dent and health insurance and_ still 
others have made good records despite 
the writing of a small and, in my opin- 
ion, inadequate volume of accident and 
health insurance. Let us see what this 
line of business can do for a casualty 
company. 


Provides Diversification of Risk 


“In the first place, it provides diver- 
sification of risk. That is a trite ob- 
servation and would seem to require 
little or no elaboration. It doesn’t hurt, 
however, to emphasize the basic truth 
that the strength and stability of a mul- 
tiple line casualty pr sta depends 


upon writing many things in many 
places. It must always be veammihaees 
that the insurance principle operates 


best with the widest possible distribution 
of risk. The writing of a respectable 
volume of accident and health insurance 
serves to put the more popular and less 
profitable casualty lines in proper rela- 
tionship to each other and to the com- 
pany’s entire premium income. Certainly 
this is a worthwhile objective under all 
circumstances and particularly so under 
today’s conditions. 

“In the second place, accident and 
health insurance is a hedge against in- 
flation. While it is true that medical re- 
imbursement coverages are affected by 
rising costs, the death and dismember- 
ment and weekly indemnity coverages 
are fixed in advance by the terms of the 
policy. When the underwriter issues a 
policy and collects his premium, he 
knows pretty well what his losses will 
amount to because the major elements of 
coverage are not subject to inflationary 
pressure. You will, I am sure, appreciate 
how different is the situation in the un- 
derwriting of bodily injury liability in- 
surance. In that field the underwriter 
issues his policy at a premium which re- 
flects past and current loss levels. Be- 
fore the policy expires, those loss levels 
may rise suddenly and _ appreciably. 
When an important element of the gen- 
eral casualty business is adversely af- 
fected by inflation, isn’t it wise to hedge 
with a line of business that is not so 
affected ? 

“In the third place, accident and health 
insurance produces a rate of profit 
greater than the average rate of profit 
produced on all other casualty lines. The 
insurance expense exhibit compiled for 
stock casualty insurance companies en- 
tered in New York State shows that the 
rate of underwriting profit on accident 
and health business, including group 
business, has been consistently higher 
than the rate of profit produced on the 
casualty business as a whole. Indeed, 
those lines produced a profit in the diffi- 
cult years of 1946 and 1947 when all other 
casualty lines combined produced a loss. 
It appears now that the current year of 
1951 will show the same relative results 

Possesses Other Virtues 

“The accident and health business pos- 
sesses other virtues which are bound to 
appeal to the casualty company manager. 
Since its rates are not made in concert, 
the business is exempt from the rating 


laws, thereby allowing the adventurous 
underwriter the much-needed flexibility 
of underwriting and rating technique 
which is denied him on certain other 
casualty lines. Group insurance which, 
by the way, can be produced at a low 
expense ratio has a natural affinity for 
workmen’s compensation insurance. 
Aviation accident insurance is closely re- 
lated to aviation liability insurance. Thus, 
certain accident and health lines comple- 
ment certain other casualty lines and 
they may be made to react upon each 
other for the benefit of all. 

“If the foregoing observations are to 
mean anything, that is, if they are to 
influence the total operations of a mul- 
tiple line casualty company, then the 
total volume of accident and health busi- 
ness written must be substantial. Spe- 
cifically, I would suggest that a desirable 
and helpful volume of accident and 
health insurance be 10% of a casualty 
company’s total writings. It is true that 
the achievement of such a goal will in 
many cases require a capital investment. 
The successful development of the acci- 
dent and health business requires skilled 
technicians in the home office and pro- 
duction experts in the field. These facili- 
ties cost money, to be sure, but I know 
of no capital investment which can be 
more rewarding.” 

Normal to Casualty Operation 

With respect to the casualty agent, 
Mr. Stellwagen said that the A. & 
premiums are big enough to engage his 
interest; they are in the nature of busi- 
ness insurances and generally arise in 
connection with corporate accounts of 
which most casualty agents have many, 
and they can be sold and serviced by 
methods normal to casualty agency op- 
eration. 

Mr. Stellwagen said every casualty 
agent knows what blanket insurance 
means; he gathers together the various 
criminal loss exposures of a client under 
a blanket bond or a 3D policy; he 
groups his client’s third party exposures 
under a comprehensive or blanket public 
liability policy. 

“Consequently,” he said, “the term, 
‘blanket insurance’ in the accident field 
has a familiar and welcome ring and the 
general casualty agent readily embraces 
the idea of providing blanket accident 
coverage for his clients. It should be 
said that the term ‘blanket insurance’ 
when used in the accident field means 
the inclusion of all persons under one 
policy, whereas the term ‘blanket insur- 
ance’ when used in the liability field gen- 
erally refers to the inclusion of all haz- 
ards as well as exposures under one 
policy. Nevertheless, the connotation is 
there, and the casualty agent is mentally 
adjusted to the production of blanket ac- 
cident insurance.” 

Saying that a parallel situation exists 
in the case of group insurance, Mr. 
Stellwagen continued: 

Parallel Exists in Group 

“A parallel situation exists in the case 
of group insurance. Casualty agents are 
used to providing occupational accident 
and disease insurance, that is, workmen’s 
compensation insurance to their ciients. 
Why should they not provide non- 
occupational acc cident and sickness insur- 
ance? There certainly is some virtue in 
having both kinds of insurance handled 
by a single agent and a single company. 
I appreciate the fact that the life insur- 
ance companies have done an outstand- 
ing job with large employe groups and 
it may well be that they will continue 
pre-eminent in that field. I strongly feel, 
however, that with the smaller and 
medium-sized employe groups the casu- 
alty agent is the logical cone to provide 
group accident coverage.’ 

Taking up the treatment to be ac- 
corded by a multiple line casualty com- 
pany to the A. & H. business, Mr. Stell- 
wagen said: 

“It has been demonstrated in the case 
of other lines of business, that no line 
of business written by a multiple line 
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Carter Talks on Life Insurance Aspects 


Says Life Insurance and A. & H. Accomplish Same Objective 


in Replacing Individual’s Earning Power; Companies Writ- 
ing Both Lines Build Protective Wall Around Clients 


Perry T. Carter, vice president, Travel- 
ers Insurance Co., was the lead-off 
speaker in the session devoted to the 
place of accident and health insurance 
in, respectively, life insurance, casualty 
insurance and the general insurance 
agency, at the annual meeting of the Bu- 
reau of Accident & Health Underwriters 
at Hot Springs, Va., October 29. He 
spoke on “The Value of an Accident and 
Health Program to a Life Insurance 
Company.” 

Mr. Carter said there has been a 
growing realization in insurance circles 
that life insurance and accident and 
health insurance accomplish the same 
objective; they both replace the earn- 
ing ability of the individual. Whether a 
breadwinner’s earning ability is de- 
stroyed by death or by a crippling acci- 
dent, he said, is of little consequence 
to the economic future of the family. 
“In fact,” he said, “the ‘economic death’ 
caused by permanent and total disability 
of the breadwinner is often more tragic 
than his actual death would be—because 
additional funds must be provided to take 
care of the man who cannot provide for 
himself. The public must be sold on the 
tragic consequences of this ‘living 
death.’ ” 

Many Companies Enter Field 


Mr. Carter noted that the passage of 
statutory disability laws in four states 
has increased the interest in accident 
and health protection for the average 
person and the result has been that many 
companies which formerly did not write 
accident and health insurance of any 
type entered the field primarily because 
of these laws. He said that several large 
life companies recently have made their 
debut in the A. & H. field and others 
are contemplating a similar move. 

Quoting the director of sales of one 
company who said it was entering this 
field to present to the insurance-buying 
public a more complete personal insur- 
ance program, the speaker said: 

“The advantages of being able to give 
the insurance-buying public a ‘more com- 
plete personal insurance program’ have 
long been recognized by multiple-line 
companies. Such companies are able to 
build a ‘wall of protection’ around their 
clients. Accident and health protection 
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casualty company is in fact a sideline 
to be given second-rate treatment. So, 
the accident business cannot be treated 
as a sideline nor can it be sucessfully 
developed and profitably underwritten 
on a part-time basis by those having re- 
sponsibilities in other directions. In the 
company home office, head of the acci- 
dent department and his associates must 
be given equal stature with other de- 
partment heads and their associates. In 
the branch offices the production of acci- 
dent business must remain as a full-time 
responsibility of the production force, al- 
though here it may be developed in con- 
nection with other lines of business.” 





PERRY T. CARTER 


is the foundation of this wall. Indeed, 
the agent who does not mention accident 
insurance in talking to a prospect is 
negligent of his responsibilities—and of 
his prospect’s best interests. 

“My company recently conducted a 
spot survey of some of our leading pro- 
ducers to determine the answer to this 
question: ‘What is the value of a good 
accident account ?’ 

“The replies of these agents were al- 
most unanimous: Accident insurance is 
a good ‘door opener’; it is easy to han- 
dle, with little servicing required ; the 
continued renewal commissions give an 
annuity for the agent’s later years; the 
duration of the average contract is one 
of the longest of any form of insurance; 
accident policyholders are the best pros- 
pects for life, automobile, fire and other 
lines of insurance. 

“Indeed, an accident account has well 
been called the ‘greatest annuity an 
agent can have.’ An agent who does not 
sell accident or health insurance is in a 
poor competitive status. Indeed, he is 
not building a wall of protection—around 
himself. 

“In summary, I should like to repeat 
that there never was a time in history 
when the American public was as con- 
scious of the prevalence and seriousness 
of accidents—or illnesses—as today. The 
fact that this business has increased 
500% in the last decade is proof of this 
statement. 

Feels Confidence in Agent 





“This increase has been caused by the 
increasing confidence that the public is 
feeling in the insurance agent—as well 
as by the broadened coverages now be- 
ing offered to the public. In the last 
respect, the members of the Bureau of 
Accident & Health Underwriters have 
played an outstanding part in develop- 
ing new covers. 

“At the same time, we are coming to 
realize that accident and health insur- 


ance serves essentially the same purpose 
as life insurance; they both replace the 
earning ability of the individual. 

“The fact that many of the companies 
which formerly sold life insurance only 
are going into the accident and health 
field is another testimonial to the impor- 
tance of complete protection for human 
life values. 


Builds Wall of Protection 


“The trend toward having one agent 


building a wall of protection around his 
policyholders is, I believe, an inevitable 
one. We are not doing a complete job 
if we insure a man against only his phy- 
sical death—and fail to insure him 
against the possibility of a ‘living death’ 

“From the standpoint of the public's 
best interest—from the agent’s viewpoint 
—and from the standpoint of the pro- 
gressive life insurance company—the sale 
of accident and health is of incalculable 
value.” 


Picton Speaks for All-Lines Agencies 


Stresses Need for Understanding of A. & H. Policy’s Limita- 
tions and Exclusions as Well as Its Benefits; Says All-Lines 
Agency Must Offer Clients Disability Protection 


The real problem of accident and 
health production in the all-lines agen- 
cies js not so much the problem of get- 
ting special attention for this line as it 
is of getting for it the ordinary, but 
constant and effective attention given 
the other fire and casualty lines handled 
regularly by such agencies, said Dean 
C. Picton, CPCU, in his talk before the 
meeting of the Bureau of Accident & 
Health Underwriters at Hot Springs, 
Va., October 29. 

Mr. Picton of the Picton-Cavanaugh 
General Agency, Toledo, Ohio, spoke on 
“Accident and Health Insurance in the 
All-Lines Insurance Agency.” He said 
the founders of his agency, which is a 
53 years old, believed in A. & H. insur- 
ance, made a thorough study of it and 
recognized it as “a keystone on which 
to build profitable volume. 

“They sensed, even back in those 
early days, that if they protected a 
man’s income they protected his most 
valuable asset. They realized too, that 
because such protection covers a uni- 
versal need, there is never a scarcity 
of good prospects. There is no doubt in 
my mind but that the combination of 
careful selection of prospects and proper 
selling accounts for the fact that many 
accident and health policies have been on 
our books for over 20 years. 


Faith Has Proven Wise 


“The faith of our founders in the 
principles of accident and health insur- 
ance has proven wise indeed, for these 
lines have played a tremendous part 
in the growth and development of our 
business. That background accounts for 
our present lively interest in the line, 
maintained over many years in spite of 
the growth and popularity of our many 
other lines. Is it any wonder, then, that 
we who are presently charged with the 
responsibility of carrying on the busi- 
ness, still regard these lines as the 
best approach for a young man coming 
into the business? As you all know, it 
takes salesmanship to sell accident and 
health insurance. It also requires knowl- 
edge, honesty and persistence of the 
highest degree. These qualities, in my 
opinion, make up the cornerstone for 
successful selling in all lines. 

“When I came into the business a few 
years ago, the importance of A. & H. 
insurance was one of the first things 
they drummed into me. Then when I 
attended the Aetna Casualty & Surety 
sales course, I was again impressed with 
the importance of these lines. Subse- 
quent experience has proven time and 
= that the emphasis was fully justi- 
ed. 


The modern, successful agent, Mr. 


Picton said, is one whose background 
and experience place him on the level 
ota professional counsellor, who ex- 
plains the policy’s limitations and exclu- 
sions as well as its benefits so that 
there will be no misunderstanding if and 
when a claim arises. Since most acci- 
dent and health policies have an age 
limit for renewal, he said, this agent 
prepares his client for the day when 
he will have to notify him of the policy's 
termination. “If the client knows the 
age limit,” he said, “the company’s in- 
ability to renew does not come as a 
shock and a disappointment to him, 
an experience which frequently brings 
about dissatisfaction and criticism of 
both insurance companies and agents in 
general.” 

Saying that the insured has a right 
to know where he stands and what 
he can expect, Mr. Picton added: 
“No one minds getting a Chevrolet when 
he orders one, but when a man orders 
a Cadillac and gets a Chevrolet, it is 
naturally a disappointment. Unfortu- 
nately, it appears that too many pro- 
ducers in this field are selling all the 
features of a Cadillac and delivering a 
Chevrolet. It just does not make sense, 
and of course, it is not good business. 
Therefore, it may be possible the rea- 
son you are getting indifferent results 
from good general insurance producers, 
is because of improperly sold contracts. 
The conclusion is obvious; in the long 
run, your best interests are served by 
agents who sell properly, thereby lay- 
ing the groundwork for satisfied policy- 
holders and producers. Such agents are 
what I ~ the right kind. They can 
be had only through well- -organized s 
lection Rea instruction.” 

Few Exceptions in Policy 

Calling attention to the fact that 
there are only six exceptions in the 
present high-grade accident and health 
policy, Mr. Picton said that every one 
of these is for a good and understand- 
able reason and can be converted into 
selling points by the agent if he is 
thoroughly informed about them. “Make 
no mistake about it,” he said, “it is 
not possible to over-emphasize the value 
of a thorough understanding of these 
exclusions by your agents. Only by 
getting this understanding down the line 
to the accident and health policyholders 
will you overcome the relclanse of the 
many agents not now selling accident 
and health insurance—in short, the kick- 
back of uninformed policyholders can 
be avoided only in this way. 

“Given a well-informed agent, your 
line certainly has the inducement of 
attractive commission income, and these 
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Follmann Reports on 
Many-sided Activities 


POINTS TO 10 NEW MEMBERS 





Stresses 1951 Legislative Progress on 
Uniform Policy Provisions Law and 
Sample Policies 





Hot Springs, Va., Oct. 31I—A compre- 
hensive picture of the many-sided activi- 
ties of the Bureau of Accident & Health 
Underwriters during the past year was 
presented by General Manager Joseph F. 
Follmann, Jr., at the final session here 
today of its 60th annual meeting. In his 
report considerable attention was given 
to the uniform individual accident and 
sickness policy provisions law, the re- 
quest by Insurance Commissioners for 
filing of A. & H. loss experience, the 
factual studies conducted by the bureau 
on such problems as health insurance, 
family expense, polio, students and 
sports coverages, and the two educa- 
tional seminars successfully staged by 
the bureau in the past year. 

Mr. Follmann was glad to report that 
ten companies had joined the bureau 
since the last annual meeting. In the 
order of their association they are as 
follows: New York Life, United Na- 
tional Indemnity, National Fire, Frank- 
lin National, Mechanics & Traders, 
Transcontinental, Glens Falls, Equitable 
Life Assurance Society, Eastern Casu- 
alty of New York and Guardian Life of 
America. “The combined assets of our 
member companies,” he said, exceeds 19 
billion dollars, and the combined A. & H. 
premium volume of those companies at 
the close of 1950 was $431,307,669. Of 
that amount 71.28% was written by life 
companies and 28.72% by multiple line 
companies. The total membership on the 
bureau’s 34 committees and subcommit- 
tees was 194, with 48 member companies 
serving on these committees.” 

17 States Enact Policy Provisions Law 

At the close of the 1951 legislative 
season a total of 16 states and the Terri- 
tory of Hawaii had enacted the uniform 
individual accident and sickness policy 
provisions law. These states were Ark- 
ansas, California, Colorado, Connecticut, 
Illinois, Iowa, Kansas, Maryland, Michi- 
gan, Nebraska, New Hampshire New 
Jersey, New York, Pennsylvania, Wash- 
ington and Wisconsin. For various rea- 
sons the uniform policy provisions meas- 
ure failed of enactment this year in the 
states of Florida, Massachusetts, North 
Dakota, Texas and West Virginia. 

Pointing to this legislation as of out- 
standing interest to A. & H. writers in 
1951, Mr. Follmann gave the steps as 
follows which led up to its introduction 
in 21 states and Hawaii: “The new 
measure was recommended for enact- 
ment by the National Association of In- 
surance Commissioners in June, 1950, 
after three years of deliberation. The 
recommendation placed upon the Com- 
missioners and the industry the tremen- 
dous problem of bringing about the early 
enactment of the measure in all jurisdic- 
tions having law in conflict. Commenc- 
ing July, 1950, the bureau staff made the 
necessary research of the then present 
law and entered into contact with the 
various Commissioners to determine 
whether the authorities in the 30 states 
having law in conflict would move for 
enactment in 1951; also to arrive at a 
clarification in six states where it was 
questionable whether present law would 
or would not be held to be in conflict.” 
Considering the problems which usu- 
ally accompany the progress of a model 
bill, Mr. Follmann felt that the first-year 
history of the uniform policy provisions 
law had been “quite satisfactory,” and 
he promised: “In 1952 and 1953 all pos- 
sible steps will be taken to have the 
measure enacted in all the remaining 
states having law in conflict.” 
Continuing Mr. Follmann said that all 

matters surrounding the model bill, in- 
cluding an analysis of the measure and 
its effect on policy drafting and com- 
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pany procedures, were discussed at the 
bureau’s educational seminar on May 
23-24, 1951, in New York. The sample 
policies presented at that seminar were 
subsequently forwarded to all Insurance 
Commissioners, he said, with a request 
that they notify the bureau whether, 
other things being equal, policies based 
on them and submitted by companies 
could be approved. To date, 26 states 
and four territories have stated that 
the sample policies could be approved. 
This reaction encouraged Mr. Follmann 
to think that these policies “have been 
of great value to both companies and 
regulatory officials since they wiil serve 
to a large degree to establish a pattern 
for compliance with the new policy pro- 
visions law.” 


Filing of A. & H. Loss Experience 


In reviewing other regulatory develop- 
ments, Mr. Follmann emphasized the ac- 
tivities of the Insurance Commissioners 
with respect to accident and health loss 
experience. Recounting the develop- 
ments since the Zone 4 states first dis- 
played an interest in the subject about 
five vears ago, he stated: “In the fall 
of 1950, the Zone 4 states developed 
concern with respect to the subject of 
accident and health loss experience, hav- 
ing particularly to do with the inierpre- 
tation of the filings received and the ac- 
tion which states might take relative 
thereto. In December, 1950, the matter 
was placed before the accident and 
health committee of the NAIC and a 
subcommittee was appointed to study 
the matter and report back. The sub- 
committee met twice prior to June, 1951, 
and sent detailed questionnaires to com- 
panies having policies with loss ratios 
less than 25%. 

“Tn June, 1951, the subcommittee made 
a tentative report to the full committee 
recommending: (1) that the subcommit- 
tee be continued; (2) that all filings on 
1952 business be on the earned-incurred 
basis, and (3) that separate filings be 
made for new and renewed business 
With respect to this latter recommenda- 
tion, it was recognized that many prob- 
lems surrounded the recommendation; 
hence the question was referred to the 
NAIC Blanks Committee for further 
consideration. Meanwhile, the subcom- 
mittee again met on Sentember 18 and 
19 and at that meeting the bureau staff, 
counselled by the statistical committee, 
presented the objections of its companies 
to the proposal. No conclusions were 
reached by the Commissioners at the 
time and its subcommittee wil! meet 


again on November 6 and 7. 
Factual Studies Conducted 


Discussing other activities of the bu- 
reau during the past year Mr. Follmann 
pointed to the factual studies conducted 
bv its health insurance subcommittee, its 
subcommittee on dependent riders and 

(Continued on Page 
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J.T. Phillips Tells Factors Influencing 
N. Y. Life’s Entry Into A. &S. Field 


Company Now Writing About 600 Policies a Week With 
Average Premium Per App. About $90; Will Work 
in Harmony With Other Companies 


Hot Springs, Va., Oct. 31—The address 
by James T. Phillips, vice president in 
charge of underwriting of New York 
Life, explanatory of why that company 
entered the personal accident and sick- 
ness business this year, was received 
with keen interest at this morning’s 
session here of the 60th annual meeting 
of the Bureau of Accident & Health Un- 
derwriters. Mr. Phillips gave convincing 
proof that New York Life’s entry into 
this field was motivated (1) by a desire 
to offer on a personal level, the benefits 
similar to those it will offer through its 
group policies; (2) by a desire to bring 
greater opportunities to its field force 
and to its home office staff as well as 
the realization of the definite influence 
the A. & S. entry would have upon the 
company’s growth and development, and 
(3) by the recognition that a long- 
established life insurance company 
should serve the public to the fullest ex- 
tent of its ability. 


No Cut-Throat Competition 


Outstanding in his address was Mr. 
Phillips’ assurance that the New York 
Life does not intend to engage in cut- 
throat competition or any such invidious 
practice. “We have no intention of be- 
coming an accident and sickness com- 
pany,” he said, “nor of having any of 
our agents become specialists in that 
line. Our aim is to offer a product of 
high quality at premium rates which 
should stand comparison with those of 
the industry generally. If in so doing 
we should exert a helpful influence on 
the business, so much the better. 

“We will endeavor to work in har- 
mony with the other companies through 
such organizations as this and to make 
whatever contribution is possible to 
maintain and increase the public’s ac- 
ceptance of our efforts to meet its needs 
in the field of accident and sickness in- 
surance.” 

Gratified by Field Response 


Although the company has been writ- 
ing individual accident and sickness poli- 
cies only four months Mr. Phillips said: 
“We have been amazed at the extent to 
which some of our biggest producers 
have gone into the sale of A. & S. poli- 
cies. They have found it not only an 
easy way to increase their commission 
income but that it is one of the greatest 
door openers, and thus of material as- 
sistance in increasing their life insur- 
ance sales.” Continuing he said: 

“Currently our agents are submitting 
on the average of about one A. & S 
application for every ten life insurance 
applications. About half of these appli- 
cations are for accident policies only 
while the other half are for both accident 
and sickness policies. The average pre- 
mium per application has been about $90, 
which I believe is well above the aver- 
age for the industry. About 75% of our 
applications are on male lives and about 
25% on females. We are issuing at pres- 
ent about 600 policies a week. This vol- 
ume of business has come from a small 
part of our 5,000 agents in the field as 
we estimate that, so far, only about 25% 
of our agents have taken advantage of 
the possibilities of this new line. 

“We will not issue sickness insurance 
unless the proposed insured has cor- 
responding accident insurance with our 
company. We estimated that almost 95% 
of the lives that we cover with accident 


insurance are also eligible for sickness 
policies and that about 80% of our acci- 
dent policyholders and 85% of our sick- 
ness policyholders are eligible for the 
weekly benefit for total disability. About 
2/3 of our accident policies and 2/3 of 
our sickness policies include a weekly 
benefit for total disability.” 

3y way of example the speaker ex- 
plained: “One of our accident policies 
which provides for certain required bene- 
fits, also provides for four optional bene- 
fits. A review of a sample of these 
accident policies indicated that 14% of 
them were issued without any of the 
optional benefits, 69% of them were is- 
sued with some but not all of the op- 
tional benefits, and 17% of them were 
issued with all four of the optional bene- 
fits. The blanket expense benefit was 
the most popular of the four optional 
benefits, being included in 67% of these 
accident policies. The loss of life bene- 
fit was included in 56% of these policies, 
the weekly benefit for partial disability 
was included in 48% of these policies 
and the double benefit for specified acci- 
dents was included in 31% of these poli- 
cies. 

Coverages Under Sickness Policies 


“A similar variety of coverages is 
available under our sickness policies and 
all of the various possible combinations 
of benefits were used extensively by our 
policyholders. Where the policyholder 
had the option of excluding the first 7, 
14, 21-or 28 days of each disability under 
the weekly benefit for total disability 
provision of our sickness policies, the 
seven-day exclusion was chosen in 63% 
of the policies and the 28-day exclusion 
in 20% of the policies. The 14- and 21- 
day exclusions were less popular. Where 
the policyholder had the choice of lim- 
iting the hospital confinement benefit in 
our sickness policies for either not over 
70 days or not over 365 days, the 70-day 
limit was chosen in almost 95% of the 
policies.” 


Featuring “Schedule Type” Commercial 
Policies 

The speaker then said that New York 
Life agents have found the flexibility of 
the “schedule type” policies very advan- 
tageous in fitting the A. & S. coverage 
to meet the varying needs of individuals. 
Having decided to start out with com- 
mercial A. & S. policies, the company is 
now pushing two basic accident and two 
basic sickness contracts, both of which 
are flexible enough to permit writing 
business on practically all kinds of pros- 
pects. 

“We decided to issue participating 
policies,” said Mr. Phillips, “and we hope 
that we will be able to start paying divi- 
dends on these policies at the end of 
three years. We also adopted a non- 
level commission basis because we felt 
that it was essential to keep the expense 
level on A. & S. policies reasonably low 
in relation to the value of these benefits 
to the policyholders.” 

It was then explained that “our acci- 
dent and sickness business will follow 
the same broad cross section of the pub- 
lic as our life insurance. Our agents sub- 
mit business in all occupational classifica- 
tions instead of concentrating on those 
in the ‘A’ and ‘B’ classifications. They 
also submit many cases with medical 
impairments.” 

Mr. Phillips admitted that this broad 





JAMES T. PHILLIPS 


sweep of business necessarily creates 
more underwriting problems than would 
be encountered in a company that pre- 
ferred to deal in the more favorable 
occupational classifications. In this con- 
nection he said: “Our experts tell me 
that at the present time only about 10% 
of our business can be handled readily 
by the junior underwriters, while our ex- 
perts have been accustomed to at least 
50% of the business being handled that 
way. However, the very fact that our 
business, so far as it has gone since we 
began, is being spread over a broader 
cross section of the public is not an un- 
desirable feature as it enables us to 
provide greater service to the public.” 


May Help to Preserve Private 
Enterprise 


The speaker spoke significantly on an 
insurance company’s responsibility to the 
public in times such as these, saying: 
“Where insurance has developed to the 
extent it has in this country, people 
have come to expect some insurance pro- 
tection in the event of misfortune. If 
the public wants insurance protection we 
as an insurance industry have a respon- 
sibility to provide such protection wher- 
ever possible on a sound basis. Further- 
more, as private insurers of long experi- 
ence, we are in a position to provide 
such insurance on a personal basis de- 
signed to fit the needs of the individual 
and to have a prompt, efficient and cour- 
teous claim administration. 

“This is a matter of no small concern 
to all of us and any positive contribution 
which we as an industry can make to 
keep the insurance business in the field 
of private enterprise is worthwhile. This 
may be one of the reasons why so many 
of our life insurance companies are con- 
sidering entering the accident and sick- 
ness field today. Incidentally, I think 
that the years 1950-51 may well be a 
milestone in the history of the life in- 
surance industry. I am sure that the 
historian will look back and point out 
this period as significant because so 
many prominent life insurance compa- 
nies decided to enter this personal field 
in one form or another.” 

Effect on New and Established Agents 

As to the effect of its A. & S. entry 
upon new agents the speaker said: “The 
New York Life, in common with other 
companies, has had the perennial prob- 
lem of establishing new agents. This is 
especially true of those companies which 
must conform to the expense limitations 
of the New York statutes. There was con- 
siderable support for the argument that 
since accident and sickness insurance 
can be more readily sold than life insur- 
ance it would be especially helpful to 
the young agent and enable him to get 
on a self-supporting basis much earlier 





Underwriting Activity 
In submitting his report as underwrit- 
ing committee chairman to this week's 
annual meeting of the Bureau of A. & H 
Underwriters Merle J. Thompson, Stand- 
ard Accident, said that its activities have 
continued to center in a number of 
subcommittees. These, in turn, report to 
the main committee or to the chairman 
either for further instruction or to make 
interim or final reports of their re- 
spective assignments. As reports are 
completed, the conclusions or “progress” 
reports are then transmitted to member 
companies either through bulletins or the 
educational seminars. Two meetings 
were held by the underwriting committee 
this year and it is continuing with its 

special studies of various problems. 





than if he were to confine his sales to 
life insurance alone. 

“There was some concern that the new 
agent who finds that his first openings 
come from the sale of A. & S. insurance 
might, in effect, become an A. & S. 
salesman and be reluctant to be a life 
salesman as well. 

“We are prepared to train the new 
agent simultaneously.in. both life insur- 
ance and in accident and sickness in- 
surance and endeavor to show him that 
he will best serve his clients by offering 
them complete and comprehensive cov- 
erage. We plan, of course, to keep an 
eye on the new agent to make sure 
that he does not over-emphasize the 
accident and sickness business. 

“On the other hand, because of the 
smaller premiums, it was felt that the 
accident and sickness business probably 
wouldn’t be attractive to the well estab- 
lished agents nor to the big producers. 
Also, some of the senior agents might 
be reluctant to undertake learning the 
details of the business. However, in 
the early weeks following our entry 
into the A. & S. field, one of our Top 
Club agents was selling an accident and 
sickness policy every day. In the same 
period of time his life insurance sales 
were greater than they had been nor- 
mally for that time of the year. Another 
Top Club agent, as a result of an acci- 
dent and sickness approach, succeeded in 
selling life insurance to a business ex- 
ecutive whom he had previously failed to 
interest in life insurance even though 
he had known him intimately for some 
time.” 

Mr. Phillips’ over-all impression was 
that it is a mass education job to famil- 
iarize close to 5,000 agents with the in- 
tricacies of a line about which most of 
them knew little when the company 
started to write policies. 


New Opportunity for Home Office 
People 


Similarly, considerable training was 
necessary in the home office. For exam- 
ple, some 200 members of the staff in- 
cluding several executive officers spent 
two evening hours each week for 15 
weeks attending a series of lectures ar- 
ranged by the Insurance Society of New 
York. Furthermore, Mr. Phillips said 
the opening of the new department has 
meant promotions and new fields of in- 
terest and opportunity for over 20 per- 
sons with the company 20 years or more. 

The new department now consists of 
over 60 persons including its A. & S. 
experts whom he mentioned by name— 
Larry Soper, Pete Burns, Bob Carey and 
George Monks. He said that many of 
those transferred from strictly life busi- 
ness have had to adjust themselves to 
new terms and concepts. 

“However, by including in our new 
A. & S. department people familiar with 
the operations, methods and traditions of 
the company it is possible to make this 
department an integrated part of New 
York Life’s operation, not a poor rela- 
tion that is separate and estranged. This 
is an important objective which we felt 
must be achieved if the venture were to 
be successful,” said Mr. Phillips. 
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Major A. & H. Problems Discussed 
At Popular Underwriting Forum 


Hot Springs, Va., Oct. 30—Major problems of the A. & H. business were given 
exhaustive treatment at this morning’s Underwriting Forum which was a popular 
feature here of the 60th annual meeting of Bureau of Accident & Health Under- 
writers. Conducted under the able leadership of Douglas J. Moe, manager, A. & H. 
underwriting, United States Life, the forum leaders and their topics were as fol- 
lows: Paul H. Rogers, Aetna Life, “Underwriting Problems Arising Out of Modern 
Warfare”; Neil J. Brown, Hartford Accident & Indemnity, “Problems Arising in 
the Use of Schedule Type Policies; A. P. Dowlen, Republic National Life, “Current 


Trends in Writing Hospital Expense Insurance®. 


.”: David H. Harris, Equitable 


Life Assurance Society, “Developments in Writing Catastrophe Medical Expense 
Coverage on Individuals’; Edward M. Urich, Pacific Mutual Life, “Current Trend 
with Respect to the Use of the Non-prorating Form of Standard Provision I”; Ray 
L. Hills, Great American Indemnity, “Discussion of Underwriting Individuals Who 


Use or Have Used Alcohol to Excess.” 


Also Robert W. Pope, Employers’ Liability, who spoke on “Underwriting 
Factors Involved in Insuring Individuals by Usetof Waiver or Otherwise Who Are 
Currently Under Medical Treatment”; A. B. Hvale, Continental Casualty, “Current 
Trends in Post-Claim Underwriting’; O. F. Siegmund, General American Life, 
“Retention of Essential Underwriting Data”; John F. Lydon, Ocean Accident,” Con- 
siderations Arising from Class Underwriting,” and Robert J. Sullivan, the Travelers, 
who discussed “Persistency of Commercial Accident and Health Policies and Meth- 


ods Being Used to Improve Persistency.” 


Important excerpts from most of these papers follow: 





Paul H. Rogers 


War exclusions in accident policies 
came into general use during the first 
World War. Accident policies generally 
have excluded liability for injury due to 
war or any act of war or sustained while 
in the military service in time of war. 
Health policies generally have excluded 
loss due to illness contracted during or 
while engaged in military or naval serv- 
ice of any country at war. Recently the 
clauses have taken into account that war 
is sometimes engaged in without having 
been declared and that it is engaged in 
by groups of nations. Essentially, though, 
there has been little change in the lia- 
bility excluded by the first clauses that 
were adopted. 

The nature of war has greatly changed 
in recent years. Formerly struggles be- 
tween nations were settled by armies, 
but the development of instantaneous 
world-wide communication, of aviation, 
atomic and hydrogen bombs and _ the 
potential for destruction in biological and 
gas warfare, have extended the area of 
destruction. Our country has not suf- 
fered invasion by modern means of war- 
fare, but we must now recognize the 
possibility of widespread destruction in 
this country by invading aircraft, by 
sabotage and possibly by the invasion of 
armies. The psychological factors are 
now very important and seem to include 
destruction of civilians. Korea is far 
away but the devastation wrought in 
that country could happen here. 

A. & H. Catastrophic Losses 

The possibility of catastrophic losses 
to accident and health companies is 
difficult to estimate for we are largely 
without legal precedent as to just what 
our liability might be. The “war or act 
of war” exclusion would eliminate lia- 
bility for injuries resulting from the di- 
rect burst of shells or bombs. It is un- 
doubtedly the intention of the companies 
that our exclusion eliminates all losses 
directly or indirectly resulting from such 
acts of war. Just where protection ceases 
after the burst, we do not know. If a 
building falls on a policyholder six weeks 
after it has been bombed, is the com- 
pany liable? What if it falls six days 
after the bombing? Atomic radiation in- 
curred at the time of the blast is not 
covered. If exposure is six weeks later, 
is it covered—if it is six days later, is 
it covered? If the water supply of a city 
is poisoned, and many people made ill or 
killed, is there liability? Can the fact 
that the poisoning was done by an enemy 
be proven and if it is proven, is there 
liability? The displacement of large 
bodies of people from one area to an- 
other in a time of panic might involve 








many injuries and shortage of food and 
water supply. How about injuries sus- 
tained during complete blackouts? 

Our industry shares with other seg- 
ments of the insurance industry the pos- 
sibility of catastrophic losses from mod- 
ern warfare. It is not proper for our 
industry to ignore the problem or to 
leave the study entirely to other seg- 
ments of the insurance industry which 
are naturally thinking in terms of their 
own responsibilities. Perhaps the haz- 
ard we face in modern war is not as 
great as in some other lines of insur- 
ance, but that is a relative matter and 
unquestionably we do have the possibility 
of very large losses. We should study 
those. possibilities in the light of the 
very best information and the best 
thinking that is being devoted to the 
problem in other fields of insurance. The 
bureau should be actively engaged in 
studying the problem. 





A. P. Dowlen 








Perhaps no other type of coverage has 
had such tremendous growth in a short 
period of time as hospital expense in- 
surance. Public demand has been so 
great for this coverage in recent years 
that sales resistance is practically non- 
existent. In many instances this has 
resulted in agents following line of least 
resistance and taking orders for hos- 
pitalization insurance without making 
any particular effort to include other 
basic and important coverages. .. . Sur- 
gical benefits are usually included as this 
coverage and hospital expense go _ to- 
gether. 

Many changes have been made since 
hospital expense was first introduced. 
Benefits are larger and payable for 
longer periods; the policies are less re- 
strictive. Experimentation has been and 
still is being carried on. This, together 
with competition and inflation trends, 
has resulted in development of more lib- 
eral coverages to meet the public de- 
mand and the increased cost of hospital 
confinement. 

Policies issued a decade or so ago and 
providing $5 per day for hospital room, 
with limited allocated amounts for speci- 
fied miscellaneous items, probably served 
the purpose fairly well at that time, but 
would be extremely inadequate today. 
Hospital room rates vary greatly in dif- 
ferent sections of the country, but pri- 
vate rooms are rarely available, even in 
the smaller communities, for less than 
$8 or $9 per day. In some of the larger 
cities the minimum is perhaps from $10 
to $15 per day. Consequently some com- 
panies are now offering policies provid- 
ing daily room benefit of $15 and $20. 


It would seem, however, that increased 
cost of hospital confinement can be at- 
tributed largely to the miscellaneous ex- 
pense items, rather than the room 
charges. It is a well known fact that 
the average number of days in the hos- 
pital for various illnesses and operations 
is considerably less than it was a few 
years ago. Any savings in this respect 
is more than offset by the increased 
charges for operating room, anesthetic, 
laboratory, new and costly drugs, and 
other therapeutic services. Formerly 
about $15 was the average charge for 
operating room in cases of major sur- 
gery of ordinary severity, but now 
charges of $45, $50, or higher are not 
uncommon. 

Policyholders, doctors, and hospitals 
have registered complaints from time 
to time that the average hospital expense 
policy does not, in many cases, cover a 
sufficient portion of the cost. That was 
probably true to a certain extent for a 
period of several years, but considerable 
improvement has been made in this re- 
spect. The majority of the policies now 
being issued provide for payment of 
miscellaneous hospital expenses on the 
unallocated basis rather than the old 
plan of limiting the amounts payable for 
each item. * * * : 

Companies Give Choice 

_ Most of the companies are now offer- 
ing policies providing 10 times the daily 
room benefit for miscellaneous expenses, 
or giving a choice of either five or 10 
times. Some companies are also offering 
15 and 20 times, while others are allow- 
ing stated amounts, generally based on 
the amount of daily room benefit. Some 
companies will issue a rider providing an 
extra amount of $100 or $200 which may 
be applied to either room charge or mis- 
cellaneous expense. 

One of the latest types of policies in- 
troduced and being offered by at least 
five or six companies is one which pro- 
vides a specified daily room rate, but no 
stated allowance for miscellaneous ex- 
penses. The amount payable is based on 
the number of days in the hospital. * * * 

Mr. Dowlen then told of results of a 
recent questionnaire survey in which 33 
companies participated, only two of 
which definitely reported an unsatisfac- 
tory experience on hospital expense busi- 
ness. From information received from 
this survey and from a study of various 
policies, Mr. Dowlen concluded: 

“It is evident that the industry is fully 
aware of its obligation to do everything 
possible to furnish adequate coverage at 
minimum cost. It is not believed that 
large profits will accrue from the writing 
of hospital expense insurance; some 
companies are offering this coverage 
merely as a service to the public and to 
the agency force. The wasteful practices 
of Government bureaus should convince 
any freedom-loving American citizen 
that the insurance industry can render 
more efficient and more economical serv- 
ice in this respect than can any Govern- 
ment plan of social insurance.” 





David H. Harris 








There have been many important de- 
velopments in accident and health insur- 
ance in recent years, but none of more 
potential significance than the develop- 
ment of medical catastrophe coverage. 
The number of companies which have al- 
ready entered this new field on an indi- 
vidual basis, as distinguished from the 
group insurance basis, is quite small, but 
I doubt if there are many people here 
today who have not already given the 
subject serious thought. Certainly this is 
a coverage which the public needs and 
wants. It is, therefore, our job as an 
industry to provide it on the soundest 
basis that our best efforts can devise. 

The development of a medical catas- 
trophe plan is a fascinating and a chal- 
lenging problem. The concepts involved 
are so new that an experimental philoso- 
phy is essential, with a willingness to 
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test the untried tempered by a deter- 
mination not to be swept away so far 
and so fast that the bounds of safety are 
overstepped. * * * ; 

The purpose of medical catastrophe 
coverage is to provide adequate protec- 
tion against really large medical bills of 
all kinds, Since the policy is not 
intended to insure against small expenses 
for which one of the basic plans is ade- 
quate, a deductible provision is almost 
universally introduced. This deductible, 
by cutting out small claims of high fre- 
quency, makes it possible to provide 
large limits without prohibitive pre- 
miums. It also should reduce the rela- 
tive magnitude of the administrative ex- 
pense as measured against the average 
benefit. Further, it emphasizes the basic 
principle that insurance is needed mast 
when the potential loss is large, but its 
frequency small enough to make for a 
quite uncertain incidence among particu- 
lar individuals. It corrects the tendency, 
which has been too prevalent in medical 
insurance, to confuse insurance with 
budgeting. * * * 

Mr. Harris said that in the Equitable 
Society’s plan a choice of three deduc- 
tible amounts is available—$100, $300 or 
$500. The $100 deductible is intended for 
those who have no other insurance: the 
higher amounts, in general, for persons 
who already have a basic plan and need 
supplemental protection to begin where 
basic benefits leave off. Equitable’s ex- 
perience in selling has been that a very 
wide and responsive market exists among 
those who look to the catastrophe plan 
for supplemental protection. 

The predominant pattern of develop- 
ment at the present time in medical 
catastrophe insurance is the combination 
of deductible, to eliminate many small 
claims, and co-insurance, to provide a 
measure of control. Whether this will 
be the eventual solution will depend on 
experience, and whether a 20% or 25% 


© 
co-insurance factor is adequate to leave 
the insured with desired degree of self- 
interest is also a question which only 
the future can answer. In Equitable’s 
plan this factor is 25%. * * * 

There are a great many perplexing 
problems which remain after the for- 
mulation of a broad outline for a plan 
of this kind. For example, there is the 
question of equity between different 
parts of the country and different eco- 
nomic segments of the population, a 
question which arises out of the widely 
varying of medical service. The 
policy is inevitably written in terms of 
dollars, but its blanket type benefits, not 
subject to any scheduled limits, are in 
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fact directly proportional to the costs 
of service. * * * 

We are only at the threshold of a very 
important development in the accident 
and health business. There is room for 
experimentation in many directions, and 
the interest already aroused in catas- 
trophe policies seems to me to be a 
sure guarantee that this experimentation 
will take place and that its results will, 
in the course of time, provide the best 
solutions to the multitude of problems 
which are still either unsolved or only 
partially solved. 





Edward M. Urich 











A more liberal attitude seems to be 
developing toward the practice of the 
prorating and a slowly increasing move- 
ment is evident toward the use of the 
short form. When or how this started is 
difficult to say. Berkeley Cox, counsel 
of the Aetna Life, discussed in 1937 sev- 
eral of the standard provisions and 
pointed out the extremes in court deci- 
sions on standard provision No. 1. Un- 
doubtedly the advent of non-occupational 
coverage and non-classified policies con- 
tributed some influence. ... In my own 
company the long form was used in all 
policies up to 1944 but we followed a 
liberal claim policy. 

We had felt for some time that from 
a dollars and cents standpoint the sav- 
ings resulting from prorating of monthly 
indemnity was offset many times over in 
the ill-will that was created. In 1944 we 
adopted the short form provision for all 
policies providing for monthly indemnity 
only, retaining the right to prorate only 
in policies containing principal sum. Last 
year we made a study of our accidental 
death claims for the previous five years 
involving an exposure of over $1,000,000 
of premium volume and found we had 
not prorated a single case. So we moved 
a step further and eliminated the pro- 
rate clause from all policies except one 
which provides only for accidental death. 
Thus we retain a hedge against a pos- 
sible large death loss. If our experience 
continues as it has in the past five 
years, we may eliminate the long form 
entirely. 





Robert W. Pope | 


Rates for accident and health insur- 
ance are based upon normal or average 
risks. This might be termed the stand- 
ard risk. When a risk is impaired or 
deviates from the normal, that risk be- 
comes substandard. Until recently, the 
only method of converting a substandard 
risk to a standard risk has been a rather 
indirect method. Instead of charging a 
higher premium for the extra liability 
created by the impairment, we endeavor 
to eliminate the extra liability by means 
of a waiver. 

Unfortunately, it is not always possible 
to eliminate the extra liability entirely 
even with carefully conceived waiver 
wording. An example of a simple case 
in mind, would be a person having a 
fractured wrist and at the time of apply- 
ing for insurance is still under treatment. 
A waiver eliminating further injury to 
the wrist protects the company against 
just that additional liability. It doesn’t 
protect the company against the addi- 
tional liability created by the possibility 
of an accident in which the injured wrist 
may be the indirect cause, as in the case 
where a person is prevented from saving 
himself from a fall, due to his inability 
to properly grasp a hand rail on a stairs, 
on account of the weakened condition of 
his wrist. In falling, it may not be the 
previously injured wrist that is injured, 
but some other part of the body. 

On the strength of this, one might ask: 
“Why not charge a greater premium and 
cover the extra liability?” The difficulty 
is one of measuring the extra liability. 
The waiver idea seems a more practical 
way even though it is indirect and does 





not always give the full protection to the 
company, * * * 

Proper Choice of Words Important 

In preparation of waivers the proper 
choice of words is of the utmost impor- 
tance. It is first absolutely necessary to 
be sure the condition is described prop- 
erly. The applicant may not know the 
correct term. What he describes as 
arthritis may be neuritis. It will do no 
good to eliminate arthritis if future 
claims come in as neuritis. Doctor’s 
statements are of some help. Examina- 
tions may give the answer. Hospital rec- 
ords are of value. The point is that you 
must know the exact conditions which 
create the extra liability if you wish to 
exclude it. Once the exact conditions are 
known, the next problem is recognizing 
its implications. 

Waivers are used more generally on 
existing business than for the acceptance 
of new business. This is due primarily 


to the lack of understanding of the 
Waiver principle on the part of both 
agents and the public. Those agents 


who do understand the principle are re- 
luctant to explain. it thoroughly to their 
clients because of sales resistance. The 
public takes the view that the insurance 
company is trying to get away with 
something, not realizing that were it not 
for the waiver idea, it would be necessary 
to reject or cancel many cases. Through 
the introduction of waivers it is possible 
to retain risks that otherwise would be 
unacceptable. Under these circumstances, 
the waiver accomplishes a saving of in- 
surability, depriving the risk only of so 
much insurance as the individual history 
takes him out of the average. Premiums 
and commissions are thus earned instead 
of a loss to both company and agent. 


A. B. Hvale 


trend to be 











The first item of noted 


in post-claim underwriting is the more 
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general appreciation and observance of 
the primary principle that the public 
will be convinced more effectively by 
what we do and how we do it than by 
what we say we do. 

Cancellation of a policy is no longer 
regarded as a matter of course. Such ac- 
tion is considered an evil, necessary 
sometimes, but to be avoided if at all 
possible; and the underwriter’s problem 
becomes the more delicate one of what 
to do instead of cancelling or how to 
do it gracefully if it cannot be avoided. 
Cancellation clauses are being more and 
more left out of policies, companies be- 
ing satisfied to carry along until renewal 
date. is 

Post-claim underwriting has for its 
object the maintenance of stable under- 
writing standards over all of a com- 
pany’s business in force. To avoid gen- 
eral deterioration of the business, post- 
claim underwriting takes account ot 
changes or discoveries in relation to 
physical conditions and moral hazard... .. 
No underwriting rules or practices are 
applicable universally; they are all rela- 
tive. * 

A considerable part of post-claim un- 
derwriting is done by the claim depart- 
ment without referring to the under- 
writer because it is a more satisfactory 
procedure to have the entire status of 
the insured handled at the time of settle- 
ment of claim. If claim men are in- 
structed in underwriting practices relat- 
ing to waivers, terminations, changes in 
coverage, they can handle this re- 
underwriting with far less friction than 
results when, several weeks or months 
after settlement, the insured is ap- 
proached with regard to some necessary 
change. A general agent who handles 
claims will much prefer to have informa- 
tion at the time of claim settlement of 
any re-underwriting that is necessary so 
that he can take care of it all at one 
time. I think this is very important. To 
have to reopen discussion several weeks 








after a claim has been handled surprises 
and disappoints a policyholder. 

Some classes of business are more 
concentrated than others. Franchise 
business generally, and among railroad 
employes in particular, requires a softer 
handling because misunderstandings are 
enlarged upon by competing agents and 
are more quickly gossiped among fellow 
workers. Intercommunication between 
workers is much easier among railroad 
men who travel up and down the line 
and hear and tell all as they go, * * * 

Has Booklet on Waivers 

It goes without saying that if a case 
can be handled by waiver or re-write 
such action is preferable to cancellation 
or non-renewal. Waivers are, of course 
the most used alternative to cancellation, 
My company furnishes to its general 
agents and field claim men a_ booklet 
on waivers and a supply of forms so that 
they are equipped to handle post-claim 
underwriting in connection with claims. 
A revision of this booklet a few years 
ago eliminated 25% of the conditions for 
which waivers were being requested, and 
1 believe the general trend is in this 
direction. * * * 

Another trend which affects post-claim 
underwriting is that more and more poli- 
cies are being issued with the short 
Standard Provisions No. 1, eliminating 
prorate arising out of change of occupa- 
tion. Without Standard Provision No. 
16 this usually postpones to renewal date 
any rewrite to a different occupation and 
classification. 

These liberalizing trends have been 
developing during the last five to ten 
years in which the companies have had 
generally favorable loss ratios. These 
concessions in post-claim underwriting 
will have the effect of increasing loss 
ratios more and more as they permeate 
deeper into all existing business, and 
new policies and new rates should take 
account of this trend. 





Robert J. Sullivan 


_ We in the company ranks know the 
importance of high persistency in A. & 
H. renewals. It is up to us to see that 
the producer is ever conscious of re- 
newal conservation and that he is fur- 
nished the tools with which to work. 
We must impress him with the fact that 
time spent in placing of renewals is just 
as profitable as time spent in selling new 
business. 
: To. improve persistency my company 
is using the following methods: ; 
ke We insist that every renewal re- 
turned for cancellation be accompanied 
by a note of explanation from the agent 
giving the reason for its return. Each 
renewal thus returned clears through 
the agency manager or general agent, 
who personally talks with the producer, 
offers assistance and advice before the 
renewal is forwarded to the home office 
for final cancellation. 

2. Through additional coverage riders, 
such as the medical expense rider, we 
encourage an agent to see his present 
policyholders for here is an opportunity 
to sell new business. In contacting his 
insureds about the additional protection, 
he is, in reality, conserving and modern- 
izing his client’s present program. 

3. We furnish birthday cards to our 
agents. By proper use of them, an agent 
is able to keep in touch with his present 
policyholders and cement their relation- 
ship. 

4. Leaflets and stuffers for enclosure 
with renewal notices are also supplied. 
One of our latest gives facts and fig- 
ures on accidents and asks the question, 
“Can you afford to take the chance of 
going without Accident Insurance?” An- 
other describes medical expense cover- 
age and how to apply for it. 

5. Periodically through our house or- 
gan, “Protection,” we present incidents, 
interviews and reminders showing the 
lucrative results obtained by individual 
agents with an effective and efficient 
system of renewal conservation. 
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Remember when you used to play “Blindman’s 
Buff” and “Pin the Tail on the Donkey”? That 
was fun. But, in business, you are playing a dan- 
gerous game when you deliberately blind your- 
self to the possibility of employee dishonesty. Yet, 
many employers do just that. 

Embezzlements, abscondings and thefts make 
headlines every day. Don’t take chances with 
employee dishonesty. 

Your only sure safeguard against loss from this 
source is a blanket Fidelity Bond covering every 


“Unforeseen events ... need not change and shape the course of man’s affairs” 


Good for games...bad for business 


person on your payroll, for you never know who 
may be exposed as a thief. 

And because embezzlements today sometimes 
run into six figures, you need coverage in a 
greater amount than ever before. 

Whether your business is large or small, gvar- 
anteed honesty is the best policy. So, talk to your 
Maryland agent or broker today about a Fidelity 
Bond tailored to your particular needs. 

Remember: because your Maryland agent knows 
his business, it’s good business for you to know him. 











MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 







All forms of Casualty Insurance, Fidelity and Surety Bonds, for business, industry and the home, through 10,000 agents & brokers 





Another striking advertisement designed to help Maryland agents and brokers 
sell more and larger blanket Fidelity Bonds. 
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Bureau of A. & H. Underwriters, 


Hot Springs, 


Va.., 


October 29-31 





Health Statistical Plan to 
Be Reinstated Jan. 1, 1952 


Harry V. Williams, Hartford Accident 
& Indemnity, told the annual convention 
of the Bureau of A. & H. Underwriters 
at Hot Springs, Va., October 31 that 
there has been sufficient interest among 
member companies in the bureau’s health 
statistical plan to justify its reinstate- 
ment as of January 1, 1952. Reporting as 
chairman of the statistical committee, 
Mr. Williams summarized the results of 
a questionnaire on which members were 
asked to indicate their ability and will- 
ingness to report data under this plan. 

“Of the 61 companies which completed 
this questionnaire,” said Mr. Williams, 
“36 indicated that they would participate. 
The total premium volume that would 
be reported by these companies was esti- 
mated at $5,000,000 annually. ... It is 
agreed that the original outline of the 
health statistical plan should be amended 
to require the coding of the amount of 
hospital daily benefit, but that there was 
no need as yet for health blanket medical 
or family policy codes.” 

As to the personal accident statistical 
plan, which was reinstated by the bureau 
on January 1, 1948, Mr. W illiams said: 
“There has now been sufficient develop- 
ment on policies effective in 1948 and 
1949 to begin the first compilation of 
accident experience under the 1948 plan. 
This will include the policy years 1948 
and 1949 only and will, in general, follow 
the form of the 1931-1940 ten-year ex- 
hibit. . . Bureau members have received 
a call for data on outstanding claims as 
of June 30, 1951. When this data has 
been submitted to the National Bureau 
of Casualty Underwriters (which will 
make the compilation) its statistical divi- 
sion will be ready to begin the final 
steps of the compilation.” 

Barring unforseen delays Mr. Wil- 
liams said the first exhibits should be 
available to bureau members by the 
spring of 1952. 

He further reported that as of October, 
1951, 32 member companies of the bu- 
reau were contributing their experience 
to this accident statistical collection. 
Eight more companies planned to con- 
tribute at a later date; 11 were still con- 
sidering the subject ; and three do not 
have usable statistics. 

Final portion of Mr. Williams’ report 
was devoted to the NAIC request for 
filing of A. & H. loss experience. While 
the earned-incurred basis of filing will 
require substantial change in mechanical 
procedure by some companies, it was de- 
cided that little would be gained by re- 
sisting it at this time. However, the 
committee strongly opposed the NAIC 
request for separate reports on new and 
renewal business “because it would im- 
pose an unreasonable burden on the com- 
panies.” Mr. Williams said: 

“Fundamental records are not present- 
ly maintained on this basis and con- 
version to it would be extremely difficult 
to initiate and to maintain. Furthermore, 
no other casualty line of insurance is re- 
quired to be reported on such a split 
basis.” 


Dr. Horan’s Paper Reviewed 

The paper of Dr. J. C. Horan, associ- 
ate medical director, Metropolitan Life, 
on “Medical Selection of Health Insur- 
ance Applicants With Adverse Personz ul 
Histories or Physical Impairments,” 
presented at the Hot Springs, Va., meet- 
ing of the Bureau of Accident & Health 
Underwriters this week, is reviewed in 
the life insurance section of this paper. 


SULLIVAN ON LEGISLATION 


Hails Passage of Policy Provisions Law 
by 16 States and Hawaii as Major 
1951 A. & H. Accomplishment 
Hot Springs, Va., Oct. 31—Robert J. 
Sullivan of the Travelers, chairman of 
the legislative _ regulatory committee, 
3ureau of A. & H. Underwriters, hailed 
the passage of the uniform individual 
policy provisions law in 16 states and the 
Territory of Hawaii as the major A. & H. 
legislative accomplishment of 1951 in re- 
porting here today to the annual meeting 
of the bureau. Mr. Sullivan said that 
passage of this important law by so 
many states so soon after its endorse- 
ment by the NAIC “points up the fine 
cooperative spirit existing between the 
Insurance Commissioners and the indus- 

try.” Looking ahead he said: 

“We look forward to the law’s adop- 
tion by several more states in 1952— 
even though an off-year for legislative 
activity—and hope that 1953 will see it 
adopted by the rest of the states having 
laws in conflict because it modernizes 
the requirements of A. & H. insurance 
and permits future developments by al- 
lowing variations in the policy provi- 
sions.” 

As to whether a future edition of the 
Official Guide will be needed under 
the new law Mr. Sullivan said: “This 
will depend entirely upon experience 
gained through additional filings. : 
Two states have attempted to applv the 
terms of the Official Guide’s third edition 
to policy forms drafted under the new 
law. We have discouraged this action 
because the third edition has little or no 
applicability under the new law.” 

Mr. Sullivan noted in his report that 
over 563 bills were introduced in the 
past vear dealing with A & H. insurance 
of which 404 failed of enactment. “Of 
the bills passed, none was particularly 
harmful. On the other hand, many con- 
structive bills have become law,” he 
reported. 


Follmann Makes Report 


(Continued from Page 39) 


the family expense insurance subcommit- 
tee. These were in addition to studies 
on blanket medical expense with health 
insurance, polio insurance, students and 
sports coverages, presented at the last 
annual meeting. Member companies of 
the bureau have also received interim 
reports of the work of the subcommit- 
tees on substandard risks, hazardous 
occupations, health insurance and medi- 
cal society plans. It was indicated that 
these studies will be concluded during 
the coming year. In addition, the follow- 
ing subcommittees are also engaged in 
studies within their spheres: hospital ex- 
pense, catastrophe coverage and _ non- 
cancellable A. & H. insurance. “All 
such studies when completed will be sent 
to member companies,” said the speaker. 
Attention was also called to the work 
accomplished by the bureau subcommit- 
tee on compilation of bureau data. Its 
job has been to compile and condense 
underwriting information gathered by 
the bureau through the years which 
data, it was felt, should prove of value 
to the companies, particularly new writ- 
ers in the field or newer personnel not 
readily acquainted with such informa- 
tion. 
Educational Seminars to Be Continued 
Speaking of the educational seminars 
conducted by the bureau in 1951, Mr. 
Follmann indicated that the enthusiasm 
with which they were received should in- 
sure the continuance of such programs 
in 1952. “The first seminar,” he said, 


“held last February, was devoted en- 
tirely to group disability insurance sub- 
jects. The attendance at this seminar 
and the enthusiasm which surrounded 
the discussions, along with the universal 
response to a questionnaire subsequently 
circulated among member companies on 
the subject of future seminars, indicate 
that another seminar will be conducted 
in 1952 devoted to group insurance. 

“The second seminar held in 1951 oc- 
curred in May. While it was devoted 
principally to the uniform individual ac- 
cident and sickness policy provisions law 
and its effect on policy drafting and com- 
pany procedures, there were also well- 
rounded discussions on health insurance, 
substandard risk underwriting, the insur- 
ing of hazardous occupations, and de- 
pendent riders.” 

As to the development of occupational 
classifications Mr. Follmann reported: 
“To date, of 63 member companies, 56 
are presently using the 1948 bureau occu- 
pational classifications. Of the remain- 
ing seven there are two to which the 
manual would have no applicability in 
relation to their present method of op- 
eration. In addition to this the bureau 
has record, by virtue of purchases of 
supplies, of 20 non-member companies 
using its manual. Thus, at least 76 com- 
panies in the commercial accident in- 
surance field are presently using the 
1948 manual. 

Loss Experience Statistics 


Referring to the bureau’s collections 
of loss experience statistics, Mr. Foll- 
mann reported: “Recognizing that only 
through sufficient exposeure of like and 
comparable values can any coverage or 
extension of coverage be approached on 
a scientific basis, and reco: gnizing also 
that the majority of companies writing 
accident and health insurance do not 
have sufficient volume of business to, 
in themselves, produce such necessary 
exposure, the bureau, under direction of 
its statistical committee, collects, periodi- 
cally review s, and distributes to its mem- 
ber companies certain loss experience 
statistics. The first such collection con- 
cerned health insurance for the years 
1921 to 1926. The second concerned ac- 
cident insurance and extended from 1931 
to 1940. A collection of hospital, nurse 
and surgical expense experience was 
made for the years 1939, 1940, and 1941. 
These collections, found by member com- 
panies to be of inestimable value, and 
being the only statistics of their kind on 
American risks, were, of necessity, termi- 
nated during the war years. 

“Commencing January 1, 1948, this 
collection was resumed for accident in- 
surance. These figures are presently be- 
ing run off and will be reviewed by the 
statistical committee. Subsequently they 
will be made available to member com- 
panies and will be discussed to the de- 
gree such discussion appears feasible. 
Of 63 member companies, 33 are pres- 
ently contributing their experience to 
this collection; eight have definite plans 
to participate in the near future; nine 
recently associated with the bureau, are 
giving the question of participation their 
consideration; four do not, due to their 
methods of operating, presently having 
usable data, and nine are not in a posi- 
tion to participate due to a variance of 
statistical procedures in those companies. 
“During the past year, the statistical 
committee, on instructions from the gov- 
erning committee, outlined a plan for 
resumption of the collection of health 
insurance loss experience statistics. Sub- 
sequently member companies received a 
questionnaire with respect to this pro- 
posed plan and, upon the basis of the 
replies received, a revised plan was de- 


veloped. This plan is to become operative 
January 1, 1952. 
Group A. & H. Activities 

Mr. Follmann then outlined the bureau’s 
activities in the group A. & H. field, 
and he said: “Since our last annual 
meeting, the following subcommittees of 
the group and statutory disability insur- 
ance committee were formed to supple- 
ment the then existing subcommittee on 
claims procedure: (1) required policy 
provisions subcommittee; (2) educational 
seminar subcommittee; (3) Health Insur- 
ance Council operations subcommittee; 
(4) statistical procedures subcommittee 
and (5) blanket insurance subcommittee, 
In general, this subcommittee structure 
was designed to facilitate the operation 
of the group and statutory disability in- 
surance committee.” 


Kipp Presents History 


(Continued from Page 36) 


of many new developments, brought 
about to a large extent by the entry into 
the business of many new companies. 
The present is bright. The future will 
be if the mistakes of the past are not 
forgotten, particularly the dangers from 
unbridled competition through the use 
of unsound coverages and consideration 
for those coverages, and if all the new 
undertakings are entered into on a sound 
actuarial basis, with publicity and sales 
controlled until the success of the ex- 
periments can be fully determined. 

“The epoch ahead for those engaging 
in this dynamic, expanding business 
holds a promise of thrilling experience 
replete with challenge to ingenuity, clear 
thinking and honest endeavor.” 


Picton on General Agencies 


(Continued from Page 38) 


policies remain on the books for a very 
much longer period than any other line 
excepting only life insurance. For some 
reason or other the average accident and 
health policyholder is not given to switch 
this line as he will frequently his auto- 
mobile, fire or in fact, anything else he 
regularly buys; it certainly cannot be 
regarded as target business. 

“Still another point to bear in mind 
is that a good accident and health pro- 
gram frequently produces as much com- 
mission as the combined commissions on 
all the other personal lines of a given 
policyholder. The agent ignoring the ac- 
cident and health sales is, therefore, 
bypassing a healthy portion of his com- 
mission income from such a client.” 

Summarizes His Points 

Expressing the opinion that the agen- 
cy which does not offer its policyholders 
disability protection is not an “all- lines” 
outfit nor are its clients being fully or 
properly served, Mr. Picton summarized 
his points as follows: 

“First—convince your good producers 
that nothing but public good will can 
result from accident and health insurance 
properly sold—in short, sell Cadillacs and 
deliver Cadillacs. 

“Second —convince your good pro- 
ducers beyond any doubt that you too 
are delivering Cadillacs in the handling 
of their claims and underwriting prob- 
lems. Believe it or not, many good 
agents are not now convinced of this. 

“And finally, encourage the good old 
‘round robin’ theory of replacing a 
graduate accident and health producer 
who goes on to the large risk industrial 
production, by inducing him to take on a 
new man to follow in his footsteps. This 
is one company influence I believe has 
been sadly neglected.” 
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J. M. Smith in London 
For Lloyd’s Conferences 


ACCOMPANIED BY GLASGOW 





Making Plans for Further Expansion of 
Continental Casualty’s Aviation Acci- 
dent and Special Risks Divisions 





J. M. Smith, first vice president in 


charge of all accident and health activi- 
ties of Continental Casualty Co., left 
Chicago October 25, for a second. visit 
to London, accompanied by R. J. Glas- 





R. J. Glasgow (left) with J. M. Smith 


gow, superintendent of Continental’s 
aviation and travel accident operations. 
They will confer with the leading under- 
writers at Lloyd’s in respect te plans for 
further expansion of the company’s avia- 
tion accident and special risks divisions. 

“Since conferring with Lloyd’s a year 
ago,” said Mr. Smith, “the combined in- 
crease in our premiums in this division 
has exceeded $2 million, a 33% gain. 
Our total specialty lines volume is now 
approaching $10 million. 

ort naturally follows,” Mr. Smith ex- 
plained, “we have so much in common 
with Lloyd’s that it is in our interest 
to work closely with their underwriters 
on all new forms of coverage and nu- 
merous other developments.” 

Mr. Glasgow pointed out that a care- 
ful appraisal will be given at Lloyd’s con- 
cerning Continental’s catastrophe medi- 
cal forms, corporate plane seat coverage, 
world-wide air-land-sea travel forms, 
“jumbo” risks, athletic team protection, 
special event risks, non-appearance cov- 
erages, hunting and other outdoor haz- 
ards. Likewise, union group, employe 
health and welfare plans, and all types 
of special, unusual or extra-hazardous 
risks, including war risks, will be closely 
checked. 

On his first trip in October, 1950, Mr. 


Smith was accompanied by Louis C. 
Morrell, vice president of Continental 
Casualty. 


ANCHOR CASUALTY CHANGES 





Farmer Made San Francisco Manager, 
Succeeding Loynahan, Resigned 
to Handle Personal Business 

Promotion of H. Richard Farmer to 
the position of branch manager of the 
San Francisco office of the Anchor Cas- 
ualty Co. is announced by K. M. Hough, 
resident vice president, Los Angeles. Mr. 
Farmer succeeds T. E. Loynahan who 
has resigned. 

Mr. Farmer has been with the Anchor 
Casualty in California and in the home 
office in Saint Paul since 1944. Previous 
to that time he was with the Aetna Cas- 
ualty & Surety Co. for a number of 
years. He is a graduate of the University 
of Minnesota. 

Mr. Loynahan, who has been with 
Anchor Casualty since it opened its 
office in San Francisco in May, 1950, 
has resigned to handle his own personal 
interests and affairs. 


Fidelity & Guaranty 
Merger Is Approved 


ABSORBED BY JU. S. F. & G. 





Ogden Elected President of New Subsid- 
iary, F. & G. Underwriters, to Write 
Business in Ohio and Orizona 





The stockholders of the United States 
Fidelity & Guaranty Co. and the Fidelity 
& Guaranty Insurance Corp. on October 
26 approved the merger of the F. & G. 
into the U. S. F. & G. The effective date 
will be January 1, 1952. 

Accord ingly, it is planned that the 
separate existence of the F. & G. will 
cease ge the corporate existence of the 
U.S. & G. as the surviving corpora- 
tion shal continue under the name of 
United States Fidelity & Guaranty Co., 
writing casualty and fire insurance. 

On the effective date of the merger 
all F. & G. personnel will be trans- 
ferred to the U. S. F. & G. payroll and 
will qualify for all employe priviliges 
now enjoyed by U. S. F. & G. employes, 
including the retirement pension plan, 
group life insurance and hospitalization 
insurance. 

F. & G. Organized in 1928 

The F. & G. was organized in 1928 as 
an affiliate to provide fire insurance facil- 
ities to agents representing the U. S. 
F. & G. At that time casualty compa- 
nies did not have the authority to write 
classes of insurance reserved to fire 


Names Longshore, Murphey 
Insurance Commissioner Frank Sulli- 
van of Kansas, president of the Na- 
tional Association of Insurance Commis- 
sioners, announces the following commit- 
tee appointments for the association: 
Longshore, Alabama, is made 
chairman of the casualty and surety and 
taxation and real estate committees; 
William R. Murphey, Delaware, becomes 
chairman of the social security commit- 
tee and Mr. Longshore is made a member. 





companies, nor could fire companies en- 
gage in casualty i “SF or suretyship. 

In 1947 the U. S. & G. stockhold- 
ers amended their neil to authorize 
the writing of fire and allied lines, in 
addition to casualty insurance. Under 
the recently amended insurance laws of 
the various states, the U. S. F. & G. has 
been licensed to write casualty and fire 
insurance in every state except Ohio 
and Arizona. In those two states fire 
insurance facilities will be furnished by 
a newly incorporated subsidiary, Fidel- 
ity & Guaranty Insurance Underwriters, 
Inc., of which the president will be 
Harry F. Ogden, now president of the 
F. & G. 

According to the letter to stockholders 
by E. Asbury Davis, president of the 
tS & G., the merger will result 
in the issuance of 10,588 additional shares 
of U. S. F. & G. for the 7,673 shares 
of F. - G. not owned by the U. S. 
F. ee the basis being 1.38 shares of 
U. S. F. & G. for each share of F. & G. 
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It has been truly said .. . “If 
banking is the heart of the nation, 
insurance is its backbone.” 


Since its earliest days, the 
insurance industry has been the 
mainstay of American business 
and the protector of the 
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Nichols Makes Address 
On Agents for America 


SPEAKS TO NEBRASKA AGENTS 


Says Futures of All. Agents Are Bound 
With Indissoluble Principles That 
Make for a Sound Nation 





Henry W. Nichols, vice president and 
general counsel of the National Surety 
Corp., was a featured speaker at the 
luncheon of the Nebraska Association of 
Insurance Agents, in convention at the 
Hotel Fontenelle, Omaha, today, Novem- 
ber 2. 

Mr. Nichols commented upon the im- 
portant things which have made agents 
possible and which must be preserved if 
the agency system is to continue. “A 
changing philosophy of Government and 
Federal controls is expanding into every 
location and each field of endeavor,” 
stated Mr. Nichols. “All private business 
stands at the cross roads and one guid- 
ing arm points down a road where no 
agents tread.” He was “very certain 
that the futures of the insurance agents 
of Nebraska and of a!l our states, are 
forever bound with the _ indissoluble 
principles that make for a sound nation.” 

Mr. Nichols touched upon four sub- 
jects in the hope of stimulating people 
to look beyond their daily problems and 
do those things necessary to the preser- 
vation of a free society. 


Communist Power Is Attack 
(1) “Communist power is a continuing 


attack, both brutal and subtle, upon the 
institutions of free men,” said the 
speaker, who went on to say that the 


this country is from 
within through wily and crafty fanatics 
who admittedly move among us but that 
communists can be made to look ridicu- 
lous when the spotlights of patriotism 
and truth are thrown upon them in their 
own communities. 

(2) “Inflation looms large on the eco- 
nomic front,” he said. “It thre atens our 
national economy and is pinching our 
citizens. One cure for inflation, often 
projected, is to tax away earnings of 
people so they will not have so much to 
spend in a market with decreasing sup- 
ply. If the Government is to discourage 
spending let it set the example. The tra- 
ditional source of inflation in times of 
armaments is in unbalanced budget. 
Ways to curb inflation include a_bal- 
anced budget and it is up to our national 
Government to put the curbs into effect. 

“What is the incentive for people to 
work if a paternalistic Government on 
one hand promises to take care of all 
their needs and, on the other hand, taxes 
away their earnings until they can 
neither save nor spend for anything be- 
yond the necessities of life. How suc- 
cessful would the tall corn states be if 
all their seed corn were fed to the hogs. 
In one year there would be neither grain 
nor need for a pork barrel.” 

Crime Is Chief Social Problem 

3) The speaker stated that crime is 
the chief social problem today and that 
while taxes become more burdensome all 
the time, organized crime in the United 
States is taking a bitter toll from the 
American people in personal suffering 
and financial loss. He stated that too 
little attention is given to the prevention 
of crime and in those communities that 
are comparatively free of crime it is due 
to the determination of good citizens to 
have it eradicated. 

(4) He dealt with the need for quality 
in Government and stated that “We 
should all insist upon qualified public 
servants who are ambitious to inculcate 
character in Government” and that the 
American people should sponsor and 
then support capable men and women 
who will put high principles above po- 
litical expediency. 

Concluding, Mr. Nichols stated: “The 
mistakes we have suffered in recent 
years have been too costly to be forgot- 
ten. It is not too late for us to yet derive 
a lesson, costly as it is. The future still 
belongs to us. . Let us face it with 

(Contisined on Page 46) 


greater threat to 
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COLUMBIAN NATIONAL CHANGES 


Lee Elected Second Vice President; 
Calef Retires After 26 Years With 
Co.; Mallett Appointed Auditor 
Columbian National Life of Boston 
announces the election of Christopher F. 
Lee as a second vice president; the 


resignation of second vice president and 





CHRISTOPHER F. LEE 
auditor, Albert J. Calef, and appointment 
of Elwood A. Mallett as auditor. 

Mr. Lee has been associated with Co- 


lumbian National since 1925. Originally 
an accountant, he had been A. & H. 
statistician and A. & H. underwriter, 


before his appointment as manager in 
1945. As manager of Columbian’s A. & 
H. operation, he has introduced several 
new series of policies, among them medi- 
cal expense, family hospital, schedule 
accident and franchise accident and sick- 


ness plans. He has been an ae par- 
ticipant in national and local A. & H. af- 
fairs. From 1944 through ‘050 he was 
on the executive committee of the In- 
ternational Association of A. & Un- 
derwriters. He is currently chairman of 
the education committee of the Health 


& Accident Underwriters Conference. He 
is a member of the advisory council of 
the Insurance Federation of Massachu- 
setts, and past president and a director 
of the Boston A. & H. Association. 

Mr. Calef, after 47 years of active 
service, retired on November 1. A native 
of New Hampshire, he entered the serv- 
ice of Columbian National in 1904, in its 
third year of operation. In 1907, he was 
elected assistant auditor; three years la- 
ter auditor. In 1937, he became home office 
manager, and has long been the com- 
pany’s liaison with Life Office Manage- 
ment Association. He has served as second 
vice president since 1944, and has been 
a member of the board of directors since 
1942. 

Mr. Mallett, who succeeds Mr. Calef 
as auditor, is a veteran of 35 years with 
the company. He has been assistant au- 
ditor since 1917. 


JOSEPH B. JACOBI RETIRES 


Manager of Maryland Casualty’s Corres- 
pondence School With Company 30 
Years; Formerly a Newspaper Man 


Maryland Casualty Co. announces the 
retirement of Joseph B. Jacobi, manager 
of the company’s correspondence school. 

Mr. Jacobi came with the Maryland 30 
years ago after wide experience as a 
newspaper reporter and as a college in- 
structor. 

One of the pioneers in insurance edu- 
cation, he was responsible for many in- 
novations in that field, particularly in 
regard to insurance correspondence 
schools. Thousands of agents through- 
out the country were trained directly by 


him, and many others were influenced 
by his work in the field of insurance 
education. 


Great American Indemnity 
Has New A. & H. Program 


A new program of accident and health 
policies, manuals and selling aids has 
been completed bv the Great American 
Indemnity and is being made available 
to its agents and field representatives. 

Calling attention to the two new poli- 
cies in this prorgam—the ANB selec- 
tive benefits accident policy and the HB 
selective benefits sickness policy—Ray 

Hills, secretary in charge of the de- 
partment, points out: “These new poli- 
cies have all the advantages of our pre- 
vious forms in simplicity and scope of 
coverage, with improvements and greater 
flexibility in arranging combinations of 
benefits to fit individual needs.” 

As an innovation the new policies and 
daily reports are now letter size. In 
addition, the separate filing back has 
been given up by utilizing the upper 
third of the first page as a filing face. 
Another new idea is the manual packet 
which has replaced the bulkv type of 
loose-leaf A. & H. manual. “This manual 
packet with a few applications furnishes 
all the new material necessary to sell 
the policies,” Mr. Hills explains. The 
use of the new occupational classifica- 
tions folder form (contained in the 
packet) is recommended and the point is 
made that “it has already proven the 
worth of our new all-schedule arrange- 
ment of occupations.” 

The new ANB policy represents a 
change from the basic type with ex- 
tended benefits riders to the. schedule 
type. All benefits of three former poli- 
cies and seven riders, says Mr. Hills, 
are now contained in this policy with 
three riders. In the coverage clause 
“accidental bodily injury” has. replaced 
‘bodily injuries’ effected through acci- 
dental means” and more prominence is 
given to the new wording. Furthermore, 
the customary policy exceptions, which 
formerly appeared on the inside page, 
are now listed right after the coverage 
clause on the first page. 

The new HB policy replaces the for- 
mer conventional “package type,” fixed 
arrangement of disability benefits with 
scheduled operations and either hosnpital 
or nursing benefits based unon weekly 
indemnity. A feature of this policy is 
that the confinement form (full weekly 
indemnity when_,confined and_ one- 
half when not confined) is treated more 
realistically than before. There is no 
“stepping down” but rather a “building- 
up” of payments in recognition of the 
fact that a confining sickness is usually 
more serious and involves greater costs 
of treatment than non-confining  sick- 
ness. Mr. Hills points out that the policy 
can also be issued on the non-confining 
basis if desired. Thus, it takes the place 
of two common forms. 


Brandenburg Claims Atty. 


For General Reinsurance 


William J. Brandenburg, formerly with 
the Hawkeye - Security Insurance Com- 
pany, Des Moines, Iowa, has been ap- 
pointed claims attorney for the Gen- 
eral Reinsurance Corporation of New 


York. 

An associate of the Hawkeye for 14 
years, Mr. Brandenburg most recently 
served as home office claims examiner 
for that company. His work for General 
Reinsurance will be primarily through 
the Midwest and he will operate out 
of Des Moines. 


Hodge Chicago Manager of 
National Surety Corp. 


E. A. Luther, western area vice presi- 
dent of National Surety Corp., an- 
nounces the appointment of Campbell 
Hodge as manager of the Chicago office. 

Mr. Hodge has been associated with 
National Surety for more than 15 years, 
including. approximately three years’ ac- 
tive service in the United States Navy 
during the war. Shortly after attending 
Kansas University, he started with Na- 
tional in its Kansas City office where, 
becoming manager in 1946, he served as 
special agent and assistant manager. 


Promoted by Travelers 





BROWNE 


PAUL K. 


Browne, who has been assist- 
life, accident and group 
lines at the Dallas office of the Trav- 
elers since 1946, has been promoted to 
the home office staff and been appointed 
assistant superintendent, sales research 
and promotion division. life, accident and 
group agency department. 

He became associated with Travelers 
in 1929 as a counterman in the Dallas 
office. In 1938 he went to the home 
office school in Hartford and after a pe- 
riod of training, was appointed statisti- 
cian for Travelers for the State of Texas 
and returned to the Dallas office. 

Prior to his affiliation with Travelers, 
he was a traveling auditor and cashier 
for the American National. 


Paul K. 


ant manager, 


A. A. ROHRICH IS PROMOTED 
American Surety Makes Him Resident 
Vice President at Pittsburgh; Palmer 
Named Manager There 
A. A. Rohrich, manager of the Pitts- 
burgh branch office of American Surety 
Co. since 1927, has been promoted to 
resident vice president in that office, 
the company announces. J. A. Palmer, 
assistant manager, was appointed to suc- 

ceed Mr. Rohrich as manager. 

Mr. Rohrich was employed at the 
Pittsburgh branch office in 1918. He has 
been active in local insurance circles, 
serving as president of the Pittsburgh 
Surety Association and as director of 
the Insurance Club of Pittsburgh. 

Mr. Palmer joined the companv | at 
the Minneapolis branch in 1936. After 
serving at the Phi! adelphia and Detroit 
offices, he became assistant manager of 
the Pittsburgh branch office in 1948. Mr. 
Palmer is a graduate of Oberlin College. 
He served as a first lieutenant in the 
Army during World War II 


MIDDLETON IS VICE PRESIDENT 





National Surety Elects Him to Head 
Newly Formed Eastern Department; 
Was Ohio State Manager 
On October 30, the board of directors 
of National Surety Corp. and its affiliate, 
National Surety Marine Insurance Corp., 
elected Frank R. Middleton of Colum- 
bus, Ohio, vice president. 
Mr. Middleton will be 
the newly formed eastern department 
which includes the states of Ohio, Michi- 
gan, Pennsylvania, Delaware, New York 
(excluding the metropolitan area), New 

Jersey and the New England states. 

Mr. Middleton joined the National 
Surety in 1924 as a clerk in the Pitts- 
burgh office becoming successively spe- 
cial agent and assistant manager. He 
has been state manager for Ohio since 
1933. with headquarters at Columbus. 
During his service in Ohio, he served 
as president of the Ohio Association 
of Casualty & Surety Managers and for 
two terms as president of the Insurance 
Federation of Ohio. 


in charge of 


Brooklyn A. & H. Assn. to 
Conduct Membership Drive 


Immediate steps will be taken by the 
Brooklyn Association of Accident & 
Health Underwriters to expand its mem- 
bership. This decision was reached at its 
luncheon meeting last week, attended by 
67 members and guests, at which George 
J. Mutari was installed as president of 
the association. 

Nicolas V. Sichenze, United States 
Life, past president and now chairman 
of the board, will spark the drive for 
new members as well as representing 
the Brooklyn association in planning for 
the 1952 annual convention of the Inter- 
national Association of A. & H. Under- 
writers next June at Asbury Park, N. J. 
Sponsoring associations for this meeting 
are the Baltimore, Brooklyn, Philadel- 
phia and Newark organizations. 

The Brooklyn luncheon attracted a 
number of H. personalities from 
the metropolitan New York area includ- 
ing Richard Caldwell, United States 
Life, who is area director of the Inter- 
national Association; Gerald A. Parker, 
Guardian Life of America; Norman 
Walters and Howard Medes, United 
States Life; Martin Strick, Union Casu- 
alty; Joseph Lo Trutlio, Aetna Life; T. 
’. Beams, Royal-Liverpool Group; 
Frank Sexton, Continental Casualty; 
Warren Behm, Massachusetts Bonding; 
William Drew, Hartford Accident’s 
Brooklyn office and Kenneth P. Lamont, 
American Progressive Life. 

Installation of the association’s new 
officers was in charge of Judge Anthony 
J. Maglio, New York City magistrate 
who was formerly chief legislative as- 
sistant to Mayor Vincent Impellitteri of 


New York. 

The Brooklyn association hopes to 
stage a one-day sales congress in early 
1952. 


KICK NAMED FOR PRESIDENT 
Nominted for Post in A. & H. Club of 
New York; Cramer to Speak on 
Medical Expense Insurance 
Hans Cramer, accident and_ health 
manager, Bleichroeder, Bing & Co., will 
address a dinner meeting of the Acci- 
dent & Health Club of New York at De 
Palma Restaurant, 64 Cliff Street, New 
York City, at 6:30 p.m., November 7. 
His subject will be “Medical Expense In- 

surance.” 

This meeting will mark the annual 
election of officers and the following slate 
of officers has been chosen by the nomi- 
nating committee: 

President, William L. Kick, Firemens 
Fund Indemnity Co.; first vice president, 
Arnold W. Danckwerth, Mutual Benefit 
H. & A. Association; second vice presi- 
dent, Louis A. Orsini, Bureau of A. & 
H. Underwriters; third vice president, 
Frederick E. Boes, Metropolitan Life; 
treasurer, Alexander Naggie, Retail 
Credit Co.; assistant treasurer, James W. 
Moran, Ocean Accident & Guarantee 
Corporation; secretary, Ronald fi. Dun- 
can, Phoenix Indemnity Co.; assistant 
secretary, Clarence E. Adams, Connecti- 
cut General Life. 

Three members are to be nominated 
and elected to the executive committee 
from the floor. 


Nichols Speaks to Agents 


(Continued from Page 45) 


the hardy American spirit of our pioneer 
fathers who settled upon the plains of 
Nebraska. Let us face it with an under- 
standing that the principles of our Con- 
stitution are the foundation stones of 
American business and that freedom of 
operation is the keystone of any worthy 
agency system. The future of insurance 
agents is in the balance. You cannot 
separate the future of the agency system 
from the future of America. You should 
resolutely accept your responsibility to 
your business and your country.” 
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PHOTOGRAPH BY SARRA 


Dad Gets a Royal Welcome Every Night 


ls great to have dad home, safely, night pany safety engineers in cooperation with 
after night. He is one of the millions who plant safety directors, head off accidents 
work in factories with top-notch safety before they can happen. 

records. His family may not know it, but 


‘ ; ; Insurance Agents and Brokers are con- 
insurance companies helped establish 


tributing to America’s all-out production 


such records. drive, and to the welfare of workers and 
Accident prevention programs, designed _ their families, by cooperating in plant 
and supervised by trained insurance com- _ safety campaigns. 


This is a reproduction of a poster (19”" x 25") prepared for Producers. We will be glad to send you a free copy for your \ 
office wall or window. Please address your request to American-Associated Insurance Companies, Saint Louis 2, Mo. 
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Dad and Grad Make Unbeatable Combination 


Thirty years of consistent effort were bound to establish an agency 
with substantial volume for the “Dad” of this hard-hitting team. > 
But the full potential wasn’t reached until the “Grad” returned from 
the Etna Sales Course. ee 
In the three years of their partnership, Clyde E. ‘‘Energy” 
Sr., and Clyde E. “Efficiency” Smith, Jr. — as they are kn 
Martinsburg — have boosted their agency’s volume at least 
They credit the greater part of the increase to use of Etna 
selling tools and the Hitna Customer Development Plan. 
“Tam fully convinced,” says Clyde, Sr., ‘that Account Selling, ea 
both commercial and personal, is the new way of selling insurance 
today. It has produced a wealth of valued new business for us.” 
Today, this unbeatable combination of sound experience and — 
contacts plus modern sales tools and methods is opening new hori- 
zons. The Smiths — Father and Son — are conscientiously pro- 
gramming insurance for their clients — providing protection that 
really protects. Their clients’ approval is expressed in a growing 
premium volume. 


CLYDE E. SMITH, SR. 


CLYDE E. SMITH, JR. 


Clyde E. Smith Insurance Agency 
Martinsburg, West Virginia 


AETNA CASUALTY AND SuRETY Company : Fp 


The tna Life Affiliated Companies write practically every form of insurance and bonding protection = 
LIFE AND CASUALTY FIRE AND MARINE = IS OUR BUSINESS...3 
Etna Life Insurance Company Automobile Insurance Company i —— a or ee 
7Etma Casualty and Surety Company @ Standard Fire Insurance Company r <> 
Hartford 15. Connecticut 
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